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Don’t  expect  your  carrier  to  join  PC  indu: 
18-month  price/performance  cycle. 

By  Denise  Pappalardo 
and  David  Rohde 

o  you  want  to  buy  a  PC  with  twice  the  ] 
of  your  current  system  for  the  same 
If  you  know  Moore’s  Law,  you  prof 
I  what  to  do:  Just  wait  a  few  mont 

Sec  Telcos,  page 


)  Scott  Bradner 
peeks  at  telco 
costs  and  ponders 
prices.  Page  42. 


Bay  to  bolster 
big  iron  link  to 
System  5000 

By  Jim  Duffy 

Billerica,  Mass. 

Bay  Networks,  Inc.  later  this 
year  will  bolster  its  data  center 
network  offerings  with  channel- 
attached  mainframe  gateways. 

Sources  say  Bay  is  working 
with  Computer  Network  Tech¬ 
nology,  Inc.  (CNT)  of  Minne¬ 
apolis  to  develop  an  IBM 
mainframe  channel  attachment 
module  for  Bay’s  System  5000 
switch.  This  will  let  users  link 
LANs  to  mainframes  without 
going  through  costly  IBM  front- 
end  processors  (FEP) ,  LAN  gate¬ 
ways  and  SNA  controllers. 

The  System  5000  is  a  chassis- 
based  switch  that  holds  switched 
and  shared-media  LAN,  WAN 
See  Bay,  page  72 


US  WEST  changes  the  rules, 
derails  competitor’s  DSL  plans 

By  Tim  Greene  tomers  —  and  put  broadband 

Think  telecom  competition  is  digital  subscriber  line  (DSL) 
on  the  upswing?  A  scrappy  little  modems  on  each  end. 
upstart  in  Iowa  City  is  learning  The  result  —  an  inexpensive 
otherwise.  See  GIANT,  page  73 

The  lesson  so  far:  The  big 
boys  still  hold  all  the  cards. 

Global  Analysis  Networking 
Technologies  (GIANT),  a  group 
of  20-something  network  engi¬ 
neers,  had  what  it  thought  was  a 
great  idea:  lease  $25-per-month 
burglar  alarm  circuits  —  copper 
phone  lines  that  run  from 
GIANT’s  headquarters  to  its  cus- 


A  NEW  TARGET  FOR  BAY 

Worldwide  interconnect 
controller  market 


Bay  to  buy 
Rapid  City 

Planned  deal  will  give  Bay  entree  into  hot  Gigabit  market. 


26,650 
21,750  i 


Shipments  Revenue  Installed 

(in  millions)  base 

■  1996  1997  SOURCE:  IDC,  FRAMINGHAM.  MASS, 


By  Jodi  Cohen 

Acquisition-hungry  Bay  Net¬ 
works,  Inc.  appears  ready  to  grab 
one  of  the  Gigabit  Ethernet 
industry’s  hottest  prospects: 
Rapid  City  Communica¬ 
tions. 

Bay  is  in  negotiations 
with  start-up  Rapid  City, 
but  the  companies  are 
still  wrangling  over  de¬ 
tails  of  a  deal  that  could 
be  worth  about  $150  mil¬ 
lion,  sources  said. 

Neither  firm  would 
comment  on  the  talks, 
but  Bay’s  CEO  David 
House  said  the  company 
has  a  number  of  deals  in 
the  works. 

“We  have  done  four 
acquisitions  since  I’ve 
been  here  because  our  develop¬ 
ment  efforts  were  not  in  the 
shape  I  would  have  liked,”  said 
House,  whojoined  the  company 
last  November.  “We  will  con¬ 
tinue  that  [acquisition  pace] .” 

A  deal  with  Rapid  City  would 
give  Bay  a  family  of  Gigabit 
Ethernet  devices  that  can  switch 
and  route  on  any  port  at  wire 


speed,  which  would  play  nicely 
into  Bay’s  new  Adaptive  Net¬ 
working  strategy,  industry  ob¬ 
servers  said. 

In  addition,  the  acquisition 


A  GOOD  MATCH? 


Bay  5  David  House  &  Rapid  City ’s  Joe  Kennedy 

Get  more  info  online,  including  Gigabit  Ethernet 
overviews  and  reports  from  our  dinners 
with  Gigabit  Ethernet  pioneers. 


would  better  position  Bay 
against  top  competitors,  includ¬ 
ing  Cisco  Systems,  Inc.,  which 
acquired  Gigabit  Ethernet  up¬ 
start  Granite  Systems,  Inc.  last 
September  for  $220  million,  and 
3Com  Corp.,  which  has  already 
announced  a  family  of  Gigabit 
Ethernetgear. 

See  Rapid  City,  page  72 


New  push  paradigm  blasts  data  within  enterprise 


By  Carol  Sliwa 

Start-up  Vitria  Technology, 
Inc.  today  will  launch  a  Web- 
enabled  push  product  designed 


Access  Network  World  Fusion  using  the  number  in  yellow.  See  page  5  for  details. 


to  simplify  thejob  of  distributing 
information  in  real  time  to  users 
and  applications  across  corpo¬ 
rate  intranets  and  the  Internet. 

Unlike  the  push  technology 
commonly  talked  about  these 
days,  in  which  consumer- 
oriented  text  information  is 
delivered  at  scheduled  intervals, 
Vitria’s  Velociti  channel  server 
makes  it  possible  to  transmit 
structured  business  data  —  typi¬ 
cally  from  one  application  to 
another  —  the  instant  it  is  pub¬ 
lished. 

“This  is  a  new,  cost-effective 


way  of  getting  independently 
developed  application  subsys¬ 
tems  to  talk  to  each  other,”  said 
Roy  Schulte,  a  vice  president  in 
the  system  software  architecture 
division  of  the  Stamford,  Conn.- 
based  Gartner  Group,  Inc. 

Building  real-time  links  be¬ 
tween  resources  is  normally  an 
arduous  task,  Schulte  said. 
“Both  sides  have  to  be  tailored  to 
the  other.  With  this  approach, 
the  applications  don’t  have  to 
know  as  much  about  each  other. 
So  it’s  much  more  practical  to 
See  Vitria,  page  73 


PROFILE:  VITRIA  TECHNOLOGY 

Based:  Mountain  View,  Calif. 
Founded:  1994 

Cofounders:  JoMei  Chang, 

president  and  CEO 

Dale  Skeen,  chief 
technology  officer 

Robert  Halperin, 

board  member 

Products:  Third-generation 

publish/subscribe 

applications 
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Windows  NT  Server 

SQL  Server 

Exchange  Server 

Proxy  Server 

Site  Server 

Systems  Management  Server 


SNA  Server 


Future  Servers 
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Microsoft® 


BackOffice 


'01997  Microsoft  Corporation.  All  nghts  reserved.  Microsoft  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  BackOffice  is  a  trademark  of  Microsoft  Corporation. 


Microsoft®  BackOffice ™  handies  a  terabyte  of  data 


a  hundred  million  Web  site  hits  a  day 
1.8  million  e-mails  in  24  hours, 
each  on  a  single  server. 
It  also  handles  a  billion  ATM  transactions  daily. 


And  it  delivers  one  of  the  highest  throughput  rates  of  any  system  ever  tested. 

All  for  as  little  as  one-third  the  cost  of  UNIX-based  systems. 

We  know  it’s  a  lot  to  absorb  all  at  once. 
So  you  may  want  to  read  it  again. 

Or  visit  www.microsoft.com/backoffice/scalability/ 


Where  do  you  want  to  go  today?® 


Micros 


Ask  your  dealer 
about  our 
new,  lower 
prices. 


While  3Com  d  Fadt  Ft  her  Link  XL  and 
EtherLink  XL  network  interface  car  do 
accelerate  desktops,  their  Dynamic Accedd 
featured  can  actually  increa <  ie  the 
performance  of  entire  networkd. 


Performance3 


Can  any  network  interface  card  jumpstart  your  network  and  make  your  job  easier? 

3Com’s  can.  EtherLink  XL  10  and  Fast  EtherLink  XL  10/100  Mbps  PCI  network 
interface  cards  (NICs)  deliver  the  maximum  throughput  and  the  lowest  CPU  utilization, 
thanks  to  3Com’s  patented  Parallel  Tasking®  technology'.  But  add  3Com’s  DynamicAccess  features  and  these 
high-performance  cards  actively  work  with  the  rest  olyour  switched  network  to  improve  overall  performance  and 

manageability,  while  giving  you  greater  control  over  bandwidth  and  resources. 

Able  to  gather  complete  RMON  data,  XL  NICs  make  network  management 
easier  and  more  comprehensive.  They  oiler  PACE  Class  ol  Service  prioritization  for 
real-time  and  multimedia  applications.  And,  when  combined  with  3Com’s  advanced 
Fast  IP  software,  they  deliver  accelerated  Intranet  performance.  Plus,  you’ll  always  be  on  top  of  your  game  as  3Com 
continues  to  deliver  free  L^mamicAccess  upgrades  to  your  XL  NICs.  The  best  part?  XL  NICs  are  part  of  the  most 
reliable  and  scalable  solutions  available  from  the  leader  in  networking  —  3Com. 

Make  the  smartest  move  you  can.  Call  and  find  out  how  DynamicAccess  features,  including  PACE,  dRMON, 
and  Fast  IP  can  accelerate  your  entire  network.  And  be  sure  to  ask  about  evaluation  units  for  as  low  as  $49a. 


Get  PictureTel  LiveShare  Plus 
dataconferencing  software 
FREE  with  every  XL  NIC. 


1  -800-NET-3COM 


(opt. 4) 

www.3com.com 


C  I99t»  3Com  Corporation.  3Com,  EtherLink  and  Parallel  Tasking  are  registered  trademarks;  DynamicAccess,  PACE  and 
Networks  that  go  the  distance  are  trademarks  ol  3Com  Corporation.  ° Dollars  in  U.S.  currency. 
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w  module.  Page  19. 
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A  start  up  led  by 
Powersoft’s  former 
president  boasts  a 
complete  Java-based 
Web  application 
development  kit. 
Page  39. 
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Plans  to  expand  the  number  of  Internet  domain 
registries  are  behind  schedule  but  have  survived 
one  court  challenge  and  could  still  go  into  effect 
by  year-end -as  long  as  the  government  doesn't 
step  in.  DocFinder:  2328 


A  specification  introduced  lastweekfor  business- 
to-business  transactions  overthe  Internet 
received  only  lukewarm  reviews  from  industry 
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and  needs  more  backing.  DocFinder:  2329 
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News 


News  briefs,  June  9, 1997 


Does  Bobby  play  fair  with  others? 

@  Bay  Networks,  Inc.  has  filed  a  lawsuit  against  Gigabit  Ethernet 
start-up  Foundry  Networks,  Inc.  for  allegedly  hiring  away  Bay 
employees. 

Because  Foundry  President  and  CEO 
Bobbyjohnson  formerly  headed  up  token- 
ringand  ATM  switch  vendor  Centillion  Net¬ 
works,  Inc.,  which  was  acquired  in  May  1995 
by  Bay,  rum ors  swirled  that  the  lawsuit  sur¬ 
rounded  stolen  Centillion  technology. 

But  Johnson  told  Network  World  last  week 
that  the  lawsuit  was  about  the  large  number  of 
disgruntled  Bay  employees  that  Foundry  has 
hired. 

Johnson  pointed  out  that  every  Bay  hire 
has  been  documented  and  said,  ‘  ‘We  find  the 
lawsuit  factually  inaccurate  and  frivolous.”  Bay  would  not  com¬ 
ment  on  the  legal  matter,  although  CEO  David  House  said,  “We 
will  always  defend  our  intellectual  property  and  make  sure  that 
people  playfair.” 

Java  takes  a  lump 

■  Sun  Microsystems,  Inc.’s  attempt  to  get  itsjava 
programming  language  approved  as  an  interna¬ 
tional  standard  hita  roadblock  last  week  asU.S. 
representatives  to  die  International  Standards 
Organization  voted  “No”  on  the  proposal. 

The  vote  was  not  a  clear-cut  rejection,  but 
rather  a  “no  vote  with  comments,”  which  leaves 
room  for  Sun  to  address  the  U.S.  group’s  con¬ 
cerns.  Sun  executives  said  the  concerns  have  to  do  with  limited  use 
of  the  Java  trademark,  error  fixing,  how  the  specification  would  be 
maintained  and  which  technologies  Sun  is  turning  over  for  stan¬ 
dardization. 

Long-distance  industry  gets  new  No.  5 

■  Two  little-known  but  rapidly  growing  carriers  announced  a 
merger  on  Friday  that  would  make  the  combined  entity  the  fifth- 
largest  U.S.  long-distance  carrier.  Dallas-based  Excel  Communica¬ 
tions,  Inc.  will  buy  Telco  Communications  Group,  Inc.  of 
Chantilly,  Va.,  to  form  a  new  $2  billion  company. 

Excel  is  a  switchless  reseller  of  long-distance  service  to  residen¬ 
tial  and  small  business  customers,  using  capacity  bought  from 
larger  carriers  and  a  network  of  independent  marketing  represen¬ 
tatives. 

By  contrast,  Telco  owns  switches  and  markets  directly  to  cus¬ 
tomers  with  a  five-digit  dial-around  plan.  Analysts  regard  Telco  as 
one  of  the  companies  diat  has  recently  made  life  miserable  for 
AT &T  by  taki  ng  away  consumer  market  share. 

A  little  off  the  top 

■  Novell,  Inc.’s  workforce  reduction  isstart- 
ing  close  to  the  top.  The  company  last  week 
announced  Presidentjoseph  Marengiwill 
leave  the  company. 

The  departure  of  Marengi,  who  assumed 
the  presidency  last  September  following  the 
resignation  of  CEO  Bob  Frankenberg,  comes 
in  the  wake  of  two  consecutive  disappointing 
quarters. 

CEO  Eric  Schmidt,  who  got  the  topjob 
over  Marengi,  announced  May  28  his  plans  to  lay  off  1 ,000  em¬ 
ployees  in  an  attempt  to  get  Novell  back  on  track. 

Buyer’s  Guide  date  change 

®  Network  World  slOOM  bit/ sec  and  Gigabit  Ethernet  switch  Buy- 
er’s  Guide  will  run  in  the  Aug.  1 1  issue,  and  the  LAN-based  ATM 
switch  Buyer’s  Guide  is  now  scheduled  for  the  Oct.  6  issue. 

To  request  a  survey  for  either  of  these,  send  e-mail  to  Kathy 
Scott  at  kscott@nww.com  and  include  a  contact’s  name,  phone 
number  and  e-mail  address. 


Marengi 


Foundry  President 

Johnson 


Groupware:  Why  buy 
when  you  can  rent? 


By  Paul  McNamara 

You  do  not  have  to  buy,  install 
and  administer  costly  groupware 
applications  to  put  collabora¬ 
tion  tools  in  the  hands  of  end 
users:  You  can  rent  them,  saving 
yourself  money  and  time. 

That  is  the  pitch  a  growing 
number  of  software  vendors  are 
delivering  to  customers  who 
think  that  groupware  from  stan- 


that  can  be  rented  from  the  com¬ 
pany  or  an  ISP  starting  at  $29  per 
user  per  month.  IntraACTIVE 
believes  small  to  midsize  busi¬ 
nesses  slimming  down  their  IT 
departments  and  deploying  thin 
clients  will  be  attracted  to  offer¬ 
ings  such  as  InTandem. 

•  Groupserve,  a  Bethesda, 
Md.,  start-up,  this  summer  in¬ 
tends  to  be  up  and  renting  not 


DOES  RENTING  GROUPWARE  MAKE  SENSE  FOR  YOU? 


Benefits: 

Drawbacks: 

•  Lower  up-front  investment  costs 

•  Choice  of  vendors  limited  at  this  time 

•  Application  development  burden 
taken  off  IT  departments 

•  Functionality  not  on  par  with  more 
popular  groupware  products 

•  Smaller  organizations  spared 
administration  costs 

•  Security  concerns  inherent 
with  the  Internet 

•  Product  upgrades  available 
immediately  and  easily 

•  Bandwidth  limitations  may  affect 
end-user  experience 

dard-bearers  such  as  Lotus 
Development  Corp.  and  Micro¬ 
soft  Corp.  is  out  of  their  league. 

So  far,  Lotus  and  Microsoft 
have  not  needed  to  worry  about 
losing  the  franchise  to  these 
Web-based  landlords.  However, 
there  are  those  who  believe  that 
application  rentals  —  also  called 
subscriptions  —  have  a  bright 
future,  particularly  for  time- 
sensitive  or  short-term  projects, 
as  well  as  for  smaller  com¬ 
panies  in  need  of  far-flung 
extranets. 

“I  wouldn’t  be  surprised  if 
this  trickle  turns  into  a  storm  in 
1998,”  said  Paula  Boyle,  an  ana¬ 
lyst  at  Kinetic  Information,  Inc., 
a  Waltham,  Mass.,  consultancy. 

Clouds  appear  to  be  building: 

•  Changepoint  International 
Corp.  of  Toronto  last  week  an¬ 
nounced  that  its  Involv  Intranet 
service,  built  on  Lotus’  Domino 
server  technology,  will  be  open 
for  business  by  mon  th ’s  end. 

After  a  free  three-month  trial, 
customers  will  pay  $25,000  per 
year  for  Involv,  which  includes  a 
customizable  corporate  Web 
site,  three  standard  groupware 
applications  and  a  template  for 
creating  additional  specialized 
applications.  Customers  using 
Web  browsers  access  the  applica¬ 
tions  by  linking  to  a  server 
hosted  by  an  Internet  service 
provider  or  the  company’s  own 
IT  department. 

•  IntraACTIVE,  Inc.,  ofWash- 
ington,  D.C.,  next  week  will 
unveil  aversion  of  its  InTandem 
group  collaboration  software 


only  groupware,  but  also  appli¬ 
cations  such  as  videoconferenc¬ 
ing  and  whiteboards  on  its 
E-meet  site  (www.e-meet.com). 

•  In  addition  to  enabling  its 
business  partners  to  build  sub¬ 
scription  applications  on  Dom¬ 
ino,  Lotus  has  a  product  in  beta 
tests  called  Instant  TeamRoom. 
This  rentable  collaboration  soft¬ 
ware  will  be  available  soon,  a 
company  official  said. 

Renting  will  not  be  for  every¬ 
one,  of  course.  Right  now  there 
are  only  a  few  vendors  pushing 
untested  services  of  limited  func¬ 
tionality  at  a  marketplace  wary  of 
Internet  security  and  scarce 
bandwidth. 

Nevertheless,  today’s  early 
renters  are  enthusiastic. 

Carter  Crawford,  a  partner  at 
Solutions  for  Information  & 
Management  Service,  a  New 


York-based  management  con¬ 
sulting  firm,  has  used  Change- 
point’s  Internet  rental  service  to 
coordinate  collaboration  be¬ 
tween  her  clients  and  their  busi¬ 
ness  partners.  Crawford  said  her 
work  is  too  fast-paced  to  wait  for 
multiple  participants  to  estab¬ 
lish  working  links  through  nor¬ 
mal  IT  channels. 

“The  infrastructure  takes  so 
long  that  the  project’s  half  over 
by  the  time  you’ve  got  it  done,” 
Crawford  said. 

While  her  firm  is  small,  Craw¬ 
ford  believes  rentalware  will 
catch  on  at  larger  companies, 
especially  at  the  department 
level. 

“It’s  great  because  no  longer 
do  you  have  to  go  to  IT  and  beg 
andwaitin  line,”  shesaid. 

“Now  if  you  have  a  need  fora 
project  management  tool, 
you’ve  got  it.” 

Greg  Loder  is  an  IT  manager 
at  The  McGuffey  Project,  a  non¬ 
profit  organization  dedicated  to 
identifying  and  supporting  tech¬ 
nology  education  leaders.  The 
project  has  been  serving  140  end 
users,  but  will  soon  expand  to 
some  4,000  as  part  of  the  Clinton 
administration’s  21st  Century 
Teachers  initiative. 

“We  don’t  have  the  technical 
expertise  to  run  and  host  [an 
intranet]  and  provide  the  secu¬ 
rity  and  do  all  those  other 
things,”  Lodersaid. 

Using  In-Tandem  allows  his 
organization  to  “really  focus  on 
what  we  need  to  do,  which  is  pro¬ 
vide  the  content,  monitor  con¬ 
versations  and  build  the 
grassroots  through  the  site,”  he 
said. 

Although  bullish  on  the  con¬ 
cept,  Kinetic’s  Boyle  said  ven¬ 
dors  pushing  rentalware  can 
expect  resistance. 

“The  mentality  in  IS  has  been 
buy,  deploy  ourselves  and  keep 
ourjobs,”  shesaid.  “Where’s my 
job  if  they  can  get  this  from  out¬ 
side  the  company?”  ■ 


CORRECTIONS 

In  the  “Cisco  cranks  up  Fast  Token  Ring”  article  published  in 
the  May26 issue  (page  1),  Network  World mistakenlv  reported  that 
FDDI  requires  fiber.  FDDI  also  runs  over  Category  5  unshielded 
twisted-pair  cable. 

Also,  because  of  an  editing  error,  the  column  “Religious  Con¬ 
versions”  in  the  May  26  issue  (page  40),  overstated  the  forward¬ 
ing  latency  of  Bay  Networks,  Inc.’s  Switch  Node.  The  correct 
latency,  as  measured  in  the  Harvard  Network  Device  Test  Lab, 
was  72  microseconds,  not  72  milliseconds. 

Finally,  in  our  last  server  review  (May  26,  page  49) ,  the  weight¬ 
ing  of  our  performance  ratings  should  have  been  30%  file  server, 
60%  database;  and  10%Web  server.  Data  General  Corp.’s  three- 
year,  on-site  support  is  standard,  not  an  option.  And  DG  offers 
1 1  i  tra n  e  tWa  re  wi  th  the  Aviion  3600 .  The  se rve  r  costs  $27,444. 


6  •  Network  World  •  June9, 1997  •  www.nwfusion.com 


_  News _ 

Microsoft  bolsters  Internet  Explorer  security 

The  company’s  Web  browser  now  lets  users  designate  “security  zones”  across  intranets  and  the  ’Net. 


By  Carol  Sliwa 

Redmond,  Wash. 

Beleaguered  by  its  Web  browser  secu¬ 
rity  problems,  Microsoft  Corp.  last  week 
took  additional  steps  to  try  to  assuage 
users’  concerns. 

The  company  announced  a  new  Inter¬ 
net  Explorer  feature  called  “security 
zones”  that  will  help  users  and  adminis¬ 
trators  set  policies  for  accessing  Web  sites. 

MICROSOFT’S  SECURITY  ENHANCEMENTS 

•  Authenticode  2.0  technology 

•  Capabilities-based  security  for  Java 

•  Certificate  management 

•  Security  checkup  Web  site 

•  Security  zones 

The  feature  will  let  Internet  Explorer 
customers  carve  the  Web  into  four  prede¬ 
fined  zones:  intranet,  trusted  exUanet, 
general  Internet  and  untrusted.  Adminis¬ 
trators  can  then  define  which  Web  sites 
are  part  of  which  zones  and  set  the  levels 
of  security  they  want  to  assign  to  pages 
from  those  zones. 

For  instance,  ActiveX  Controls  and 
Java  applets  coming  from  the  ’Net  might 
be  assigned  to  untrusted  zones,  and  users 
might  not  be  allowed  to  download  them . 

On  the  other  hand,  users  might  be 
granted  unlimited  access  to  trusted  zones, 
such  as  a  bank’s  Web  site. 

In  conjunction  with  security  zones, 
Microsoft  will  add  a  security  feature  for 
Java  that  lets  users  or  network  administra¬ 
tors  decide  which  functions  and  what 
access  they  want  to  givejava  applets. 

From  Netscape  and  Sun 

Netscape  Communications  Corp.  has 
announced  a  similar  feature  in  its 
browser.  Netscape’s  client  software  sup¬ 
ports  signed  objects. 

Developers  who  want  to  write  applica¬ 
tions  that  go  outside  the  Java  sandbox, 
which  prevents  Java  applets  from  access¬ 
ing  local  system  resources,  can  crypto¬ 
graphically  sign  a  piece  of  code  and 
specify  the  capabilities  they  want  the 
object  to  have. 

A  user’s  machine  can  be  configured  to 
accept  only  objects  that  are  signed  by 
trusted  sources. 

Like  Microsoft  and  Netscape,  Sun 
Microsystems,  Inc.  also  is  developing  a 
security  model  for  Java,  due  out  this  sum¬ 
mer,  that  potentially  could  cause  compati¬ 
bility  problems. 

But  Sun  security  staff  engineer  Mari¬ 
anne  Mueller  said  the  technologies  are 
accomplishing  similar  purposes,  and  she 
hopes  all  the  parties  will  be  able  to  “roll 
up  theirsleeves”  andworkoutan  interop¬ 
erable  solution. 

“Sun’s  a  day  late  and  a  dollar  short,” 
said  Cornelius  Willis,  Microsoft’s  di¬ 
rector  of  platform  marketing.  “They  have 


not  got  their  act  together  on  capabilities- 
based  security  in  time  to  influence  the 
major  releases  from  the  two  browser 
vendors.” 


More  pieces 

Other  pieces  of  Microsoft’s  browser 
security  plan  include  Authenticode  2.0 
technology,  which  requires  certificates  to 


be  checked  with  an  authority  to  make  sure 
they  are  still  valid. 

In  addition,  administrators  will  gain 
more  control  over  which  certificates  can 
be  used. 

All  new  security  features  will  be  avail¬ 
able  in  the  next  prerelease  version  of 
Internet  Explorer  4.0,  which  Willis  said  is 
due  in  six  to  eight  weeks.  ■ 
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Put  full  PBX  T1 
over  128  Kbps 

\ 


Put  2  full  PBX  II 
plus  1  Mbps  data 
over  single  II 


Name:  Kilomux-2000 

Description:  Fractional  T1  modular  multiplexer 

Benefit:  Efficient  and  cost-effective  method  of  integrat¬ 
ing  toll  quality  compressed  voice,  fax,  data 
and  LANs  at  rates  up  to  768  kbps.  Single  or  dual 
main  link,  redundant  power  supply  and  common 
logic,  and  integral  CSU/DSU.  Drop-and-insert 
capability,  and  single  multidrop  channel. 
Management  via  RADview  PC  platform,  ASCII 
terminal  or  front  panel. 
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Name:  Megaplex  -  2100 

Description:  T1/E1  integrating  voice  &  data  multiplexer 

Benefit:  Flexible  modular  TDM  integrating  data,  voice,  fax, 
LAN  and  video  over  T1/E1  links  on  fiber,  copper, 
microwave,  laser  or  RF  communications.  Voice 
technology  expertise:  MPMLQ,  ADPCM,  com¬ 
pression  of  full  PBX  T1  and  standard  PCM. 
Support  of  144  voice  channels  over  a  single  T1 
link.  1/0  modules  for  ISDN,  routers, DDS  and  low 
and  high  bit  rates.  Graphical  SNMP  manage- 
.  merit  with  HP0V  or  WindoWs/PC  platform.  Full 
redundancy  with  dual  aggregate  links,  power 
supplies  and  common  logic  cards. 
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Contact:  Toll  free  1-800-444-7234  or 
market@radusa.com 
web:  http://www.rad.com 
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_ News _ 

New  Communicator,  SuiteSpot  releases  face  customer  scrutiny 


By  Carol  Siiwa 

San  Jose,  Calif. 

Netscape  Communications 
Corp.  will  reach  an  important 
milestone  this  week  when  the 
company  ships  final  versions  of 
its  Communicator  groupware 
client  and  SuiteSpot  3.0  server 
software,  which  it  has  been 
promising  since  lastyear. 

Communicator  4.0,  Net¬ 
scape’s  attempt  to  offer  much 
more  than  a  browser  client,  also 
includes  e-mail,  collaboration 
and  Web  authoring  compo¬ 
nents.  Optionally,  it  contains 
conferencing,  calendaring,  3270 
terminal  emulation  and  man¬ 
agement  tools.  SuiteSpot  3.0  fea¬ 
tures  nine  servers,  including  new 
Enterprise,  Messaging  and  Col- 
lab  ra  servers. 

For  some  customers,  particu¬ 
larly  those  in  dire  need  of  new 
mail  systems,  Communicator’s 
release  could  not  have  come  a 
moment  too  soon.  For  months, 
they  have  been  testing  the  soft¬ 
ware,  which  most  said  is  stable 
enough  to  begin  deploying  once 
it  is  released  at  the  Developer 


By  John  Cox 

Netscape  Communications 
Corp.  this  week  will  add  into  its 
two  most  popular  Web  products 
software  that  will  let  corporate 
application  developers  rapidly 
build  the  next  generation  of 
Internet  applications. 

Netscape’s 
Enterprise  3.0 
server  and  Com¬ 
municator  4.0 
browser  will  in¬ 
clude  an  object 
request  broker 
(ORB),  licensed 
from  Visigenic  Software,  Inc.,  of 
San  Mateo,  Calif.,  that  will  let 
application  developers  for  the 
first  time  create  networked  app¬ 
lications  consisting  of  reusable 
object-based  software  pieces. 
The  Web  server  also  includes  a 
full  development  environment 
for  building  new  objects  in  C++ 
or  Java. 

All  ORBs  create  a  cli¬ 
ent/server  connection  between 
I  objects,  so  one  object  can  acti- 
I  vate  and  use  the  functions  of 
other  objects  on  the  network. 

;  The  Visigenic  ORB,  like  most 
others  today,  is  based  on  an 
|  industry  specification  called  the 
|  Common  Object  Request  Bro- 
!  ker  Architecture  (CORBA).  This 


Conference  here. 

But  not  all  of  Netscape’s  cor¬ 
porate  customers  are  so  eager. 
Some  have  not  even  gotten 
around  to  testing  the  new  prod¬ 
ucts.  Others  see  no  business  rea¬ 
son  to  make  a  switch  just  yet.  And 
some  want  to  wait  for  more 
mature  versions. 

One  of  Netscape’s  large  cor¬ 
porate  customers,  for  instance, 
said  he  would  recommend  that 
his  company  wait  for  the  “.01” 
version  of  the  client,  based  on 
inconsistencies  he  noted  in  the 
most  recent  beta. 

“It  just  doesn’t  seem  to  have 
the  feel  that  it’s  quite  produc¬ 
tion-ready  yet,”  said  the  user, 
who  asked  not  to  be  identified. 
“[Netscape  pursued]  an  ambi¬ 
tious  schedule  and  I’m  wonder¬ 
ing  what  the  big  drive  is  behind 
it,  except  that  Netscape  wants  to 
get  mindshare  before  Microsoft 
comes  in  with  its  next  release.” 

A  promoter  of  cross-platform 
products,  Netscape  will  release 
Communicator  first  on  Windows 
95  and  NT.  Unix  and  Macintosh 
releases  will  follow  later  in  the 


standard  also  describes  a  set  of 
application  services,  such  as  di¬ 
rectory  and  transaction  services, 
and  a  communications  protocol 
called  the  Internet  Inter- 
ORB  Protocol  (HOP) . 

For  Netscape  customers, 
HOP  nowr  replaces  the  standard 
HTTP  protocol. 
The  built-in  Visi¬ 
genic  ORB  be¬ 
comes  the  de 
facto  standard 
for  gluing  to¬ 
gether  CORBA 
objects  over  the 

Internet. 

The  Netscape  products  will 
be  the  first  large-scale  test  of 
IIOP’s  performance  and  its  abil¬ 
ity  to  work  with  different  ORBs 
from  different  vendors,  said 
Marky  Roy,  principal  consultant 
with  Semaphore,  a  North  Ando¬ 
ver,  Mass.,  object  technology  ser¬ 
vices  company  that  has  been 
working  with  the  new  Netscape 
products. 

“The  ORB  gives  you  the  abil¬ 
ity  to  build  applications  that  go 
beyond  the  limitations  of  Web 
servers,”  said  Vikas  Rijsinghani, 
president  of  Neoglyphics  Media 
Corp.,  a  Chicago-based  Web 
development  firm  and  a  beta 
tester  of  the  Netscape  products. 


month,  the  company  said. 

But  Communicator  will  be 
missing  the  Netcaster  push  com¬ 
ponent  that  the  company  ini¬ 
tially  claimed  would  be  ready. 
Product  manager  Tim  Hickman 
said  a  second  Netcaster  beta  is 
due  within  two  weeks,  with  the 
final  version  expected  to  ship 
within  the  next  six  weeks. 

For  most  customers,  that  will 
not  be  a  bother.  But  Netcaster’s 
delay  will  not  draw  them  to  Net¬ 
scape’s  side,  either. 

“The  biggest  component  that 
would  push  us  over  to  Communi¬ 
cator  today  would  be  Netcaster,” 
said  James  Chung,  an  IS  man¬ 
ager  in  charge  of  Web  publish¬ 
ing  and  information  delivery  at 
Bay  Networks,  Inc. 

When  Bay  licensed  Net¬ 
scape’s  client,  the  company  did 
so  strictly  on  the  basis  of  the 
browser.  Because  that  browser  is 
still  working  fine,  there  is  no 
pressing  business  need  to 
upgrade  to  Communicator, 
Chung  acknowledged. 

Because  Bay  uses  QualComm, 
Inc.’s  Eudora  e-mail  client  and 


“Now  we  can  develop  true  appli¬ 
cations  using  the  ’Net.  With 
the  CORBA  ORB,  it  lets  us  dis¬ 
tribute  [application]  functional- 
i ty  across  the  network. ’ ’ 

This  is  a  far  cry  from  today’s 
typical  Internet  applications, 
which  mostly  involve  download¬ 
ing  HTML  pages  or  database 
information  automatically  gen¬ 
erated  in  response  to  a  browser 
request. 

Customers  who  have  built 
CORBA  objects  can  use  the  new 
Netscape  products  to  forge  a 
Web  connection  to  them  right 
away,  said  Basil  Hashem,  senior 
product  manager  for  Netscape 
Enterprise  Server  3.0.  Others 
can  use  the  server-based  devel¬ 
opment  tools  to  start  building 
new  object-based  services  or 
object  “wrappers”  for  accessing 
legacy  systems  from  the  Web. 

“What  Netscape  realizes  is 
that  the  browser  today  can  access 
Web  sites  and  office  application 
suites,  but  the  access  to  real, 
mission-critical,  business  appli¬ 
cations  is  where  the  ORB  fits,” 
said  Michael  Kennedy,  vice  presi¬ 
dent  for  advanced  infor¬ 
mation  management  strategies, 
META  Group,  Inc.,  a  Stamford, 
Conn.-based  market  research 
firm.  ■ 


has  standardized  on  Microsoft 
Corp.’s  FrontPage  Web  author¬ 
ing  tool,  there  is  no  urgent  need 
to  check  out  those  Communica¬ 
tor  components  either, 

Chung  said. 

National  Semicon¬ 
ductor  Corp.  is  very  in¬ 
terested  in  using 
Netscape’s  latest  Enter¬ 
prise  Server  to  be  able  to 
talk  to  the  Lightweight 
Directory  Access  Proto¬ 
col-enabled  Directory 
Server. 

“We’re  going  to  use 
[the  Directory  Server] 
for  a  single  sign-on  for 
the  intranet,  so  there’ll 
be  one  user  name  space 
for  the  whole  enterprise,”  said 
Glenn  Newell,  a  senior  engineer¬ 
ing  manager  of  intranet  technol¬ 
ogy  at  National  Semiconductor. 

Newell  reported  no  problems 
with  the  server  products  to  date. 

The  experience  has  been  sim¬ 
ilar  for  Jeppesen  Sanderson, 
Inc.,  which  produces  flight 
charts  for  airline  pilots.  The 
Enterprise  and  Directory  servers 
have  been  stable  for  the  last  60 
days,  said  Larry  Bolnick,  man¬ 
ager  of  corporate  IS. 

Bolnick,  however,  remains 
skeptical  about  the  initial  Com- 


By  John  Cox 

Ottawa 

Corel  Corp.’s  computer  sub¬ 
sidiary  Corel  Computer  Corp. 
last  week  said  it  is  licensing  third- 
party  Java  software  to  power  its 
upcoming  video  network  com¬ 
puter  (VNC),  which  is  optimized 
to  handle  video  and  audio  in 
addition  to  data. 

The  SoftNCJava  technology, 
from  TriTeal  Corp.,  will  enable 
VNC  users  to  download  a  client 
applet  containing  a  Java  Virtual 
Machine,  along  with  agent-based 
applications  and  a  messaging  sys¬ 
tem.  The  VNC  can  access  other 
Java  applets,  as  well  as  Windows 
and  Unix  applications,  depend¬ 
ing  on  its  configuration. 


municator  release,  based  on  the 
most  recent  beta  and  his  past  his¬ 
tory  with  initial  software  releases. 
Sandy  Sully,  chief  informa¬ 


tion  officer  of  San  Jose-based 
Xylinx,  Inc.,  has  a  different  take 
on  things.  “My  people  have  been 
testing  [the  mail  product]  from 
[Preview  Release  1]  through 
PR5,  and  the  feedback  I  got  last 
week  is  PR5  is  really  good,”  said 
Sully,  noting  Xylinx  plans  to  roll 
out  products  as  soon  as  it  can. 

Sully  said  Xylinx  has  not  had  a 
good  mail  strategy,  and  Net¬ 
scape’s  Internet-based  system 
featuring  Internet  Message 
Access  Protocol  4,  rules  capabili¬ 
ties  and  hierarchical  folders  will 
provide  relief.  ■ 


The  VNC  also  will  come  out¬ 
fitted  with  video  software  and  a 
camera,  enabling  the  device  to 
exploit  PC  video  conferencing 
technology  created  by  the 
parent  company.  The  VNC  is 
designed  as  an  alternative  to 
Windows  PCs. 

“We  believe  people  will  want 
to  use  the  NC  as  a  communica¬ 
tions  device,  and  that  includes 
voice  and  video  communica¬ 
tions,”  said  David  Madden, 
director  of  product  develop¬ 
ment  for  Corel  Computer  Corp. 
However,  customers  may  have  to 
upgrade  their  networks  to 
switched  Ethernet  and  install  a 
video  gateway,  he  said. 

©Corel:  (613)  728-8200 


Where  will  token  ring  go  from  here? 

Network  World  and  The  Tolly  Group  are  convening  a  round¬ 
table  of  leading  token-ring  vendors  on  June  17  in  Spring 
Lake,  N.J.,  to  explore  the  state  of  the  token-ring  market 
and  the  technology’s  future.  If  you  are  interested  in  partic¬ 
ipating  in  the  Token-Ring  Futures  Roundtable,  send  e-mail  to 
nwnews@nww.com. 


Netscape  software  will  change  the  Internet 
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Netscape’s  new  Communicator  client  can  be  down¬ 
loaded  from  the  company ’s  Website. 


Corel  NC  gets  Java  injection 
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News 


Good  Java  programmers  are  hard  to  find 

Intranet  project  managers  forced  to  offer  developers  good  money. 


By  Ellen  Messmer 

New  York 

With  the  economy  booming 
and  new  intranet  projects  being 
launched  every  day,  corpora¬ 
tions  have  become  embroiled  in 
a  fierce  bidding  war  to  hire 
developers  skilled  in  Java 
and  other  object-oriented  lan¬ 
guages. 

The  fact  that  demand  for  this 
new  breed  of  programmers  is 
outstripping  supply  was  obvious 
last  week  at  Object  Expo  here. 

More  than  two  dozen  corpo¬ 
rations,  including  high-tech 
industry  headhunters,  set  up  a 
long  line  of  booths  inside  the 
shabby  New  York  Coliseum  to 
woo  the  roughly  500  program¬ 
mers  at  the  show.  But  even  the  3- 
foot-high  placards  posted  by 
New  York-based  recruiter  Link- 
Point —  advertising  “object-ori¬ 
ented  software  specialist 
$100K+,”  “C++/Java  developer 
$70-90K”  and  “intranet  devel¬ 
oper  $60-77K”  —  attracted  only 
a  small  amount  of  polite  interest 


from  programmers  ambling  by 
in  jeans  and  T-shirts. 

The  programmer  shortage  is 
causing  companies  to  delay 
important  application  projects. 
GE  Medical  Sys¬ 
tems,  for  instance, 
is  having  a  hard 
time  finding  the 
Java  or  C++  ex¬ 
perts  it  needs  to 
redesign  its  Mag¬ 
netic  Resonance 
Imaging  scanners 
to  make  them 
more  network- 
aware.  The  com¬ 
pany  was  having 
“zilch”  success  at¬ 
tracting  program¬ 
mers  at  the  show 
last  week,  said  Eric 
Stahre,  manager 
of  Magnetic  Resonance  software 
platforms  and  applications  at  GE 
Medical  Systems. 

Programmers  are  more  in¬ 
clined  to  work  on  a  temporary, 
hourly  basis  than  to  sign  on  for  a 


long-term  commitment,  such  as 
redesigning  the  scanning  sys¬ 
tem,  Stahre  said. 

Others  said  they  are  running 
into  the  same  problem,  finding 
that  programmers 
would  prefer  to 
take  short-term 
jobs  that  can  pay 
$75  or  $100  an 
hour. 

“We’d  rather 
hire  full-time  em¬ 
ployees,  but  some¬ 
times  we  can’t,” 
said  Susan  Don¬ 
nelly,  senior  hu¬ 
man  resources 
representative  at 
ARINC,  which 
builds  and  oper¬ 
ates  networks  for 
the  airline  indus¬ 
try.  “There’s  a  huge  demand  for 
C++  and  Java  programmers  now, 
more  demand  than  supply.” 

Though  the  SmallTalk  pro¬ 
gramming  language  doesn’t  get 
the  same  press  hype  as  Java,  the 


“Unix  and  the 
more  traditional 
skill  sets  still  repre¬ 
sent  70%  of  the  mar¬ 
ket,  hut  the  future 
is  the  Web,  ”  says 
Select  Group's  Bill 
Griffiths. 


Net  Result:  Millions  of  new  jobs 

Study  shows  the  Internet  and  intranets  will  boost  the  GNP. 


DRIVING 

THE 

ECONOMY 

’Net-related 
industries,  along 
with  the 
telecommuni¬ 
cations  and 
network 
industries,  could 
contribute  as 
much  as  12%  to 
the  gross 
national  product 
by  the  year 
2005. 


By  Chris  Nerney 


The  Internet  and  intranets  could  be 
responsible  for  between  25%  and  40% 
of  new  U.S.  jobs  by  the  year  2005, 
according  to  a  new  study. 

That  means  anywhere  from  3  million 
to  5  million  ’Net-related  jobs  could 
be  created  in  the  next  eight  years, 
assuming  an  overall  economic  growth 
rate  of  1.5  million  jobs  annually,  said 
Robert  Cohen,  the  study’s  author. 


NETTING  NEW  JOBS 

Projected  number  of  new  jobs  gen¬ 
erated  by  the  Internet  and  intranets 
under  different  growth  rate  scenarios: 

Growth  Rate  2000  2005 

Low  0.9  3.0 

Medium  1.2 -1.3  3.6 -3.9 

High  1.3 -1.4  4.4 -5.1 


Cohen  runs  the  Cohen  Communications  Group  consultancy  in  New 
York  and  was  an  economic  adviser  to  President  Bush’s  National  Advisory 
Commission  on  Semiconductors.  The  survey  was  conducted  for  the 
European  Commission,  which  was  interested  in  the  impact  of  Internet 
technology  on  the  U.S.  economy. 

The  study,  “An  Economic  Model  of  Future  Changes  in  the  U.S.  Com¬ 
munications  and  Media  Industries,”  was  based  on  data  drawn  from 
reports  by  Wall  Street  firms  such  as  Smith  Barney,  Inc.,  Morgan  Stanley 
Sc  Co.,  Inc.  and  Merrill  Lynch  Sc  Co.,  Inc. 

Cohen  Communications:  (212)  986-7720  <.1dn  9Q 
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demand  is  there,  too,  said  repre¬ 
sentatives  from  integrator  Amer¬ 
ican  Management  Systems,  Inc., 
recruitment  firm  Precision  Soft¬ 
ware  Design  and  insurance  com¬ 
pany  Chubb  &  Son.  All  of  these 
representatives  were  scouting 
for  SmallTalk  programmers. 

“We’ve  already  trained  over 
100  of  our  programmers  in 
SmallTalk,  but  we  need  more,” 
said  Mario  Stassi,  an  information 
technology  program  manager  at 
Warren,  N.J.-based  Chubb. 

Dow  Jones  also  sees  a  bull 
market  for  object  programmers. 
“Dow  Jones  is  looking  for 
C++,  Java,  SmallTalk  program¬ 
mers  —  lots  of  them,”  said  staff¬ 
ing  manager  James  Nolley. 
“We’re  adopting  an  open  sys¬ 
tems  architecture  and  Internet 
protocols.” 

“Finding  a  Java  guy  can  be 
hard,”  said  Bill  Griffiths,  a  re¬ 
cruiter  at  Select  Group,  a 
decade-old  headhunter  based 
here  that  specializes  in  placing 
high-tech  help  atfinancial  firms. 

“The  financial  community 
pays  the  highest  dollar,  but  is  the 


least  tolerant  of  performance 
ineptitude,”  he  said.  “Unix  and 
the  more  traditional  skill  sets  still 
represent  70%  of  the  market, 
but  the  future  is  the  Web.” 

With  a  dwindling  pool  of  U.S. 
candidates  to  fight  over,  some 
recruiters  are  going  to  countries 
such  as  Russia  to  find  program¬ 
ming  talent.  “They  might  make 
$500  per  month  in  Russia,  but 
here  it’s  $100,000  to  $120,000 
per  year,”  said  Mila  Manashirov, 
vice  president  of  Concepts  in 
Staffing,  Inc.  in  New  York.  ■ 


Linking  LANs  to  the  ’Net  in  the  sky 


By  Denise  Pappalardo 

St.  Paul,  Minn. 

Satellite  Internet  access  is  not 
just  for  individual  users  any¬ 
more.  Two  new  services  that  will 
use  satellites  to  connect  LANs  to 
the  Internet  'will  roll  out  this 
summer. 

DigitalXpress,  a  relatively 
new  company,  will  roll  out  its 
XpressNet  satellite-based  Inter¬ 
net  access  service  this  August. 
The  service  will  allow  network 
managers  to  link  LANs  in  far- 
flung  locations  to  the  Internet  at 
512Kbit/sec. 

Satellite-based  Internet  ac¬ 
cess  services  can  offer  users  a  reli¬ 
able  connection,  but  costs  can  be 
an  issue,  said  Fred  McClimans, 
president  at  Current  Analysis, 
Inc.,  an  Ashburn,  Va.-based  con¬ 
sulting  firm.  You  may  be  able  to 
get  Internet  access  to  a  LAN  in 
the  middle  of  a  desert  some¬ 
where,  but  you  will  pay  a  pre¬ 
mium,  he  added. 

New  DigitalXpress  customers 
will  pay  about  $1,500  to  get 
started.  The  service  requires 
users  to  purchase  a  receiving 
dish  and  an  integrated  receiver 
decoder  device.  In  addition  to 
the  one-time  equipment  cost, 
users  need  a  dial-up  land  line 
connection  to  Franklin  Tele¬ 
com’s  Internet  Passport  service, 
which  costs  $29.95  per  month. 

Additional  monthly  fees  in¬ 
clude  a  $50  charge  for  sending 


traffic  upstream  through  the  sat¬ 
ellite  and  a  usage  charge  of 
$39.95  for  every  100M  bytes  of 
traffic  sent  through  the  satellite. 
As  the  World  Wide  Web  moves  to 
graphics,  animation,  video  and 
sound,  the  megabytes  and  bucks 
could  add  up. 

Satellite  pioneer  Hughes  Net¬ 
work  Systems  (HNS)  is  expected 
to  give  its  DirecPC  Internet 
access  service  a  face-lift  this 
summer. 

HNS  currently  offers  a  LAN- 
based  Internet  access  service, 
called  DirecPC  Network  Edition, 
but  it  is  limited  to  NetWare 
LANs.  This  service  supports 
Internet  access  speeds  of  400K 
bit/sec.  HNS  plans  on  releasing 
a  Windows  NT  version  by  fall, 
said  Andy  Wohl,  senior  director 
for  business  development  at 
HNS,  broadcast  products  and 
services  division. 

Although  DirecPC’s  service  is 
less  expensive  than  XpressNet, 
the  price  tag  is  still  significant. 
The  one-time  equipment  invest¬ 
ment  is  $399,  which  includes  a 
receiving  dish  and  an  ISA  card. 
Software  costs  $1,125  for  a  five- 
user  LAN  and  $1,500  for  a  10- 
user  LAN.  DirecPC  Network 
Edition  charges  $24.95  for  every 
64M  bytes  of  traffic  sent  over  the 
satellite. 

Like  XpressNet,  Network  Edi¬ 
tion  requires  users  to  have  a  dial¬ 
up  connection  to  an  ISP.  ■ 
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Finally,  a  print  server  that  instantly  recognizes 

what's  coming  its  way. 


Introducing  the  HP  JetDirect  100Base-TX  Print  Server.  It’s  the  first  print  server  that  will  autonegotiate  between  lOBase-T, 
100Base-T  and  full-  or  half-duplex  without  you  ever  having  to  touch  the  card.  Windows®  NT,  UNIX®,  Novell-whatever  your 
NOS,  the  HP  JetDirect  100Base-TX  Print  Server  accommodates  any  changes  you  make  to  your  network.  With  included  HP 
JetAdmin  software  for  print  management,  you  can  oversee  your  entire  printing  network  with  both  feet  on  your  desk. 

Get  a  sense  of  how  it  works:  www.hpresource.com/printserver 


Windows  NT  is  a  U.S.  registered  trademark  of  Microsoft  Corporation.  UNIX  is  a  registered  trademark  in  the  United  States  and  other  countries,  licensed  exclusively  through  X/Open  Company  Limited.  ©1997  Hewlett-Packard  Company 
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Your  browser  defines  what  your  intranet 
can  do.  We  assume  you  want  your  intranet 
to  do  everything. 


The  whole  idea  of  Microsoft*  Internet 
Explorer  3  is  to  make  your  intranet 
simpler.  So  let’s  keep  this  simple: 
Platforms.  Build  it  on  what  you  have. 
Run  it  on  what  you  use.  All  the  flavors 
of  Windows*  Macintosh.  In  our  next 
version:  UNIX.  Content.  See  it  all. 
Write  it  all.  ActiveX”,  Java”,  VBScript, 
HTML,  even  humble  Microsoft  Office 
documents.  Administration  and  security. 
With  the  Internet  Explorer  Administration 
Kit,  you  have  the  only  tool  that  lets 
you  remotely  manage  and  secure  the 
intranet  from  your  desktop.  Please 
don’t  get  up.  Proof.  Download  Internet 
Explorer  3  at  www.microsoft.com/ie/ 
(it’s  free).  Then  join  corporations  such 
as  Shell,  Arthur  Andersen  and  Dayton 
Hudson  who  have  already  made  their 
commitment  to  Internet  Explorer  3. 
Future.  Yours  for  the  taking. 


Where  do  you  want  to  go  today?” 

www.microsoft.com/ie/ 


©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  Windows  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  ActiveX  and  the  Microsoft  Internet  Explorer  logo  are  trademarks  of  Microsoft  Corporation. 
Java  is  a  trademark  of  Sun  Microsystems,  Inc.  Other  product  and  company  names  used  herein  may  be  trademarks  of  their  respective  owners. 
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Microsoft  surprise: 

A  new  way  to  link  Java 


By  Ellen  Messmer 

New  York 

Microsoft  is  backing  away 
from  its  much-vaunted  Common 
Object  Model  for  a  critical  func¬ 
tion:  ty  ingjava  apps  to  Windows. 

In  its  place  is  “@dll. import,” 
a  new  technology  for  accessing 
Windows  code  that  may  replace 
the  COM  interfaces 
used  today. 

The  @dll. import 

technology 'dll  debut  in 
the  next  version  of 
Microsoft’s  Java  Soft¬ 
ware  Development  Kit 
(SDK),  expected  out  in 
a  month,  said  Kevin 
Miller,  lead  program 
manager  in  the  applica¬ 
tions  and  Internet  cli¬ 
ent  group  at  Microsoft.  Micro¬ 
soft  said  the  tool  has  no  larger 
implications  for  COM. 

The  key  point  of  @dll.import 
is  to  link  Java  programs  to  non- 
COM-based  Windows  Dynamic 
Link  Libraries  (DLL),  which  are 
sets  of  compiled  code  that  can 
be  loaded  and  unloaded  on 
demand. 


By  Jim  Duffy 

Neiv  Orleans 

Cisco  Systems,  Inc.  last  week 
announced  a  dial  access  system 
for  service  providers  and  large 
enterprises  that  can  handle  more 
than  1 0  times  as  many  calls. 

AccessPath-TS,  introduced  at 
SuperComm  ’97  here,  combines 
routing,  high-density  dial  access 
and  high-speed  data  back-haul  in 
a  single  platform. 

Cisco  said  the  device  is  the 
first  in  a  series  of  modular,  stack- 
based  dial  access  systems.  But 
analysts  said  it  is  an  interim  prod¬ 
uct  and  that  Cisco  is  expected  to 
roll  out  a  high-density  AS5X00 
dial  access  platform  later  this 
year. 

AccessPath-TS  incorporates  a 
high-speed  interconnect  system 
with  a  switching  capacity  of  up  to 
3.6G  bit/sec  and  can  be  config¬ 
ured  to  connect  more  than  700 
ports  simultaneously. 

Cisco’s  current  high-end  dial 
access  server,  the  single-chassis 
AS5200,  supports  up  to  60  simul¬ 
taneous  calls. 

According  to  service  provid¬ 
ers,  AccessPath-TS  can  help 
them  save  money  by  enabling 


‘‘This  will  be  easier  than  the 
COM  way  of  doing  things.  It’s 
hard  to  access  native  DLLs  in 
some  cases  with  COM,  and  in 
other  cases,  unimaginatively 
painful,”  Millersaid. 

COM,  which  Microsoft  pro¬ 
gram  manager  Greg  Dimescheli 
described  as  a  framework  for 
running  components 
on  multiple  platforms, 
is  a  method  of  express¬ 
ing  interaction  be¬ 
tween  distinct  func¬ 
tional  pieces. 

However,  COM  does 
not  effectively  solve  the 
software  problem  of 
getting  what  is  known  as 
C,  C++  andjava  “types” 
—  the  dictionary  defini¬ 
tions  of  what  component  func¬ 
tions  do  —  to  work  together, 
acknowledged  Miller. 

“The  No.  1  cause  of  perfor¬ 
mance  nightmares  comes  from 
marshalling  to  a  new  thread 
every  time  you  cross  from  native 
code  tojava.” 

Microsoft’s  ora  internal  tests 
have  highlighted  some  severe 


them  to  consolidate  points  of 
presence  (POP). 

“It’s  a  lot  cheaperjust  to  draw 
telephone  lines  down  to  a  central 
point  than  to  set  up  a  POP  in 
each  individual  location  like  we 
had  been  doing,”  said  Shaker 
Setty,  manager  of  corporate 
development  at  Logical  Net 
Corp.,  an  Internet  service  pro¬ 
vider  in  Albany,  N.Y. 

All  AccessPath-TS  compo¬ 
nents  are  integrated  in  a  self-con¬ 
tained  rack  cabinet  that  includes 
cabling,  a  rack  component  patch 
panel  and  a  network  manage¬ 
ment  system.  The  stack  includes 
a  Cisco  7206  router  that  acts  as  a 
call  process  off-load  server, 
enabling  ISDN  call  termination 
and  back-haul  routing  of  data 
throughout  the  network. 


COM-to-Java  conversion  prob¬ 
lems.  In  addition,  there  are  prob¬ 
lems  in  the  way  Java’s  memory 
allocation  mechanism,  called 
the  garbage  collector,  deals  with 
objects  written  in  COM. 

Miller,  who  had  been  sched¬ 
uled  to  present  a  talk  entitled 
“Effectively  Using  Java  with 

“[The  @dll. 
import]  answers  a 
lot  of  the  problems 
we've  had  in  writ¬ 
ing  Java  code 
said  Microsoft's 
Kevin  Miller. 

COM  and  ActiveX”  at  last  week’s 
Object  Expo  conference  here, 
told  his  audience  of  program¬ 
mers  he  was  dumping  the  subject 
of  the  talk  because  Microsoft  had 
just  found  a  better  way. 

“The  @dll. import  will  pro¬ 
vide  easy  access  to  Win32  DLLs 
and  third-party  DLLs,”  Miller 
promised.  “It  answers  a  lot  of  the 
problems  we’ve  had  in  writing 
code  injava.” 

The  COM  technique  for 


AccessPath-TS  is  designed  to 
go  up  against  Ascend  Communi¬ 
cations,  Inc.’s  TNT  and  Bay  Net¬ 
works,  Inc.’s  5000MSX  access 
products.  But  analysts  said 
AccessPath-TS  was  cobbled 
together  to  address  high-density 
dial  requirements  until  Cisco 
rolls  out  its  AS5X00. 

“It’s  good  marketing  because 
they  don’t  have  their  big  box 
ready  and  they  have  to  be  able  to 
answer  the  density  question,” 
said  Bobbi  Murphy,  an  analyst  at 
Dataquest,  Inc.  in  Sanjose,  Calif. 
“This  is  obviously  not  what  they 
would  architect  if  they  were  start¬ 
ing  from  scratch.” 

Cisco  AccessPath-TS  will  be 
generally  available  in  90  days 
starting  at  $133,000. 

©Cisco:  (408)  526-4000 


accessing  native  Windows  code 
in  Java,  called  the  Raw  Native 
Interface  (RNI),  requires  the 
programmer  to  manually  man¬ 
age  the  garbage  collection, 
Miller  said.  “But  @dll. import 
automatically  does  the  garbage 
collection  for  you,  automatically 
moves  the  types  across  from  one 
side  to  another,”  Millersaid. 

Sun  Microsystems,  Inc.’s  Java¬ 
Soft  division  has  urged  compa¬ 
nies  to  stick  to  “100%  Purejava” 
and  not  use  COM  —  which  is  the 
basis  of  ActiveX  —  since  it  ren- 


By  Jim  Duffy 

New  Orleans 

At  the  SuperComm  ’97  show 
last  week,  Ipsilon  Networks,  Inc. 
rolled  out  a  low-end  Fast  Ether¬ 
net  gateway  for  its  IP  switch  and 
then  used  the  occasion  to  unveil 
a  slew  of  new  alliances. 

Ipsilon ’s  FAS200  is  a  two-slot 
IP  Switching  gateway  that  can  be 
deployed  in  end-user  and  service 
provider  networks.  It  includes 
one  or  two  high-speed 
Synchronous  Optical 
Network  (SONET)/Syn- 
chronous  Digital  Hierar¬ 
chy  links  and  connects  up 
to  four  10M/100M  bit/ 
sec  Ethernet  LANs  at  a 
customer  site  directly  to  a 
Ipsilon  IP  Switch  ATM 
1 600  in  a  service  provider 
network. 

With  the  FAS200,  ser¬ 
vice  providers  can  deploy  fiber 
Internet  access  to  corporate  cus¬ 
tomers.  Service  providers  can 
also  use  the  FAS200  in  their  own 
networks  to  provide  Internet 
access  to  residential  subscribers 
using  digital  subscriber  line 
(DSL),  cable  or  wireless  trans¬ 
mission,  Ipsilon  said. 

Analysts  said  the  FAS200  will 
give  users  a  lower  cost  entry  into 
IP  Switching  than  Ipsilon’s  cur¬ 
rent  Fast  Ethernet  gateway,  the 
1 2-slot  FAS1 200. 

“It  provides  a  lower  price 
point  and  smaller  configuration 
for  people  to  buy  into  for  the 
edge  of  the  network,”  said  Fred 
McClimans,  president  of  the 
Current  Analysis  consultancy  in 
Ashburn,  Va. 

“Or  for  some  organizations,  it 
could  be  a  very  reasonable  core 
switch,”  he  said. 

The  FAS200  will  be  available 
in  July.  FAS200  components  are 
priced  as  follows:  the  FAS- 
200  chassis  costs  $1500;  Fast 
Ethernet  Flow  Modules  offering 
as  many  as  two  ATM  and  four 
Ethernet/Fast  Ethernet  ports 
per  unit  are  priced  at  $5,000. 


ders  an  application  platform- 
dependent.  For  instance,  the 
Sun  Java  Virtual  Machine,  avail¬ 
able  in  Sun’s  Hotjava  browser 
and  its  Java  Development  Kit, 
cannot  import  COM  objects, 
although  Microsoft’s  Java  Vir¬ 
tual  Machine  can. 

Sun  claims  @dll. import  is  no 
better.  “This  is  sad,”  said  Java¬ 
Soft  senior  staff  engineer  Larry 
Cable.  “They’ve  found  a  new 
way  for  people  to  lock  them¬ 
selves  into  the  Windows  envi¬ 
ronment.”  ■ 


New  endorsers  of  Ipsilon’s  IP 
Switching  technology  include: 

•  Nokia,  which  announced  a 
minority  investment  in  Ipsilon, 
coupled  with  a  technolog)'  agree¬ 
ment  to  develop  broadband 
technologies  for  telecommuni¬ 
cations  providers. 

•  Hewlett-Packard  Co.,  which 
introduced  IP  Switching  flow 
analysis  software  for  its  HP  Inter¬ 
net  Advisor. 


•  Copper  Mountain  Net¬ 
works,  Inc.,  which  announced  a 
development  partnership  with 
Ipsilon  whereby  the  two  compa¬ 
nies  will  deliver  full-time  connec¬ 
tivity  to  the  Internet  using  DSL 
and  IP  Switching  technologies. 

•  Diamond  Lane  Communi¬ 
cations  Corp.,  which  announced 
full  IP  Switching  interoperability 
across  its  Hitchhiker  xDSL  prod¬ 
uct  line. 

•  Amati  Communications 
Corp.,  which  demonstrated  how 
its  Allegro  ADSL,  Data/Video 
Access  Concentrator  can  work 
with  the  Ipsilon  IP  Switch  Proces¬ 
sor  to  support  IP  traffic  on  an 
asymmetric  DSL-to-ATM  net¬ 
work. 

•  Interport  Communications, 
which  unveiled  its  new  Internet 
Server  Colocation  services  using 
Ipsilon’s  IP  Switching  hardware 
and  quality-of-service  software  to 
add  rate-shaping  capabilities 
for  controlling  server-to-switch 
bandwidth. 

McClimans  said  the  alliances 
presage  some  IP  Switching 
enhancements  to  come  from 
Ipsilon.  ■ 


FEATURES  OF  CISCO’S  ACCESSPATH-TS 

®  Combines  routing,  dial  access  and  high-speed  data 
back-haul 

0  Supports  more  than  700  simultaneous  calls 

•  Includes  a  3.6G  bit/ sec  switching  fabric 

•  Helps  service  providers  consolidate  equipment  and 
points  of  presence 


JavaSoft's  Cable 


Cisco  pumps  out  high-end  dial  access  system 


Ipsilon  lowers  cost  of  IP  Switching 


IPSILON’S  NEW  IP  SWITCHING  PARTNERS 

►  Amati  Communications 

►  Copper  Mountain  Networks 

►  Diamond  Lane  Communications 

►  Hewlett-Packard 

►  Interport  Communications 

►  Nokia 
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ANALOG 


patent  pending 


available  now 


67KBPS 


ODE 


For  more  Information  or  to  Order, 
Call  Your  Internet  Service  Provider 
or  to  Order  Direct  from  TVansend 
Call  1-800-357-2671 
ISP  Hot-Line:  1-800-654-0623 


www.transendmodems.com 


We’ve  spent  over  1,200,000  hours 


MAKING  OUR  PRODUCTS  MORE  reliable,  compatible 
AND  expandable  THAN  EVER. 


FOR  THE  NEXT  l,000f  WE’LL  BE  MAKING 
THEM  MORE  a ff  or  dab  le  THAN  EVER. 


?ln  other  words,  our  special  promotion  is  good  from  4/28/97  to  6/30/97. 


Compaq  Deskpro  6000  Family 
Prices  reduced  up  to  23%!  Now  starting 
at  $  1,589.*  (Monitor  sold  separately.) 


Compaq  Professional  Workstation  5000 
Prices  reduced  up  to  16%!  Now  starting  at  $3,500! 
Plus,  buy  the  3-D  Model  of  the  Professional  Workstation  and 
receive  $500  toward  a  V70,  P70,  or  QVision  210  monitor 
(thru  6/30/97)!’  (Monitor  sold  separately.) 


Compaq  ProLiant  5000 
Free  SMART-2  Array  Controller 
with  the  purchase  of  ProLiant 
5000  6/166  and  6/200/512  models 
(thru  7/31/97)!' 


Compaq  Deskpro  4000  Family 
Prices  reduced  up  to  19%!  Now  starting 
at  $1,269.'  (Monitor  sold  separately.) 


The  clock  is 

DEFINITELY  TICKING 

on  these 

exceptional  VALUES 
AND  extra  SAVINGS. 


Compaq  Netelligent  Networking  Products 

Selected  switches  reduced  up  to  22%! 


Compaq  LTE  5000  Family 
Prices  reduced  up  to  13%’  on 
LTE  5300,  LTE  5380,  and  LTE  5400. 


Compaq  Armada  4100  Family 
Prices  reduced  up  to  35%'  on  Armada  4100  family. 
Buy  an  Armada  4100  and  receive  a  Mobile  CD 
Unit  for  50%  off  (thru  6/30/97)!' 


Compaq  Deskpro  2000  Family 
Prices  reduced  up  to  18%!  Now  starting 
at  $1,089.'  (Monitor  sold  separately.) 


Compaq  ProLiant  2500 

Buy  a  ProLiant  2500  and  get 
$500  off  a  4.3GB  or  9.1  GB  hard 
drive  (thru  7/31  /97)“ 


Compaq  Monitors 

Entire  line  of  aw  ard- winning  monitors. 
Prices  reduced  up  to  12%! 


Compaq  Armada  1100  Family 
Prices  reduced  up  to  30%'  on  Armada  1100  family. 
Plus  free  PC  Card  Modem  with  the  purchase  of 
any  Armada  1100  model  (thru  6/30/97)!’ 


To  find  your  local  reseller  call  1800-853-9526,  or  visit  us  at  www.compaq.com 


COMPAQ. 


’All  prices  and  price  reductions  shown  refer  to  U.S.  estimated  reseller  prices.  ’’Actual  reseller  prices  may  vary.  Free  offer  with  purchase  of  qualifying  product  from  a  participating  reseller  from  4/28/97  to  specified  end  date,  while  supplies  last.  Workstation  offer  includes  model  num 
hers  269120-006  and  269130-002.  Offers  not  valid  on  Compaq  refurbished  products.  All  others  are  subject  to  product  availability,  and  are  valid  only  in  the  U.S.  Compaq  reserves  the  right  to  change,  alter  or  cancel  these  programs  at  any  time  without  notice.  ©1997  Compaq  Computer 
Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Tra<lemark  Office.  Armada,  Deskpro,  LTE,  Netelligent,  Professional  Workstation,  and  ProLiant  are  trademarks  of  Compaq  Computer  Corporation.  The  Intel  Inside  Logo  and  Pentium  are  registered  trademarks 
of  Intel  Corporation.  Other  products  mentioned  herein  may  be  trademarks  or  registered  trademarks  of  their  respective  companies. 


Pentium® 

■  processor 


Remember  when  soaring  among  the  clouds  was  a  breeze?  We  do. 


WAN/Remote  Access  solutions  from  Cabletron.  A  simpler  way  to  work. 


Putting  together  an  integrated,  cost-effective  LAN/ WAN 
strategy  is  a  lofty  challenge  for  todays  network  managers.  Not  only 
is  it  difficult  to  provide  interoperability  across  existing  equipment, 
but  often  there’s  no  easy  way  to  preserve  security  and  keep 
bandwidth  charges  from  flying  out  of  control. 

Fortunately,  Cabletron  rises  to  the  occasion  with  industry¬ 
leading  WAN/remote  access  switches.  From  scalable,  high-end 
solutions  at  the  central  site  to  lower-priced  devices  for  the  home  or 
small  office,  Cabletron’s  CyberSWITCH  family  and  Nedink 
products  provide  seamless,  end-to-end  connectivity  custom-fit  to 
your  exact  requirements.  ISDN.  Frame  relay.  Analog  modems. 
ATM.  Leased  line.  X.25.  You  name  it. 

What’s  more,  your  solution  is  simple  to  set  up  and  even 
easier  to  maintain.  For  instance,  Cabletron’s  QuickSet  enables 
telecommuters  to  configure  their  CyberSWITCH  in  a  matter 
of  minutes  through  a  point-and-click  interface.  Support  for 
most  authentication  servers  ensures  a  secure  enterprise 
through  user  IDs. 

Performance  is  further  elevated  through  Layer  3  switching 
embedded  in  every  remote  access  device.  You  enjoy  the  speed  of  a 
switch  with  the  firewalling  and  control  of  a  router  for  unmatched 
reliability.  In  addition,  advanced  management  applications  let  you 
track  bandwidth  usage  and  assign  specific  access  privileges  per  user 
throughout  the  organization.  Your  WAN  will  deliver  the  same 
consistent  benefits  as  your  LAN  environment. 

A  tightly  integrated,  fully  manageable  LAN/ WAN  solution 
doesn’t  have  to  be  such  a  reach.  Talk  to  Cabletron  for  the  simpler 
way  to  get  your  network  and  business  reaching  new  heights. 

For  more  information,  call  603-337-0930  or  visit  us  on  the 
Web  at  www.cabletron.com. 


caBLeTRon 


SYsrems 


The  Complete  Networking  Solution™ 

New  York  Stock  Exchange  —  Listed  (CS) 


Local  Networks 

Covering:  LAN  hubs,  switches,  management  •  Operating  systems  •  Servers 


Briefs 


■  Woburn,  Mass,  -based  Axis 
Communications,  Inc.  this 
week  will  unveil  a  family  of 
storage  servers  for  the  com¬ 
pany’s  lG-byte  Jaz  disk  drives, 
which  can  be  attached  directly 
to  Ethernet  or  token-ring 
networks. 

The  new  storage  servers  could 
be  used  to  replace  some  file  serv¬ 
ers.  The  Axis  StorPoint  HD  for 
Jaz  allows  users  to  save  data  to 
independent  Jaz  drives  on  the 
network  and  permits  shared 
access  to  those  files. 

The  StorPoint  HD  stand-alone 
unit  is  priced  at  $999.  The  Stor¬ 
Point  HD/4  tower  with  Jaz  drives 
will  cost  $2,999. 

The  products  will  be  ava  ilable 
by  the  end  of  July. 

©  Axis:  (800)  444-2947 

■  Hewlett-Packard  Co.  last 
week  introduced  the  HP  JetDirect 
150X,  an  aggressively  priced 
print  server  designed  for  small 
businesses 


The  server  enables  printers  to 
be  shared  among  users  connected 
to  a  network  file  server  in  Net¬ 
Ware  3  or  4.X  and  Windows  NT 
3.5  or  4.X  environments. 

The  JetDirect  150X  is  priced 
at  $199  and  is  available  now. 

©  HP:  ( 800 )  533-1333 

■  Mylex  Corp.  and  NEC 
Corp.’s  Computer  Systems 
Division  last  week  an-nounced 
one  of  the  first  implementations 
of  RAID  on  the  motherboard 
(ROME),  integrating  Mylex’s 
ROME  chip  set  into  NEC’s 
Express  130D  Pro  Serva 
server. 

The  companies  claim  this 
configuration  lowers  the  cost  of 
delivering  hardware  with  RAID 
technology  and  frees  a  PCI  slot 
for  other  applications. 

©  Mylex:  (510)  796-6100 


Cabletron  widens  the  reach  of  its  LAN  switches 


Vendor  adds  WAN  uplinks  to  workgroup  and  wiring  closet  SmartSwitches. 


Get  more  info  online: 

Data  sheets  for  the  Smart¬ 
Switch  2200  and  6000  switches 

The  transcript  of  our  interview  with 
Cabletron  execs  Bob  Levine  and  Craig  Benson 

www.nwfusion.com 


By  Jodi  Cohen 

Rochester,  N.H. 

Cabletron  Systems,  Inc.’s  cus¬ 
tomers  no  longer  have  to  rely  on 
the  likes  of  Cisco  Systems,  Inc. 
for  all  of  their  WAN  needs. 
Cabletron  is  readying  a  LAN 
switch  module  that  will  give 
remote  and  branch  offices  access 
to  corporate  backbones. 


The  module,  announced  last 
week,  features  two  WAN  uplink 
ports  and  is  based  on  technology 
obtained  by  Cabletron  through 
its  acquisition  of  Netlink,  Inc.  in 
December.  The  offering  will  be 
available  for  Cabletron’s  Smart¬ 
Switch  2200  workgroup  switch 
and  SmartSwitch  6000  wiring 
closet  switch. 

By  inserting  the  High  Speed 
Interface  Module  (HSIM-W6) 
into  the  2200,  customers  will  be 
able  to  link  their  10M  and  100M 
bit/sec  LANs  to  the  WAN.  The 
module  provides  the  same  capa¬ 
bilities  for  the  6000  chassis, 
which  can  house  as  many  as  five 
HSIM-W6  cards. 

Each  HSIM-W6  port  supports 
full  or  fractional  T-l,  E-l,  digital 
data  service,  synchronous  or 
ISDN  line  interfaces.  The  mod¬ 
ule  supports  connections  over 
frame  relay  and  PPP. 

Typically,  customers  would 
deploy  the  workgroup  switch  in  a 
remote  site  and  use  its  WAN 
module  to  take  in  traffic  from 
feeder  devices  in  other  remote 
offices  or  send  data  up  to  a  cor¬ 
porate  backbone  anchored  by 
SmartSwitch  6000s.  Each  port  on 
the  WAN  module  can  handle  up 
to  32  circuits. 

An  inverse  multiplexing  fea¬ 
ture  allows  users  to  balance  traf¬ 
fic  loads  across  the  two  WAN 


ports.  The  HSIM-W6  supports  IP 
and  IPX  routing  as  well  as  multi¬ 
protocol  bridging  through  the 
WAN. 

One  Cabletron  user  said  that 
integrating  LAN  and  WAN 
technology  in  one  box  could  be 
beneficial. 

“This  would  really  simplify 
the  number  of  vendors  that 
we’re  dealing  with,” 
said  Roland  Voyages, 
director  of  technical 
services  at  NationsBanc 
Capital  Markets,  Inc.,  a 
New  York-based  bank. 
“It  would  also  help  us 
from  a  network  manage¬ 
ment  standpoint  by  hav¬ 
ing  everything  under 
one  roof.” 

But  Voyages  already 
has  a  WAN  based  on 
Cisco  equipment  in 
place,  so  he  doubts  that 
he  will  deploy  Cabletron’s  new 


By  Torsten  Busse 

San  Francisco 

Two  months  after  Novonyx’s 
birth,  parent  companies  Net¬ 
scape  Communications  Corp. 
and  Novell,  Inc.  last 
week  appointed  a  man¬ 
agement  team  that 
promised  initial  prod¬ 
uct  shipments  by  the 
third  quarter. 

The  management 
team  is  made  up  en¬ 
tirely  of  Novell  person¬ 
nel,  startingwith  Robert 
Hicks,  who  was  named 
president  and  CEO. 

Hicks  is  a  former  vice 
president  and  general  manager 
of  Novell’s  Extended  Networks 
Division  and  the  architect  of  the 
agreement  with  Netscape  to 
formNovonyx. 

The  privately  held  Novonyx,  a 
company  based  in  Novell’s  back¬ 
yard  in  Orem,  Utah,  will  adapt, 
integrate  and  sell  Netscape’s 
SuiteSpot  family  of  Internet 
server  software  on  Novell’s  Intra- 
netWare  platform. 

The  SuiteSpot  applications 
will  be  integrated  with  Novell 


module  in  his  existing 
environment. 

He  did,  however,  say 
he  would  like  to  use  the 
HSIM-W6  in  the  five 
new  remote  offices 
the  company  has 
planned,  because  they 
will  lack  in-house  tech¬ 
nical  experts. 

John  Morency,  an  analyst  at 
The  Registry,  a  consultancy  in 
Newton,  Mass.,  pointed  out  that 
the  frame  relay  interface  will 
provide  HSIM-W6  customers 
with  the  biggest  short-term  bene¬ 
fit.  But  even  more  significant  fea¬ 
tures  will  be  added,  he  said. 

“Down  the  road,  the  HSIM- 
W6  will  be  expanded  to  include 
Cabletron’s  SecureFast  [switch¬ 
ing  software]  to  provide 
integrated  LAN  and  WAN 
switching  capabilities,  ’  ’  Morency 
said.  “So  customers  will  get  LAN 
connectivity,  switching  and  rout- 


Directory  Services  using  the 
Lightweight  Directory  Access 
Protocol  standard. 

Hicks  said  the  company  has 
12  employees  and  he  expects  to 
increase  that  number 
to  70  by  the  end  of 
the  year. 

He  declined  to  dis¬ 
close  revenue  goals 
for  die  new  firm. 

Netscape  has  dedi¬ 
cated  seven  employ¬ 
ees  to  the  project 
to  give  Novonyx  as 
much  engineering 
support  as  possible, 
said  John  Paul,  vice 
president  of  strategic  partner¬ 
ships. 

These  employees  will  ensure 
that  Novonyx  releases  Netscape 
products  on  the  IntranetWare 
platform  at  the  same  time  Net¬ 
scape  delivers  them  on  Unix  and 
Wi  ndows  NT. 

Novonyx  will  sell  its  Intranet- 
Ware  versions  of  Netscape  Enter¬ 
prise  Server  3.0  and  Netscape 
Fast  Track  Server  software,  both 
slated  for  introduction  in  the 
third  quarter  of  this  year,  via  the 


ing  all  within  the  same  physical 
form  factor.” 

Morency  also  said  Cable¬ 
tron’s  2200  product  —  with  24 
10/100M  bit/sec  switched 
Ethernet  ports  and  two  WAN 
ports  —  stands  out  from  prod¬ 
ucts  such  as  the  Cisco  2509  access 
server  or  Bay  Networks,  Inc.’s 
AccessNode  hub,  which  offer 
only  about  12  to  14  shared  ports 
on  the  same  router. 

The  HSIM-W6  is  priced  at 
$3,495  and  will  be  available  next 
month. 

©Cabletron:  (603)  332-9400 


same  channels  used  by  Novell 
and  Netscape.  These  include 
value-added  resellers,  distribu¬ 
tors  and  the  Internet. 

Rounding  out  the  company’s 
management  team  are  the  fol¬ 
lowing: 

•  Thomas  Creighton,  former 
lead  architect  for  Novell’s  Net¬ 
Ware  Systems  Division,  was 
named  vice  president  of  engi¬ 
neering. 

•  William  Donahoo,  a  senior 
director  in  Novell’s  Intranet- 
Ware  products  division,  was 
appointed  vice  president  of  mar¬ 
keting. 

•  Ty  Mattingly,  former  vice 
president  of  strategic  relations 
for  Novell,  was  named  vice  presi¬ 
dent  of  sales  and  business  devel¬ 
opment. 

•  Steven  Bentley,  until  now 
senior  director  of  Novell’s  Ex¬ 
tended  Networks  Division,  will 
assume  the  role  of  chief  financial 
officer  at  N ovonyx. 

Busse  is  a  correspondent  with  the 
IDG  Nexus  Service  in  San  Francisco. 
Senior  writer  Christine  Bums 
contributed  to  this  story. 


Cabletron’s  SuperSwitch  2200  luorkgroup  and  6000 
wiring  closet  LAN  switches  now  support  integrated 
WAN  access  capabilities. 


Novell-heavy  management  team  named  by  Novonyx 


Novonyx  President  and 
CEO  Robert  Hicks 
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Your  intranet  has  to  run  on  what  you  have. 
Your  browser  has  to  make  it  run  better. 


Microsoft*  Internet  Explorer  runs  on  the 
platforms  in  your  business.  The  difference 
is,  it  also  works  with  them.  That’s  because 
it’s  not  a  one-size-fits-all  browser  interface. 
Internet  Explorer  is  designed  to  take  full 
advantage  of  the  native  technology  of  each 
platform  you  use.  That’s  a  step-by-step 
process.  Starting  with  the  home  team: 
Windows*  95.  Windows  3.1.  Windows  NT*. 
Then  the  Macintosh.  And  in  our  next 
version,  UNIX.  So  whatever  the  platform, 
your  users  get  to  see  more  of  everything 
on  the  Internet  and  intranet.  Browser 
weirdness  goes  away.  And  you’ve  got  a 
browser  that  makes  it  simple  to  see  your 
intranet  on  whatever  you  have,  put 
what  you  want  into  it,  and  run  it  the  way 
you  want. 


Where  do  you  want  to  go  today? 


www.microsoft.com/ie/ 


©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Windows.  Windows  NT  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  the  Microsoft  Internet  Explorer  logo  is  a  trademark  of  Microsoft  Corporation 
Other  product  and  company  names  used  herein  may  be  trademarks  of  their  respective  owners. 


Local  Networks 


The  directory  debate  continues 


ot  long  ago,  I  recommended  that 
Windows  NT  network  administra¬ 
tors  get  ready  to  implement  Novell,  Inc.’s 


Novell  Directory  Services  (NDS)  for  NT, 
which  is  due  to  ship  in  the  third  quarter 
(NW,  April  7,  page  22). 


The  two  reasons  I  gave  for  this  were 
that  NDS  for  NT  was  more  mature  than 
Microsoft  Corp.’s  planned  Active  Direc¬ 
tory  services  and  that  NDS  would  be  avail¬ 
able  almost  a  year  sooner. 

But  it  was  pointed  out  to  me  recently 
that  there  are  other  NT  network  directory 
service  offerings  —  from  Banyan  Systems, 
Inc.,  Netscape  Communications  Corp. 


Sprint  and  MCI  seem  to  raise  private  line  rates  all  the  time,  leaving  many  companies  in  a  free  fall.  To  the 
rescue  comes  Tel-Save,  a  nationwide  telecommunications  provider  with  some  very  down-to-earth  prices 
that  won't  change  for  three  years. 


With  Private  Line  Costs 
Hitting  The  Stratosphere, 

Need  A  Little  Help. 


As  a  large  and  valued  customer  of  AT&T,  Tel-Save  enjoys  huge  volume  discounts.  We  pass  these  discounts 
on  to  our  customers  in  the  form  of  savings.  Moreover,  our  rate  structure  is  based  on  point-to-point 
mileage.  The  result?  Quite  possibly  the  lowest  prices  and  highest  quality  in  the  industry.  So  economical, 
in  fact,  there’s  no  need  to  consider  frame  relay. 


Great  prices.  Great  quality.  Great  service.  It’s  no  wonder  Tel-Save,  publicly  traded  on  NASDAQ  (“TALK”), 
has  a  market  capitalization  of  over  $1  billion  and  was  the  top  performing  telcom  service  stock  in  1996. 


Example  of  Savings  on  T-l’s  with  TEL-SAVE 


FROM 

TO 

TEL-SAVE 

AT&T 

YOU  SAVE 

MCI 

YOU  SAVE 

SPRINT 

YOU  SAVE 

New  York 

Chicago 

$2,644 

$6,6  i  6 

60% 

$5,986 

56% 

$5,944 

56% 

Chicago 

Los  Angeles 

$4,551 

$1 1,004 

59% 

$9,964 

54% 

$9,892 

54% 

Tel-Save  stabilized  rates  pursuant  to  AT&T  Contract  Tariff  2039,  AT&T  rates  based  on  FCC  Tariff  9.  MCI  and  Sprint  rates  were  obtained  from  tariffs 
supplied  by  the  Center  for  Communications  Management  Information  of  Rockville,  MD.  Competitors’  rates  subject  to  change. 


For  Savings  on  Private  Lines  from  2.4kbps  to  45mbps,  Call: 

1-800-631-0939 

And  put  your  company  on  firmer  ground. 


TEL-SAVE 

HOLDINGS,  INC. 


and  IBM  —  that  are  relatively  mature  or 
even  shipping.  What  follows  is  my  take  on 
those  offerings. 

Banyan  already  is  shipping  StreetTalk 
for  Windows  NT  7.5  (it’s  really  and  Ver¬ 
sion  1.5  of  the  NT  edition).  The  release 
includes  improvements  such  as  standards- 
based  TCP/IP  connections  for  servers. 
The  software  also  features  replication  ser¬ 
vices  and  new  administrator  and  user 
tools. 

The  drawback  is  the  company  has  been 
extremely  slow  to  adopt  the  Lightweight 
Directory  Access  Protocol  (LDAP),  which 
is  being  built  into  many  important  appli¬ 
cations  these  days.  Banyan  plans  to  add 
LDAP  support  later  this  year  but  has  not 
specified  when  it  will  be  available. 

Pricing  also  works  against  Banyan’s 
offering.  At  $1 ,995  per  server  plus  $70  per 
user,  it  is  easy  to  spend  more  on  the  direc¬ 
tory  service  than  you  did  on  the  network 
operating  system. 

Netscape,  meanwhile,  is  shipping  the 
first  edition  of  its 
Directory  Server 
—  touted  as  a 
native  LDAP  direc¬ 
tory  —  and  a  new 
version  out  in  the 
third  quarter.  I’ve 
read  the  documen¬ 
tation,  and  I’m  still 
not  sure  what 
“native  LDAP” 
means  because  LDAP  is  a  protocol,  not  a 
directory  definition  like  X.500. 

The  big  problem  with  Netscape’s  offer¬ 
ing  is  that  it  works  in  parallel  with  the  NT 
domain  directory,  using  synchronization 
to  try  to  keep  the  same  information  in 
both,  rather  than  allowing  for  a  single 
directory  service. 

IBM’s  OS/2  Warp  Server  Directory 
and  Security  Services  (DSS)  are  known  to 
be  more  scalable  and  secure  than  NT’s 
domain  system.  And  now  IBM  has  added 
Windows  95  and  NT  client  support  to  DSS. 
But  DSS  has  no  integration  with  NT’s 
domain  system,  and  the  offering  requires 
installation  of  the  Warp  server. 

Tip  of  the  week 

Microsoft  has  released  a  beta  version  of 
Point-to-Point  Tunneling  Protocol  (PPTP) 
for  Windows  95,  allowing  secure  network 
connections  through  dial-up  calls  or  via  the 
Internet.  For  companies  with  lots  of  sites  or 
mobile  workers,  PPTP  is  worth  investigat¬ 
ing  as  a  virtual  private  network  technol¬ 
ogy.  More  information  is  available  at 
www.  microsoft.  com/ windows95 /info/ 
pptp4w95.htm. 


Dave  Kearns 


For  the  time  being,  my  recommenda¬ 
tion  still  holds:  Get  the  early  access  version 
of  Novell’s  NDS  for  NT  as  soon  as  it  is  avail¬ 
able  and  give  it  a  thorough  test.  It  looks 
like  the  best  NT  directory  system  for  the 
foreseeable  future. 

Kearns,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  wired@vquill.  com. 
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Managing  a  network  for  a  growing 
business? 
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Madge  Networks  brings  you  an  effortlessly  simple, 
extraordinarily  flexible,  Ethernet  solution. 


Want  to  add  100  users?  Fine.  Another 
1,000  users?  Simple.  Fast  Ethernet  or 
ATM?  No  problem!  New  servers? 

Easy!  Whatever  happens,  Visage  protects  your  investment 
through  unrivalled  power  and  capacity. 


Visage™  is  the  world’s  first  scalable,  stackable  family  of 
switches  -  so  wherever  your  business  goes  and  whatever 
its  information  needs,  Visage  can  grow  with  it. 


The  Madge  Networks  Solutions  Guide  is  a  step-by- 
step  book  on  building  high  performance,  flexible, 
resilient  networks.  For  your  free  copy,  PLUS  a 
MadgeOne™  CD  on  Multiservice  Networking,  call  800-876- 
2343,  or  fax  us  your  business  card  on  408-952-9893. 

Madge  Networks,  2310  North  First  Street,  San  Jose,  CA  95131-1011. 

http://www.madge.com  A7002 


Visage  from  Madge  is  the  first  workgroup  switch  designed 
specifically  for  growing  businesses.  Nothing  else  gets 
close  to  its  performance,  flexibility,  and  reliability.  And 
you  don’t  have  to  break  your  budget  to  get  it. 

Madge  Networks  is  leading  the  way  in  switching 
technologies.  Many  of  the  world’s  best-known 
organizations  rely  on  our  expertise  in  Ethernet,  ATM, 
Token  Ring,  and  ISDN  solutions.  Isn’t  it  time  you  found 
out  more? 


Visage  -  effortless  Ethernet  from  Madge  Networks. 
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Madge,  MadgeOne,  the  Madge  logo  and  Visage  are  trademarks,  and  in  some  jurisdictions  maybe  registered  trademarks,  of  Madge  Networks  or  its  affiliated  companies. 
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Nathan  &  Lewis’ 

Steve  Krameisen 
went  ivith  Win- 
Frame  to  simplify 
managmenl. 


\  he  thin-client  phenomenon  has  breathed  new 
;  life  into  multiuser  operating  systems  that  can 
serve  up  graphical  applications  to  clients  of  all 

shapes  and  sizes. 

Network  computer  (NC)  boosters  argue  that  thin 
clients  can  help  lower  the  cost  of  owning  distrib¬ 
uted  clients  and  managing  the  Java-based  applica¬ 
tions  they  will  run  some  day.  Similar  arguments  can 
be  made  for  multiuser  operat¬ 
ing  systems,  which  can  be  used 
to  serve  up  existing  Windows 
applications  to  thin  clients. 

Multiuser  operating  systems 
running  on  servers  host  client 
and  client/server  applications 
accessible  to  multiple  end  users 
simultaneously.  The  applicauon 
code  actually  executes  on  the 
server,  while  only  user  interface 
screens  are  passed  over  the 
wire  to  the  client  machine  via  a 
specialized  protocol.  This  con¬ 
figuration,  which  has  been  pop¬ 
ular  in  the  Unix  world  for 
years,  gives  administrators  centralized  control  over 
all  components  of  network  applications. 

To  date,  NT  users  seeking  multiuser  capabilities 
have  had  to  look  beyond  Microsoft  Corp.  to  third- 
party  developers.  The  drawback  with  their  prod¬ 
ucts,  however,  is  that  they  typically  alter  the  NT 
kernel  in  a  proprietary  manner  and  require  addi¬ 
tional  servers  or  run  as  add-on  services  on  top  of 
the  NT  server. 

Microsoft  has  been  slow  to  embrace  multiuser 
technology,  mainly  because  the  company  would 
rather  see  customers  put  as  much  processing  power 
and  Windows  applicadon  software  on  the  desktop 
as  possible,  says  Neil  MacDonald,  an  analyst  at 
Gartner  Group,  Inc.  in  Stamford,  Conn. 

But  Microsoft  recently  changed  its  tune,  says 
Dwight  Davis,  editorial  director  of  the  “Window 
Watcher”  newsletter  in  Redmond,  Wash.  Citing 
Microsoft’s  decision  last  month  to  license  the 
industry-leading  NT  multiuser  technology  from 
Florida-based  Citrix  Systems,  Inc.,  he  says, 
“Customers  have  forced  Microsoft  to  look  at  these 
[multiuser]  systems  as  a  cost-effective  way  to  deliver 
networked  applicadons. 

“This  makes  it  simpler  for  customers  who  want  to 
stay  under  the  [Microsoft]  umbrella.  There  is  no 
need  for  them  to  deal  with  new,  incompadble  Java 
applications  running  on  NCs,”  Davis  adds. 


The  market  leader 

Citrix  is  among  the  first  companies  to  prove 
there  is  money  to  be  made  in  the  NT  multiuser 
market.  Since  the  company  shipped  the  first  copy 
of  WinFrame  two  years  ago,  sales  of  Citrix’s  NT 
3.51-based  multiuser  Windows  applicadon  server 


have  exploded.  Revenue  tripled  from  $14.6  million 
in  1995  to  $44.5  million  in  1996.  The  company  has 
already  registered  $21.5  million  in  revenue  in  just 
one  quarter  this  year. 

Citrix  turned  NT  into  a  multiuser  operating  sys¬ 
tem  by  licensing  NT  code  from  Microsoft  and 
developing  memory  management  and  preemptive 
scheduling  extensions. 

Microsoft  last  month  struck  a  $175  million  deal 
with  Citrix  in  which  the  two  agreed  to  work 
together  on  a  project,  code-named  Hydra,  that  is 
geared  toward  adding  native  multiuser  capabilities 
to  NT  Server  5.0. 

Citrix  also  has  had  great  success  in  promoting  its 
Intelligent  Console  Architecture  (ICA)  protocol  as 
a  standard  means  for  passing  Windows  screen 
images  over  the  network.  ICA  has  been  licensed  to 
a  long  list  of  client  software  and  hardware  vendors, 
enabling  users  of  everything  from  Windows  95  to 
Netscape  Communications  Corp.’s  Navigator 
browser  to  get  to  Windows  applications  via 
WinFrame  servers. 

This  widespread  client  support  is  one  reason 
Nathan  &  Lewis  Securities,  Inc.  selected  WinFrame 

THE  MENU  FOR  MULTIUSER  WINDOWS 


CompuServe  connection. 

Krameison  says  the  configuration  does  not  ren¬ 
der  LAN-like  performance  and  limits  the  brokers  to 
one  Window  while  accessing  NL  Connection.  But 
the  configuration  is  solid  enough  to  help  the  firm 
manage  $2  billion  in  investments  annually. 

Not  the  only  game  in  town 

Despite  the  success  Citrix  has  enjoyed  of  late,  the 
company  is  not  the  only  game  in  town. 

Insignia  Solutions,  Inc.  ships  Ntrigue,  a  repack¬ 
aged  version  of  WinFrame  that  includes  support  for 
non-Windows  clients  such  as  Unix  workstations,  X 
terminals  and  Macintosh  computers.  Insignia  also 
manufactures  Ntrigue  X  Client  for  Java,  which 
allows  Java-based  desktops  such  as  Sun  Micro¬ 
systems,  Inc.’s  JavaStation  to  run  Windows-based 
applications  housed  on  Ntrigue  servers. 

There  are  other  products  on  the  horizon  that 
don’t  require  any  changes  to  the  NT  code  to  de¬ 
liver  some  multiuser  Windows  capabilities.  One  of 
those  is  Prologue  Software  AG’s  WiNTimes,  which 
Microsoft  plans  to  build  into  its  Hydra  offering. 

Another  company,  New  Moon  Software  of  Santa 


Company 

Product 

Multiuser  spin 

Citrix 

WinFrame 

Complete  server  product  that  includes  NT  kernel  altered  with  multiuser  extensions  and 
supports  Citrix  ICA  protocol. 

Exodus 

NTPrise 

Unix  server-based  product  that  presents  Windows  applications  to  multiple  Unix  workstations 
via  X  protocol. 

Insignia 

Ntrigue 

Includes  WinFrame  technology  and  provides  multiuser  applications  to  PCs  and  Unix 
workstations  via  ICA  and  X  protocols. 

Microsoft 

Hydra* 

e  Si;  .  V"  . 

Project  to  integrate  Citrix  and  Prologue  multiuser  code  into  NT  5.0.  Will  support  ICA  and 
Microsoft’s T.Share  video  protocol. 

New  Moon 

Liftoff 

Add-on  product  that  partitions  execution  of  32-bit  applications  between  NT  servers  and 
their  clients. 

Prologue 

WiNTimes 

Add-on  product  that  makes  NT  multiuser-enabled. 

SCO 

Merge 

SCO  UnixWare  add-on  product  that  presents  16-bit  and  32-bit*  applications  to  PCs  and 

Unix  workstations  via  the  X  protocol. 

♦Not  shipping  yet 

to  give  800  remote  users  access  to  the  financial 
firm’s  customized  brokerage  information  applica¬ 
tion,  NL  Connection. 

“My  concern  was  always,  ‘How  do  I  stay  responsi¬ 
ble  for  hundreds  of  different  computers  that  are 
out  there  where  my  technical  support  staff  isn’t,’  ” 
says  Steve  Krameisen,  director  of  information  ser¬ 
vices  at  Nathan  &  Lewis. 

The  company  has  WinFrame  installed  in  a  three- 
tier  architecture.  NL  Connection  is  a  Windows 
application  that  runs  on  five  WinFrame  servers  and 
is  tied  to  an  Oracle  Corp.  database  management 
system  running  on  an  HP  9000  minicomputer. 
Brokers  using  PCs,  laptops  and  wireless  devices  can 
dial  in  to  NL  Connection  through  a  local 


Clara,  Calif.,  is  prepping  an  add-on  product  called 
Liftoff  that  sits  on  an  NT  server  and  partitions  the 
execution  of  32-bit  Windows  applications  between 
client  and  server  machines. 

Despite  Citrix’s  recent  success  and  the  emer¬ 
gence  of  new  third-party  products,  some  analysts 
think  Microsoft’s  Hydra  technology  will  be  the 
multiuser  Windows  application  server  of  choice 
within  two  years. 

“If  [Hydra]  comes  in  the  box  free  and  works  well 
enough,  there  is  no  reason  why  companies  are 
going  to  pay  more  for  what  should  be  a  standard 
OS  feature,”  said  David  Cearley,  director  of  work¬ 
group  computing  strategies  at  Meta  Group,  Inc.  ■ 
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WH  E  N  W  O  R  L  D  S  C  ON  VERGE 


COMPANIES 


PARTNER 


With  more  and  more  networks,  applications,  and  agent  technologies  entering  today’s  enterprise,  Tandem  and  Computer  Associates  have 
partnered  to  take  control  of  this  cross-platform  environment  by  delivering  the  “best  of  breed"  in  enterprise  management.  This  new  “ business-critical ” 


n><  rhp  simpmnr  hPTprnvpiipniiN  p 


reputation  in  reliable,  scalable  clustering  technology.  Visit  us  at  www.tandem.com  to  learn  more  about  this  allianc 

to  receive  our  new  brochure  “Now  Business-Critical  Computing  Is  Manageable.” 


more  about  this  alliance.  Or  call  1-BOO-NONSTOP,  ext.  8103 
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AND  THEY  HAVE  THE  NERVE  TO  CALL  IT 

LOCAL  PHONE  SERVICE. 


Don’t  wait  for  your  local  phone 

COMPANY  TO  CHANGE .  CHANGE  YOUR 
LOCAL  PHONE  COMPANY  TO  TCG.® 

TCG  is  the  other  local  phone  company, 
the  responsive  one — the  country’s  largest 
competitive  local  exchange  company,  operating 
in  57*  major  markets  and  serving  Fortune  500® 
companies  and  companies  of  all  sizes  since  1985. 
TCG  offers  unsurpassed  reliability,  with  99.99+% 
uptime,  supported  by  24-hour,  7-day-a-week, 
proactive  network  monitoring  that  eliminates 


problems  before  you  even  become  aware  of  them. 
And  all  our  voice,  data,  video  and  Internet  services 
are  delivered  via  the  latest  digital  and  fiber-optic 
technology.  TCG  brings  a  customer-first  attitude 
to  serving  your  business.  You’ll  receive  more 
attention  and  quicker  repairs.  We  can  design  a 
telecommunications  system  to  fit  your  business, 
and  we’ll  do  it  at  competitive  rates  that  can 
result  in  immediate  savings.  To  find  out  how  we 
can  help  your  business,  call  1-800-889-4TCG,  or 
visit  our  web-site  at  www.tcg.com. 
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Covering:  TCP/IP  •  SNA  •  Network  Management  •  Muxes  • 
Routers  and  WAN  switches  •  Remote  Access 


Briefs 


■  Cisco  Systems,  Inc.  and 
Proginet  Corp.  last  week 
announced  their  respective  Cisco 
IOSfor  S/390  and  Proginet  soft¬ 
ware  packages  are  interoperable. 
This  means  users  can  connect 
mainframes  and  nets  run¬ 
ning  Windows  NT  using  the 
Internet.  Cisco  IOS  for  S/390  is  a 
mainframe-based  implementa¬ 
tion  of  TCP/IP.  Proginet 's  Host- 
Office  and  SecureOjfice  products 
manage  the  movement  of  infor¬ 
mation  between.  Microsoft  Corp.  ’s 
BackOffice  and  IBM  mainframes 
and  AS/400s. 

©  Cisco:  ( 408 )  526-4000;  Pro¬ 
ginet:  (516) 248-2000 

■  CACI  Products  Co.  last 
week  announced  the  availability 
of  Comnet Predictor,  an  auto¬ 
mated  network  planning 

tool  that  predicts  network  perfor¬ 
mance  without  requiring  exten¬ 
sive  data  input. 

Comnet  Predictor  includes  a 
patent-pending  Flow  Decomposi¬ 
tion  technology  that  measures 
and  forecasts  delays  for  packet 
flows.  The  tool  also  generates 
reports  and  charts  that  recom¬ 
mend  actions  for  improving  per¬ 
formance  and  minimizing  cost. 
Comnet  Predictor  costs  $29,000. 

©  CACI:  (619)  457-9681 

■  SDLCommunications, 

Inc.  last  week  announced  high¬ 
speed  WAN  adapters for 

emerging  CompactPCI-based 
computers.  SDL’s  new  Aries  line 
of  single-  and  dual-port  adapters 
will  support  a  variety  of  speeds, 
from  28M  bit/sec  to  T-3/E-3.  The 
Aries  adapters  will  be  available 
this  month  and  range  in  price 
from  $795  to  $5,995. 

©  SDL:  ( 508 )  238-4490 

■  Cascade  Communica¬ 
tions  Corp.  has  introduced 
Flow  Control  Processor  cards  for 
its  CBX 500 ATM  switch  to  help 
prevent  delays  within  net¬ 
works  of  its  switches.  During 
congestion,  the  cards  throttle 
back  traffic  coming  into  the  net¬ 
work  on  a  per  permanent  virtual 
circuit  basis.  The  cards  are  avail¬ 
able  now  and  range  in  price  from 
$35,000  to  $65,000. 

©  Cascade:  (508)  692-2600 


SONET  solves  WAN  problems  for  Northwestern 

University  gets  more  bandwidth,  simpler  management  for  the  same  price. 


By  Tim  Greene 

Chicago 

Northwestern  University’s 
quest  to  prepare  for  a  huge 
increase  in  bandwidth  demand 
and  to  provide  redundant  paths 
for  increasingly  critical  applica¬ 
tions  has  led  it  to  an  uncommon 
solution:  an  OC-12  622M  bit/sec 
Synchronous  Optical  Network 
(SONET)  service  from  the  local 
phone  company. 

The  university’s  network  was 
already  unwieldy,  with  a  patch- 
work  of  university-owned  fiber, 
private  lines  and  dial-up  services 
supporting  voice  and  data  net¬ 
working  —  none  of  which  had 
backup  if  a  line  failed. 

SONET  LURES  THE  WILDCATS 

Northwestern  University  went  with 

an  OC-12  Synchronous  Optical 

Network  (SONET)  service  to  reap: 

•  Consolidated  wide-area  links 

•  Flexible  bandwidth  shared  among 
voice,  video  and  data 

•  Redundant  trunking 

•  Guarantee  of  readily  available 
additional  bandwidth 


It  became  clear  that  a  network 
overhaul  was  called  for  when  the 
university  had  to  install  an  OC-3 
(155M  bit/sec)  link  to  the  Met¬ 
ropolitan  Research  and  Educa¬ 
tion  Network,  a  collaborative 
effort  whose  high-speed  network 
is  used  to  support  advanced  med¬ 
ical  imaging,  high-energy  phys¬ 
ics  and  computational  biology 
and  chemistry. 

The  solution  was  a  SONET 
backbone  network  supplied  by 
Ameritech  Corp.  and  based  on 
switches  from  Alcatel  Network 
Systems,  Inc. 

Within  the  past  year,  regional 
Bell  operating  companies  have 
started  offering  local  SONET 
services,  primarily  as  a  carrier 
backbone  and  private  campus 
technology.  But  those  offerings 
are  restricted  to  only  the  largest 
metropolitan  areas  ( NW,  Sept. 
23, 1996,page31). 

For  its  new  net,  the  university 
consolidated  all  of  its  voice, 
video  and  data  traffic  on  the 
622M  bit/sec  bandwidth  it  buys 


on  Ameritech’s  SONET  rings, 
according  to  Mort  Rahimi, 
Northwestern’s  vice  president 
for  Information  Technology. 

He  would  not  say  exactly  what 
the  university  is  paying  for  the 
service,  but  said  it  was  about  the 
same  as  what  it  paid  for  its  old 
network.  For  the  same  price,  the 
university  wound  up  with  155M 
bit/sec  more  bandwidth  than 
before. 

Rahimi  was  drawn  directly  to 
SONET,  eliminating  possibilities 
such  as  redundant  private  lines, 
based  on  the  virtually  limitless 
bandwidth  fiber  networks  can 
supply  as  well  as  the  redundant 
paths  SONET  provides.  Like  all 
SONET  networks,  Ameritech’s  is 
built  on  two  fiber  rings  so  if  one 
fails,  the  other  can  restore  ser¬ 
vice  within  milliseconds. 

Before  it  switched  over  to 
SONET  about  a  month  ago, 
Northwestern  linked  its  Chicago 
and  Evanston,  Ill.,  campuses  via 
a  DS-3  for  voice  and  a  DS-3  for 
data  on  an  optical  fiber  strung 
along  a  railroad  right-of-way.  The 
link  had  no  backup.  Leasing 
another  right-of-way  to  run  a  sec¬ 
ond  fiber  was  too  expensive, 
Rahimi  said. 

But  even  if  leasing  a  redun¬ 
dant  fiber  path  was  not  too 
expensive,  the  school’s  network 
was  getting  too  complex,  he  said. 
Separate  from  the  fiber  connect¬ 
ing  the  campuses,  Northwestern 
had  13  outbound  DS-1  trunks 
and  hundreds  of  individual 
inbound  and  outbound  single¬ 
channel  phone  lines  for  voice.  It 
had  11  DS-1  trunks  for  modem 
calls  and  two  DS-1  s  just  for  Inter- 
netaccess. 

Now  all  that  traffic  runs  within 
various  OC-3  channels  carved 
out  of  the  SONET  service. 

Voice  DS-ls  are  set  up  as 
switched  virtual  circuits  (SVC). 
Because  the  SVCs  are  torn  down 
when  there  is  no  traffic,  that 
leaves  extra  bandwidth  for  other 
uses  during  idle  times. 

For  example,  at  night,  when 
there  is  virtually  no  voice  traffic, 
voice  bandwidth  is  turned  over 
to  scientists  in  university  labora¬ 
tories  who  are  working  late 
using  high-bandwidth  applica¬ 


tions  Rahimi  said. 

Northwestern  used  to  man¬ 
age  its  own  WAN  links,  but  when 
it  made  the  plunge  into  SONET, 
the  university  also  off-loaded 
management  of  the  SONET 
links  to  Ameritech,  making  the 
job  of  running  the  network  sim¬ 


pler,  Rahimi  said. 

Northwestern  was  able  to 
abandon  its  private  fiber  link 
between  campuses  in  Chicago 
and  Evanston,  lifting  the  burden 
of  maintaining  the  cable  and  the 
risk  of  isolating  the  campuses  if 
die  cable  were  to  break.  B 


New  offerings  better  manage 
servers,  frame  relay  nets 


By  Jim  Duffy 

Two  network  management 
vendors  have  expanded  their 
wares  to  help  users  more  effec¬ 
tively  govern  servers  and  frame 
relay  networks. 

Concord  Communications, 
Inc.  this  week  will  announce  Net¬ 
work  Health  Server,  an  auto¬ 
mated  reporting  system  for 
tracking  server  performance 
and  resources.  And  NetScout 
Systems,  Inc.  last  week  unveiled 
NetScout  Manager  5.0  for  moni¬ 
toring,  analyzing  and  reporting 
on  frame  relay  application  traf¬ 
fic,  down  to  individual  Data  Link 
Connection  Identifiers  (DLCI). 

The  Network  Health  Server  is 
software  that  runs  on  NetWare, 
Windows  NT  and  Unix  servers.  It 
is  designed  to  help  IT  managers 
spot  potential  server  problems 
before  users  lose  access  to 
resources  that  support  core  busi¬ 
ness  activities. 

The  software  can  be  com¬ 
bined  with  other  Concord  Net¬ 
work  Health  modules  —  such  as 
those  for  monitoring  LAN/ 
WAN,  frame  relay  and  router/ 
switch  connectivity  —  for  an 
integrated,  graphical  report  of 
all  network  resources. 

Network  Health  Server  re¬ 
ports  on  such  server  perfor¬ 
mance  metrics  as  CPU,  memory, 
disk  storage,  network  communi¬ 
cations  and  general  systems- 
level  utilization. 

The  product  is  available  now 
for  $6,000  per  console  and  $250 
per  server. 

For  frame  relay  networks, 
NetScout  announced  NetScout 
Manager  5.0,  software  that  runs 


on  Unix  servers  along  with  net¬ 
work  management  platforms 
from  Hewlett-Packard  Co.,  IBM, 
Digital  Equipment  Corp.,  Sun¬ 
Soft,  Inc.  and  Cabletron  Sys¬ 
tems,  Inc. 

NetScout  Manager  5.0  col¬ 
lects  SNMP,  Remote  Monitoring 
1  and  RMON  2  data,  making  it 
possible  to  monitor  and  analyze 
traffic  generated  by  more  than 
100  standard  applications  and 
thousands  of  custom  applica¬ 
tions,  the  company  said. 

NetScout  5.0  is  targeted  at 
companies  needing  information 
that  allows  them  to  optimize  per¬ 
formance  of  their  contracted 


www.nwtusion.com 


Get  more  info  online: 

•  A  library  of  articles  on  frame  relay 
management 

•  Our  audio  primer  on  frame  relay 


frame  relay  committed  informa¬ 
tion  rates.  With  this  informa¬ 
tion,  administrators  can  ensure 
bandwidth  is  used  effectively, 
control  network  availability  and 
audit  their  service-level  agree¬ 
ment  with  service  providers. 

NetScout  Manager  5.0  and 
NetScout  Manager  Plus  5.0  will 
be  available  on  June  20.  The 
pricing  ranges  from  $3,495  to 
$8,995. 

®  Concord:  (508)  460-4646; 
NetScout:  (508)  24T4000 
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Give  yourself  remote  control  of  your  intranet. 


The  Microsoft*  Internet  Explorer  Administration  Kit  isn’t  much  to  look 
at.  Just  one  wizard  screen  after  another  asking  straightforward  questions 
about  how  much  power  you  want  over  your  intranet.  If  you  want  to  set 
your  users  loose  to  find  their  own  way,  set  them  free.  If  there  are  functions 
you  don’t  want  them  messing  around  with,  like  security  and  network 
settings,  lock  them  out.  If  you  want  to  replace  our  logo  with  your  logo  and 
our  name  with  your  name,  we  don’t  care.  Just  get  the  kit.  (We’ll  send  it 
to  you.  It’s  free  .)  Set  up  your  browsers  the  way  you  want  them.  Deploy  them 
on  CD  or  floppies,  or  send  them  over  the  Net;  update  them  remotely 
or  automatically.  You  don’t  leave  your  desktop.  You  don’t  leave  your  desk. 
Unless  you  want  to  stretch. 


Take  what  you  have,  use  what  you  know,  and  put  something  new  on  your  intranet. 


Kewl.  More  Internet  technologies.  Now,  can  your  users  see  them?  Can  you  learn 
and  use  them  in  a  reasonable  time,  i.e.,  immediately?  Yes.  There’s  nothing  else 
out  there  with  all  the  tools  and  technologies  that  are  in  here.  And  you  already 
know  this  stuff.  Since  you  learned  Visual  Basic*  at  birth,  you’ll  find  it  easy  to 
learn  ActiveX'and  VBScript  and  extend  your  applications  with  hot  technologies 
like  Java”,  JavaScript,  Cascading  Style  Sheets  and  HTML  3.2.  You  can  even  view 
Microsoft  Office  documents  without  converting  them  to  HTML.  The  idea  is  to  get 
information  out  there.  Make  it  simple.  Keep  it  easy. 


Keep  everyone  else  out  of  your  intranet. 


Security  fj09ae4ijood90UFeie9JGe9tu)Gie 
l(DJie6lrje¥jlhglcnmlAajt[tf3946b0i^ot§ 
3404u5tu5jdAj90i,tjj¥glcnmleajt[n3h&* 
(From  128-bit  encryption  to  Authenticode” 
Microsoft  security  has  teeth.  Details: 
www.microsoft.com/ie/security/update.htm) 


- - - — — - 

Where  do  you  want  to  go  today? 


www.microsoft.com/ie/ 


*Shipping  and  handling  charges  apply.  ©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  Visual  Basic  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  ActiveX,  Authenticode  and  the  Microsoft 
Internet  Explorer  logo  are  trademarks  of  Microsoft  Corporation.  Java  is  a  trademark  of  Sun  Microsystems,  Inc.  Other  product  and  company  names  used  herein  may  be  trademarks  of  their  respective  owners. 
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and  then  take  a 
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already.  Look  for 


"This  high  speed  beauty  blew  the  socks  off  the  competition  when  transferring  IP,  and  it  ran  IPX  to  the  limit."  Network  Computing,  March  15,1997. 
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Remote  Access  January  97 

Product  of  the  year 
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The  LanRover  Access  Switch  is  a  trademark  and  the  Shiva  logo  is  a  registered  trademark  of  Shiva  Corporation.  All  other  products  and  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 
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at  shiva-com 


)  Picture  this:  consistently  fast  data  transfer  speeds--regardless  of  capacity--without  compromising 
performance.  That's  the  advantage  of  the  Shiva  LanRover  Access  Switch™.  How  do  we  do  it?  It's  called  multi¬ 


processing.  Each  WAN  interface  and  modem  module  carries  its  own  processor,  so  the  main  CPU  isn't  interrupted. 

. 

That  means  critical  functions  are  done  in  parallel,  and  users  get  optimum  performance  across  every  single 
connection.  All  told,  the  total  processing  power  of  a  fully  loaded  system  is  a 
smoking  200  MIPS.  To  learn  more  about  the  performance  of  the  LanRover  Access 
Switch,  or  to  get  your  free  copy  of  "How  to  Evaluate  a  Remote  Access  System",  call 
m::  us  at  1-800-977-4482,  or  visit  us  on  the  Web.  And  get  ready  to  change  your  socks.  The  remote  access  specialists  ' 


e  TIERNETWORKING  MONITOR 


Internetworks 


Lack  of  commitment  could  doom  NIA 


ot  Invented  A  ny  where  Sy  ndrome:  A  more 
severe form  of  the  Not  Invented  HereSyn- 
drome  wherein  the  originators  of  an  idea  or  con¬ 
cept  themselves  reject  it. 


As  it  marks  its  first  anniversary,  the  Net¬ 
work  Interoperability  Alliance  (NIA)  is 
finally  getting  some  publicity  —  though 
not  necessarily  the  kind  it  wants. 


As  I  watch  from  the  sidelines  —  I  am 
not  at  all  involved  in  this  endeavor  —  I 
can’t  help  but  notice  that  what  is  going  on 
within  the  NIA  is  not  business  as  usual. 

Consider  the  following  examples. 

In  a  recent  Network  World  article,  repre¬ 
sentatives  of  two  vendors  effectively 
undermined  the  NIA  by  questioning 
its  accomplishments  and  making  state¬ 


ments  implying  that  they  will  not  be 
bound  by  its  charter  (AW,  May  5,  page  1). 
What  was  strange  was  those  quoted  were 
employed  by  two  of  the  three  founding 
members  of  the  alliance.  Do  I  sense  a  soli¬ 
darity  problem? 

Next,  the  NIA  anniversary  press  re¬ 
lease  sent  out  in  late  May  cited  the  fact 
that  a  well-known  consultant  has  been 
involved  in  overseeing  NIA  testing  at  the 
University  of  New7  Hampshire.  This  obvi¬ 
ously  was  mentioned  to  gain  credibility 
for  the  effort. 

Yet  at  NetWorld+Interop  97  in  Las 
Vegas  last  month,  a  special  session  was 
held  to  detail  and  examine  the  problems 
of  the  NIA.  What  was  bizarre  was  that  the 
moderator  of  the  session  —  who,  one 
must  suppose  from  the  session  descrip¬ 
tion,  intended  to  deliver  some  type  of 
expose  on  NIA 
ills  —  was  the 
same  person 
espousing  the 
group’s  credi¬ 
bility  in  the 
NIA  press  re¬ 
lease. 

Is  the  NLA 
rejecting  itself? 

The  signs  are 
there.  Judging  from  the  less-than-vocifer- 
ous  support  from  vendors  and  analysts,  its 
impact  appears  less  than  anticipated. 

This  is  a  sad  state  of  affairs.  Not  because 
of  what  appears  to  be  a  botched  execution 
on  the  part  of  NIA  principals,  but  because 
what  they  are  trying  to  do  is  fundamen¬ 
tally  good  —  and  needed. 

The  “dirty  little  secret”  of  the  router 
era  of  the  early  1990s  was  that  interopera¬ 
bility  was  a  joke.  While  openness  and 
interoperability  were  standard  parts  of 
every  vendor’s  pitch,  litde  was  actually 
done  about  it.  Few  if  any  high-functional- 
ity,  multivendor  router  networks  were 
ever  built. 

Router  vendors  with  significant  mar¬ 
ket  share  had  little  to  gain  by  helping 
smaller  vendors  prove  their  “Brand  X” 
products  would  work  just  as  well  —  and 
cost  much  less  —  than,  say,  the  Cisco  or 
Wellfleet  router  alternative. 

For  their  part,  the  more  prominent 
vendors  continued  to  work  on  advanced 
features  such  as  prioritization  and  broad¬ 
cast  control  to  provide,  naturally,  ad¬ 
vanced  benefits  for  their  customers.  Was  it 
just  chance  that  to  enjoy  these  benefits  a 
100%  Cisco  or  Wellfleet  network  was 
required? 

The  monopoly  Cisco  now  holds  over 
networking  is  due  in  no  small  part  to  the 
fact  that  it  was  able  to  convince  customers 
that  mixing  equipment  from  different 
vendors  would  not  be  in  their  best  interest 
—  or  in  Cisco’s. 

Those  who  scoff  at  the  efforts  of  the 
NIA  should  consider  the  long-term  pros¬ 
pects  of  living  under  a  Cisco  dictatorship. 

Tolly  is  president  of  The  Tolly  Group,  a 
strategic  consulting  and  independent  testing 
firm  in  Manasquan,  N.J.  He  can  be  reached  at 
( 908)  528-3300  or  via  the  Internet  at  http:// 
urww.  tolly,  com. 


Got  Frame  Relay  Management 

on  Your  Mind? 


I  need  proactive  tools  that  maximize 
network  availability. 


How  do  I  know  how  much 
bandwidth  I  med? 


I  want  to  leverage  my  enterprise 
management  platform. 


How  do  I  know  I'm  getting 
what  I  paid  for  from  my  carrier? 


How  can  I  manage  without 
Sync  Circidt  Management? 


Think  Sync. 


Managing  your  frame  relay 
network  can  be  mind-boggling. 
Sync’s  Frame  Relay  Access  Probe 
(FRAP)  and  graphical  enterprise 
management  applications  provide 
advanced  circuit  management  func¬ 
tions  that  let  you  examine  the  vast  reaches  of  your 
network.  You  will  gain  insight  to  potential  problems  that 
can  threaten  your  network’s  cost-effectiveness,  performance 
and  availability. 

Peace  of  mind  comes  standard  with  innovative  performance 
management,  capacity  planning,  diagnostic  and  reporting  fea¬ 


tures.  Detailed  views  of  end-to-end 
network  connectivity,  bandwidth  uti¬ 
lization,  network  and  application 
level  traffic — such  as  SNA,  TCP/IP, 
browser  and  file  transfers — and  web- 
based  reporting,  will  always  keep  you  in  the  know. 

If  you  have  frame  relay  management  on  your  mind, 
Think  Sync.  Call  today  for  an  informative  white  paper  on  circuit 
management.  It  will  be  one  less  thing  to  think  about. 


(800)  828-2785  or 
www.sync.com/therapy 


OatnComm 

M  AA-  A  /  I  X  I 

TESTER’S 

CHOICE 


g&sync 


O  1997  Sync  Research.  Inc.  40  Parker,  Irvine,  CA  92618  (714)  $88-2070  or  (508)  285-0033.  All  specifications  and  features  are  subject  to  change  without  notice. 


Kevin  Tolly 
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Your  LAN  is  costing  you  money.  AMP  has  a  cabling  plan 
that  can  dramatically  cut  the  cost  and  complexity  of 
managing  it.  We  call  it  Centralized  Network  Administration 
(CNA)  and  we  make  it  happen  by  consolidating  all  your 
building's  LAN  electronics  in  a  single  closet.  It’s  easier  to 
manage,  easier  to  grow,  and  easier  to  migrate  to  new 
technologies.  Find  out  more.  Call  1  -800-835-7240. 


1 

AMP  Incorporated,  Harrisburg,  PA  17105-3608.  Call  1-800-835-7240. 
Outside  the  U.S.,  please  contact  your  local  AMP  sales  office. 


WWW.amp.COm/netWOrking  AMP  and  Connecting  at  a  Higher  Level  are  trademarks. 


At  the  suggestion  of  our  engineers, 
the  price  of  our  Color  LaserJet  5  has  been  slashed  33.33889%. 


We've  lowered  the  price  of  our  Color  LaserJet  5  printer  by  $2,000.  That  means  that  you  can  get  the  industry-leading  color  laser  printer, 
with  its  low  cost  of  ownership  and  cost  per  page,  for  only  $3,999.  A  mere  fraction  of  the  original  price  (66.66111%  to  be  exact).  For  more  information,  log  on  today 
@  www.hp.com/info/coiorijad8,  or  call  i-800-LaserJet,  ext.  2349.  Built  by  engineers.  Used  by  normal  people. 


O  1997  Mewteti-Pacsard  Company  Estimated  U  S  rase—*  puce  Actual  pnca  (and  amount  of  pnce  drop)  may  vary  Does  not  include  sales  tax  where  applicable  See  your  reseller  for  details 
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Briefs 


■  PSINet,  Inc.,  of  Herndon, 

Va.,  has  appointed  Michael 
Mael  as  general  manager  of  its 
recently  formed 
Web  services  and 
electronic  com¬ 
merce  business 
unit.  Mael  has 
spent  the  past  five 
years  at  MCI  Com¬ 
munications 
Corp.  as  part  of  its 
commercial  Inter¬ 
net  services  team 
and  in  a  variety  of  finance,  busi¬ 
ness  development  and  marketing 
positions. 

■  AT&T  World  Net  Service 

said  it  is  making  personal 
World  Wide  Web  pages 

available  to  its  subscribers.  For  a 
2M-bytepage,  the  service  is  free 
during  a  promotional  period 
slated  to  end  in  late  summer. 
Thereafter,  subscribers  will  pay 
$1.95  per  month  for  a  2M-byte 
page  or  $4.95  per  month  fora  5M- 
bytepage. 

■  In  the  latest  battle  in  the  war 
of  words  between  local  and  long¬ 
distance  carriers,  the  U.S.  Tele¬ 
phone  Association  has  es¬ 
tablished  a  Web  site  atwww.call- 
themonit.com.  The  site  explains 
how  local  carriers  use  revenue  to 
invest  in  universal  service. 

The  site  responds  to 
charges  of  inflated  access 
fees  trumpeted  by  MCI  Commu¬ 
nications  Corp.  in  broadcast  and 
print  ads  and  on  the  Web  at 
www.  overcharge,  com. 

■  WorldCom,  Inc.  recently 
signed  an  interconnection 

agreement  with  Deutsche 
Telekom  that  will  let  WorldCom 
directly  interface  its  MFS  Com¬ 
munications  fiber  backbone  with 
DT’s  network.  WorldCom  users 
that  have  ties  with  customers 
and  business  partners  in  Ger¬ 
many  will  be  heard  a  little  more 
clearly  come  Jan.  1  when  the 
physical  interconnection  will  be 
in  place. 

The  interconnection  agree¬ 
ment  is  the  first  of  its  kind 
between  a  domestic  and  a  post, 
telegraph  and  telephone  admin¬ 
istration. 


PSINet’s 

Mael 


Covering:  The  Internet,  Interexchange  and  Local  Carriers 
•  Wireless  •  Regulatory  Affairs  •  Voice  Equipment 


Long-distance  carriers  seek 
RBOC  performance  agreements 


By  David  Rohde 

Washington,  D.  C. 

While  users  are  increasingly 
demanding  performance  agree¬ 
ments  from  carriers,  some  carri¬ 
ers  have  decided  that  such 
agreements  are  so  important 
they  want  to  apply  them  to  each 
other. 

Reason:  Potential  new  local 
exchange  carriers  say  they  can¬ 
not  build  their  local  business 
until  regional  Bell  operating 
companies  get  their  ordering 
and  maintenance  systems  up  to 
snuff. 

LCI  International,  Inc.,  the 
nation’s  sixth-largest  long-dis¬ 
tance  carrier,  is  leading  the 
charge  to  force  RBOCs  to  sign 
binding  agreements  on  how  fast 
their  automated  systems  can 
switch  customers  to  new  local 
carriers.  The  carrier  is  demand¬ 
ing  that  the  Federal  Communi¬ 
cations  Commission  mandate 
specific  performance  levels, 
such  as  requiring  RBOCs  to  pro¬ 
cess  95%  of  customer-change 


orders  within  three  days.  But  not 
all  potential  new  local  carriers 
think  that  is  the  right  step  to  take. 

Sign  on  the  dotted  line 

In  sharply  worded  comments 
at  a  recent  FCC  open  forum,  LCI 
Senior  Vice  President  Anne 
Bingaman  said  no  RBOC  is  yet 
prepared  to  handle  a  significant 
quantity  of  orders  from  new  car¬ 
riers  to  switch  customers.  The 
FCC  called  the  meeting  to  exam¬ 
ine  RBOCs’  operations  support 
systems  (OSS),  which  include 
functions  such  as  automated  line 
assignment,  testing  and  billing. 

OSS  support  is  considered 
critical  because  LCI  and  many 
other  new  local  carriers  are  try¬ 
ing  to  enter  the  local  market  by 
reselling  RBOC  services  instead 
of  building  their  own  local  net¬ 
works.  Such  new  local  carriers 
say  they  must  have  access  to  a 
fully  electronic  OSS  interface 
with  the  wholesale  carrier. 

For  example,  Bingaman  said, 
Ameritech  Corp.’s  OSS  provides 


customer  service  records  in  what 
she  labeled  “free-form  text,” 
instead  of  a  standard  format,  and 
without  adequate  specifications 
and  documentation. 

In  addition,  Binga¬ 
man  charged,  Ameri¬ 
tech  takes  up  to  seven 
days  to  deliver  usage 
data  on  traffic  passing 
through  its  switches  for 
LCI  customers.  De¬ 
pending  on  the  billing 
cycle,  this  can  result  in  a 
substantial  delay  for 
LCI  customers  in 
receiving  their  call 
detail  reports.  “The 
customers  do  not  understand 
that  it  is  not  LCI’s  fault  that  items 
appear  on  their  bills  which  are 
two  months  old,”  Bingaman 
said. 

The  OSS  systems  are  also  sup¬ 
posed  to  enable  new  local  carri¬ 
ers  to  order  piece-parts  of  RBOC 
local  networks  —  known  as 
unbundled  network  elements 
(UNE)  —  to  help  carriers  that 


have  have  only  built  part  of  their 
local  networks.  But  the  RBOCs 
have  “no  track  record”  in  allow¬ 
ing  alternate  carriers  to  order 
UNEs  through  their  OSS  sys¬ 
tems,  Bingaman  said. 

Not  everyone  agreed  that  the 
FCC  should  issue  yet  more  tele¬ 
communications  reform  rules  to 
solve  any  OSS  problems.  “The 
relationship  between  carriers 
should  be  contractual,  not  regu¬ 
latory,”  said  Kathryn 
Brown,  associate  admin¬ 
istrator  of  the  Na¬ 
tional  Telecommunica¬ 
tions  and  Informa¬ 
tion  Administration,  a 
branch  of  the  U.S. 
Department  of  Com¬ 
merce. 

Ameritech  Assistant 
General  Counsel  John 
Lenahan  said  his  com¬ 
pany  would  be  happy  to 
negotiate  performance  levels, 
but  the  FCC’s  role  should  be  lim¬ 
ited  to  comparing  the  level  of  ser¬ 
vice  an  RBOC  provides  to  new 
carriers  with  the  level  of  service  it 
provides  to  its  own  customers. 

That  is  not  enough,  accord¬ 
ing  to  Bingaman.  “We  need  die 
commission  to  step  in  and  set 
performance  standards,”  she 
said.  ■ 


LCI  Senior  Vice 
President  Bingaman 


New  service  tames  the  Internet  beast 


By  Denise  Pappalardo 

Cupertino,  Calif. 

Users  who  wear  several  hats  at 
their  small  to  midsize  business 
may  find  it  easier  to  plug  into  the 
Internet  with  a  new  Web  services 
package  from  Concentric  Net¬ 
work  Corp. 

The  company  last  week 
announced  ConcentricHost,  a 
bundled  Internet  access,  Web 
hosUng  service  that  includes  e- 
mail  accounts,  an  Internet 
domain  name  and  Web-based 
management  software. 

The  service  is  available  in 
three  flavors:  Home  Office, 
Small  Business  and  Premium. 
Each  package  offers  increasing 
levels  of  storage  space  for  Web 
content  or  additional  e-mail 
addresses  for  more  users. 

“The  services  are  designed 
for  businesses  that  do  not  have  a 
Web  presence,”  said  J.C.  Dill, 
Web  hosting  product  manager  at 
Concentric. 


Concentric  has  also  stream¬ 
lined  billing  by  sending  a  single, 
itemized  bill  for  all  the  services 
they  use  at  a  fixed  monthly  rate. 

Crowded  house 

Concentric  is  not  the  first 
company  to  offer  this  type  of 
integrated  offering. 

Netcom  On-Line  Communi¬ 
cation  Services,  Inc.,  earlier  this 
year  announced  a  similar  service 
that  also  offers  users  a  single  bill 
for  multiple  Internet  services. 
Netcom’s  service,  however,  costs 
more  than  Concentric’s  Pre¬ 


mium  service.  But  Netcom’s  ser¬ 
vice  includes  additional  Web  site 
storage  (see graphic). 

Web-based  management 
tools  are  one  of  the  fundamental 
parts  of  bundled  Internet  access 
and  Web  hosting  services,  said 
Dan  Taylor,  senior  analyst  at 
Aberdeen  Group,  Inc.,  a  Boston- 
based  consultingfirm. 

Concentric’s  Domain  Admin¬ 
istration  Web-based  manage¬ 
ment  software  lets  users  add  or 
drop  e-mail  accounts,  change 
the  amount  of  Web  storage  space 
they  use  and  review  old  or  cur¬ 


rent  bills  in  real  time,  all  from 
their  desktops. 

Companies  that  use  Web  host¬ 
ing  services  still  want  to  conuol 
their  content  and  their  users’ 
accessibility  to  that  content,  Tay- 
lorsaid. 

WNEM,  a  television  station  in 
Saginaw-Flint,  Mich.,  chose  the 
bundled  service  simply  for  the 
convenience  it  offers,  said  Ryan 
Renz,  reporter  and  system  man¬ 
ager  at  WNEM. 

It  is  much  easier  and  less 
expensive  to  work  with  Concen¬ 
tric  than  to  set  up  a  Web  hosting 
and  associated  e-mail  system  in- 
house,  Renz  said. 

©Concentric:  (800)  939-4262 


GIFT-WRAPPED  INTERNET  PACKAGES 

ConcentricHost  service  offers  users  Web  hosting  and  Internet  access  service  packages  in  three  flavors. 


ConcentricHost 
service  option 

E-mail 

accounts 

...- .  --  -  .  .  . 

Web  site 
storage  space 

Web  site  traffic 
per  month 

Dial-up  Internet 
access 

Monthly 

rates 

Home  Office 

5 

5M  bytes 

300M  bytes 

200  hours  per  month 

$29.95 

Small  Business 

5 

10  M  bytes 

300M  bytes 

200  hours  per  month 

$39.95 

Premium 

10 

30M  bytes 

1.000M  bytes 

200  hours  per  month 

$59.95 
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Once,  choosing  a  browser  was  a  no-brainer. 
Now  it’s  a  strategy. 


When  you  put  Microsoft*  Internet  Explorer  3 
on  everyone’s  desktop,  you  unify  your  intranet 
around  one  browser,  optimized  for  each 
platform,  bringing  you  more  content  and  more 
control.  And  as  you  put  your  strategy  into 
place,  you  can  already  see  where  it’s  going: 
Internet  Explorer  4. 


That’s  when  the  active  desktop  arrives,  where 
applications,  communications  and  the  known 
universe  merge  on  one  window.  When  you  can 
push  your  own  channels  of  critical  business 
information  straight  to  every  user’s  desktop. 
Adding  management  tools  and  communication 
capabilities  that  don’t  even  have  buzzwords  yet. 
There’s  nothing  amorphous  about  the  future. 
Internet  Explorer  3  is  going  to  take  you  straight 
to  Internet  Explorer  4.  So  go  to  www.microsoft. 
com/ie/  and  launch  your  strategy. 


Where  do  you  want  to  go  today?® 


www.microsoft.com/ie/ 


©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  the  Microsoft  Internet  Explorer  logo  is  a  trademark  of  Microsoft  Corporation. 


Carriers  &  ISPs 


A  Bell  lends  an  ear;  FCC  seeks  someone  to  steer 


O  couple  of  hot  topics  promise  to 
make  the  summer  sizzle. 

Last  month,  several  hundred  large 
Southwestern  Bell  Corp.  customers 
showed  up  in  Houston  —  at  the  carrier’s 
invitation  —  for  an  event  dubbed  Focus 


’97.  The  first  of  its  kind  in  the  region,  the 
event  was  designed  for  carrier  execs  to 
meet  with  their  most  important  custom¬ 
ers  to  lay  out  future  plans  and  get  critical 
feedback. 

The  results  were  a  mixed  bag,  accord¬ 


ing  to  participants.  On  the  one  hand, 
many  users  noted  an  improvement  over 
the  past  year  in  some  areas  where  South¬ 
western  Bell  has  been  notoriously  weak. 

On  the  other  hand,  many  customers 
took  the  carrier  to  task  for  ongoing 


service  problems. 

The  point  was  Southwestern  Bell  was 
finally  listening  to  concerns  of  big  users. 
Now  suppose  Southwestern  Bell  parent 
SBC  Communications,  Inc.  merges  with 
AT&T.  Will  that  help  the  listening  process 
or  hinder  it? 

So  far,  reports  of  the  AT&T/SBC 
merger  talks  have  gone  over  like  a  lead 
balloon  with  users,  despite  the  potential 
local  and  long-distance  synergies  in  SBC 
states  such  as  Texas  and  California. 

Could  it  be  because  users  figure  that 
after  such  a  megamerger,  Southwestern 
Bell  and  Pacific  Bell  executives  would  be 
spending  more  time  listening  to  the  inter¬ 
nal  rumor  mill  for  signs  of  the  inevitable 
corporate  upheaval  than  they  would 
spend  listening  to  them? 

Wanted:  New  FCC  chairman 

Four  candidates  have  emerged  to  suc¬ 
ceed  Reed  Hundt  as  chairman  of  the  Fed¬ 
eral  Communications  Commission,  and 
only  one  of  them  appears  to  have  the  right 
stuff. 

•  Current  FCC  General  Counsel  Wil¬ 
liam  Kennard  is 
credited  with 
improving  the 
FCC’s  record  in 
beating  back 
court  challenges 
to  its  rules.  But 
that’s  only  if  you 
look  at  it  on  a 
percentage  ba-sis.  On  all  the  big  issues, 
the  FCC  keeps  losing  in  court. 

•  Former  White  House  Deputy  Gen¬ 
eral  Counsel  Kathleen  Wallman  has  a  shot 
because  she  once  ran  the  FCC’s  Common 
Carrier  Bureau.  But  that’s  a  revolving- 
doorjob,  hardly  adequate  training  for  the 
rigors  of  steering  the  nation’s  communi¬ 
cations  policy. 

•  Private  attorney  Ralph  Everett  is 
being  pushed  by  Sen.  Ernest  Hollings  (D- 
S.C.)  because  Everett  once  served  on  the 
staff  of  the  Senate  Commerce  Committee. 
But  in  private  practice,  Everett  currendy 
represents  several  of  the  Baby  Bells.  Now 
that  doesn’t  seem  to  be  the  ticket,  does  it? 

•  By  contrast,  current  FCC  Commis¬ 
sioner  Susan  Ness  took  a  different  route  to 
the  FCC.  While  almost  all  the  other  law¬ 
yers  who  get  to  the  FCC  come  out  of  the 
government  or  lobbyist  law  firms,  Ness 
was  a  senior  communications  lender  for  a 
major  regional  bank.  As  a  banker,  she 
developed  a  natural  aversion  to  vendor 
hype,  since  borrowers  had  to  prove  their 
technological  predictionswith  dollars. 

Ness  habitually  takes  a  realistic  view  of 
the  difficulty  of  opening  up  markets  and 
the  likely  effect  of  FCC  rulings.  That 
would  be  a  refreshing  change  from 
Hundt’ s  insufferable  self-importance. 

It’s  a  tough  job,  but  as  usual  in 
Washington,  they’re  lining  up  at  the  gates 
to  do  it.  Ness  appears  to  be  the  one  with 
the  best  background  to  actually  make  a 
difference. 

Rohde  is  Network  World  Senior  Editor  of 
Carriers  &  ISPs.  He  can  be  reached  at  david_ 
rohde@nww.  com. 


NEXT  GENERATION  MESSAGING 

Capitalizing  on  Internet  &  Client/Server  E-mail 


Enterprises  across  the  world  are  eager  to 
capitalize  on  Internet  and  client/server 
E-mail  as  a  universal  infrastructure  utility 
for  supporting  vital  groupware  and  elec¬ 
tronic  commerce  applications.  However, 
neither  monolithic  proprietary  mail  systems 
nor  yesterday's  shareware  mail  packages 
can  successfully  support  high-volume,  mis¬ 
sion-critical  applications  on  your  Intranet, 
Extranets,  or  the  Internet  at  large. 

Internet  and  client/server  messaging  sys¬ 
tems  are  based  on  proven  yet  dynamically 
evolving  standards.  Thanks  to  the  wide 
acceptance  of  the  standards,  intense  user 
demand,  and  strong  vendor  leadership 
programs,  Internet  and  client/server  mail 
products  are  becoming  more  robust  and 
flexible.  Through  the  smart  deployment  of 
messaging  products  that  add  value  in  the 
areas  of  standards,  security,  directory, 
management,  and  applications  integration, 
enterprises  can  build  sustained  competitive 
advantage  in  a  cost-effective  manner. 

Next  Generation  Messaging  will  help 
you  decide  what  services  you  need  from 
client/server  Internet  messaging,  and  what 
benefits  your  company  can  expect  from 
upgrading  to  the  latest  standards 


Presented  by  Daniel  Blum,  Rapport  Communication 


6  BENEFITS 


i»ia 


ATTENDING! 


1 .  Anticipate  and  profit  from 
key  Internet/Intranet 
next  generation  messaging 
trends 

2.  Leverage  open  POP3/IMAP4 
and  LDAP  access  protocols 

3.  Configure  a  robust 
SMTP/MIME  infrastructure 

4.  Understand  major  vendors' 
messaging  product  pro¬ 
grams,  and  how  to  manage 
and  maximize  your  invest¬ 
ment  in  these  offerings 

5.  Harness  the  messaging 
infrastructure  for  web- 
based  mail  and  collabora¬ 
tive  applications 

6.  Plan  directory  integration 
using  LDAP,  X.500,  and 
meta-directories 


7.  Practice  "safe  messaging" 
using  PGP  or  S/MIME 

8.  Assess  "do's  and  don’ts” 
message-based  electronic 
commerce 

9.  Analyze  vendor  product 
positioning 

10.  Evaluate  Internet  service 
provider  (ISP)  messaging 
connectivity  or  manage¬ 
ment  support  for  small, 
mid-sized,  and  large 
enterprises 

11.  Understand  and  take 
advantage  of  different 
product/service  pricing 
structures 

12.  Follow  best  practices  for 
messaging  administration, 
help  desk,  and 
management 


13.  Use  proven  methodologies 
for  planning  strategy, 
migration,  procurement, 
and  deployment 

14.  Define  performance  mea¬ 
sures  and  service  level 
expectations  to  maximize 
end  user  satisfaction 

15.  Master  the  intricacies  of 
interconnecting  standards- 
based  and  legacy  messag¬ 
ing  systems  through 
gateways 

16.  Time-saving  tips  and 
pointers  to  valuable 
messaging  information 
resources 


and  technologies.  You  will  learn  how, 
when,  and  why  to  deploy  products 
supporting  new  standards  like  Multi¬ 
purpose  Internet  Mail  Extensions  (MIME), 
Internet  Message  Access  Protocol  4 
(IMAP4),  Extended  Simple  Mail  Transfer 
Protocol  (ESMTP),  and  the  Lightweight 
Directory  Access  Protocol  (LDAP). 

This  seminar,  taught  by  Daniel  Blum  of 
Rapport  Communication,  a  leading  expert 
in  messaging,  will  also  cover  best  practices 
for  evaluating  and  selecting  messaging 
products,  lowering  cost  of  ownership, 
migrating  from  legacy  mainframe  or  LAN 
E-mail  systems  to  client/server  messaging 
systems,  and  sending  information  securely 
over  the  Internet.  It  covers  tricky  deploy¬ 
ment  issues,  such  as  how  to  use  mailing 
lists,  message  switching  backbones,  X.500, 
directory  synchronization,  and  mail 
monitoring  software. 

Next  Generation  Messaging  will 
provide  you  with  the  information  and 
insight  necessary  to  more  efficiently  and 
effectively  implement  and  manage  your 
messaging  infrastructure. 


REGISTER  AND  YOU  WILL  RECEIVE 


■  Comprehensive  Seminar  Workbook 

■  Exclusive  Network  World  Resource  CD-ROM 

n  Free  3-month  trial  subscription  to  Rapport  Messaging 
Review,  the  premier  industry  newsletter  covering  the  business 
and  technology  of  electronic  messaging 

■  Luncheon  and  break  refreshments 

B  All  of  the  above  included  in  your  $450  registration  fee 


Note:  If  you  can't  attend,  call  us  and  order  this  informative  and  useful 
attendee  materials  kit  for  just  $991 


DATES  &  LOCATIONS 

5/29/97  New  York,  NY 

6/11/97  Washington,  DC 

6/3/97  Irvine,  CA 

6/24/97  Chicago,  IL 

6/4/97  San  Francisco,  CA 

6/25/97  Atlanta,  GA 

6/5/97  Seattle,  WA 

7/22/97  Philadelphia,  PA 

6/10/97  Boston,  MA 

7/23/97  Dallas,  TX 

If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 


Dial  Our  1  -fltH  J  Information  Line  at  | 

1  -800-756-9430 

for  a  complete  seminar 
outline  and  registration  form. 

When  prompted,  request  document  #70. 


1-800-643-4668 

Register  today  for 
the  seminar  nearest  you! 


Web/E-mail 


_ _ |  Information 

Obtain  full  seminar  information  and  register  on-line  in  the 
Seminars/Events  section  on  Network  World  Fusion. 

www.nwfusion.com 

OR 

send  a  request  to 

seminars@nww.com 

Please  put  the  word  “EMAIL"  in  the  subject  field. 


Sponsored  by: 


.A.ISOCOFT 

TQB^ALL 

EnM/prii*  Fan  A  Mttiogmg  Solutions 


WILTEK 


Lotus 


fPlflSO  In  Association  with 

IFCW 


CORPORATION 
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Briefs 


■  Marc  Andreessen,  senior 
vice  president  of  technology  and 
cofounder  at  Netscape  Com¬ 
munications 
Corp.,  has  dis¬ 
closed  that  the 
company  plans 
to  set  up  a  devel¬ 
opment  center 
near  rival 
Microsoft 
Corp.  ’,s  headquarters  in  Redmond, 
Wash.,  specifically  to  attract 
Microsoft  developer  talent. 

Andreessen,  in  an  interview 
with  Computerworld  Hong  Kong, 
said  Netscape  has  had  difficulty 
attracting  Microsoft  developers  to 
Silicon  Valley,  where  housing  costs 
are  high  and  traffic  can  be  a 
nightmare. 

■  3Com  Corp.  has  launched  the 
intranet  Solutions  Center 
(ISC),  an  online  resource  and 
consulting  tool  for  network  man¬ 
agers  deploying  intranets. 

The  ISC  is  organized  in  three 
modules:  Intranet  Advisor,  which 
includes  an  interactive  Q&A  and 
an  intranet  system  design  and 
support  guide;  Intranet  Univer¬ 
sity,  a  compilation  of  information 
from  analysts,  the  press  and 
intranet  users;  and  Intranet 
Building  Blocks,  an  online  direc¬ 
tory  of  intranet  product  and  ser¬ 
vice  vendors. 

Users  can  access  the  ISC free  at 
www.  3Com.  com/isc. 

■  IP  Multicast  vendor  Precept 
Software,  Inc.,  of  Palo  Alto, 
Calif,  last  week  announced  soft¬ 
ware  that  allows  PC  users  to  view 
broadcasts  on  the  Multicast  Back¬ 
bone  (MBone). 

The  product,  anMBone- 
specific  version  of  Precept’s  IP/TV 
Viewer  client  software,  is  being 
offered  to  users  in  the  academic 
and  research  communities.  It  fea¬ 
tures  a  program  guide,  video 
server  and  viewer.  The  software 
can  be  downloaded  from  Precept’s 
Web  site  ( www.precept.com ) for 
$39.95. 

©  Precept:  (415)  845-5200 


Covering:  Messaging  •  Groupware  •  Databases 1 
Multimedia  •  Electronic  Commerce  •  Security 


SilverStream  makes  a  splash  with 
Java-based  Web  applications  platform 


By  Chris  Nerney 

Burlington,  Mass. 

David  Litwack  remembers 
how  hard  it  was  in  the  late  ’80s 
to  sell  IT  shops  on  his  com¬ 
pany’s  client/server  develop¬ 
ment  tools. 

“It  was  missionary,”  said  the 
former  president  of  Powersoft 
Corp.  “We  had  to  convince 
[companies]  that  PCs  and  Win¬ 
dows  were  appropriate.” 

This  time  around,  things  may 
be  easier  for  Litwack.  He  thinks 
the  market  is  ready  for  the  Java- 
based  Web  application  platform 
that  his  new  company,  Silver- 
Stream  Software,  Inc.,  plans  to 
release  this  fall. 

“Executive  management 
loves  the  Web,”  said  Litwack, 
Silverstreams’s  president  and 
CEO. 

Nevertheless,  SilverStream 
will  be  entering  a  highly  compet¬ 
itive  market.  Large  vendors  such 
as  Microsoft  Corp.  and  Lotus 
Development  Corp.,  as  well  as 
start-ups  such  as  HAHT  Soft¬ 
ware,  Inc.  and  Wallop  Software, 
Inc.,  all  have  Web  application 
development  tools. 


But  Litwack  said  Silver- 
Stream’s  platform  is  more  com¬ 
prehensive  than  those  of  its 
competitors  because  it  allows 
companies  to  create  and  run 
sophisticated  Java-based  busi¬ 
ness  applications,  such  as  con¬ 
tact  tracking,  order  processing 
and  sales  force  automation. 

“Most  of  our  competitors 
have  point  products,”  he  said. 
“They  don’t  have  a  whole  envi¬ 
ronment.” 

The  more  the  merrier 

Market  analyst  Ezra  Gottheil 
at  Hurwitz  Group  in  Newton, 
Mass.,  called  SilverStream’s  plat¬ 
form  “a  good,  solid,  thoughtful 
design,”  adding  that  HAHT’s 
HAHTsite  2.0  also  is  a  compre¬ 
hensive  Web  applications  plat¬ 
form  that  relys  on  Java.  Still, 
Gottheil  said,  the  Web  develop¬ 
ment  tool  market  easily  is  big 
enough  for  many  competitors. 

SilverStream’s  platform  con¬ 
sists  of  an  application  server  and 
an  object-oriented  designer  for 
building  database  tables,  Web 
pages  and  business  forms.  It 
includes  client-  and  server-side 


Java  code,  relational  database 
technology,  an  HTML  editor 
and  software  agents  that  can 
push  information  to  desktops. 

By  storing  everything  on  the 
database,  Litwack  said,  Silver- 
Stream  enables  users  to  manage 
all  aspects  of  the  Web  site  —  rela¬ 
tional  data,  Web  pages,  dynamic 
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SilverStream’s  Web  applications  platform  allows  users  to 
create  customized  Java-based  business  applications. 


content  and  business  logic  — 
within  the  context  of  a  database 
on  the  server. 

About  60  companies  are  test¬ 
ing  a  beta  version  of  the  product, 


said  Litwack,  who  joined  Silver- 
Stream  in  April  after  leaving  his 
post  as  executive  vice  president 
of  Sybase,  Inc.’s  Powersoft  Divi¬ 
sion.  Sybase  bought  Powersoft  in 
1994. 

SilverStream  was  founded  a 
year  ago  by  Chairman  David 
Skok,  former  CEO  of  imaging 
software  vendor  Watermark  Soft¬ 
ware,  Inc. 

Show  me  the  money 

According  to  Litwack,  Silver- 
Stream  has  just  finalized  a  sec¬ 
ond  round  of  financing,  raising 
$8  million  from 
founders  and  ven¬ 
ture  capital  firms 
Matrix  Partners 
and  North  Bridge 
Venture  Partners. 

The  company’s 
Group  Starter 
Pack,  which  in¬ 
cludes  an  object- 
oriented  visual  de¬ 
velopment  tool,  an 
application  server 
license  and  con¬ 
nections  for  up  to 
10  users,  will  cost 
$5,995.  An  individ¬ 
ual  pack  will  cost 
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$495.  Additional  designer  com¬ 
ponents  can  be  downloaded  free 
atwww.silverstream.  com. 

©  SilverStream:  (617)  238- 
5400 


Wyse  cuts  cord  for  thin  client 


By  John  Cox 

San  Jose,  Calif. 

“Windows  unplugged” 

might  be  a  better  name  than 
“Winterm  Wireless  2930”  for 
what  seems  to  be  the  first  wireless 
Windows  terminal. 

The  so-called  thin-client 
device,  which  is  being  an¬ 
nounced  by  Wyse  Technology, 
Inc.  this  week,  is  linked  via  radio 
to  a  LAN-based  server  running 
Windows  applications.  End 
users,  such  as  doctors  in  examin¬ 
ing  rooms  or  warehouse  inven¬ 
tory  control  workers,  can  carry 
the  3.4-pound,  handheld  termi¬ 
nal  from  location  to  location, 
with  instant  access  to  Windows 
applications  and  data. 

Right  Systems,  Inc.,  a  systems 
integrator  in  Tumwater,  Wash., 
has  built  two  pilot  systems  using  a 
beta  version  of  the  wireless  ter¬ 


minal.  “Most  people  want  to 
know  how  we  can  deliver  Win¬ 
dows  applications  to  a  terminal 
[instead  of  a  full-blown  PC],” 
said  Craig  Sanders,  a  senior  sys¬ 
tems  engineer  with  the  com¬ 
pany.  “We  tell  them  that 
everything  runs  on  the  server, 
and  you  pump  out  just  the 
graphics  displays  over  the  net¬ 
work  to  the  device.” 

One  pilot,  for  a  medical 
clinic,  lets  examining  doctors 
access  a  custom  Windows-based 


diagnostic  application  from  a 
patient’s  bedside. 

The  Winterm  2930  device 
accesses  a  LAN  via  the  required 
Proxim  RangeLAN  radio  link 
from  Proxim,  Inc.  of  Mountain 
View,  Calif.  The  Proxim  radio 
connects  to  the  LAN  via  lOBase- 
T.  Inside  the  terminal  is  Cruise 
Technologies,  Inc.’s  CruiseCon- 
nect  software,  which  substitutes 
for  an  operating  system  in  wire¬ 
less  devices. 

The  terminal  also  uses,  as  do 
Wyse’s  standard  PC-based  Win- 
terms,  client  software  that  inter¬ 
acts  with  Citrix  Systems,  Inc.’s 


WinFrame  multiuser  version  of 
Windows  NT,  running  on  an 
Intel  Corp.  server.  WinFrame  is 
the  required  server  that  hosts 
Windows  applications  for  the 
wireless  terminal. 

It’s  in  the  details 

The  Winterm  Wireless  2930, 
the  first  in  a  new  family,  has  the 
following  specifications:  an  8.5- 
inch  passive  dual-scan  color  LCD 
panel  with  16  colors,  keyboard 
interface  and  serial  port.  The  list 
price  is  $3,399  per  terminal.  The 
WinFrame  server  and  Proxim 
radio  link  are  sold  separately. 

Wyse  also  announced  remote 
administration  software  for  the 
entire  Winterm  line.  The  new 
software,  due  out  diis  month, 
lets  administrators  manage 
thousands  of  Wintenns.  The 
software  is  priced  at  $1,195  for 
each  site,  with  up  to  75  users 
per  site. 

©Wyse:  (800)  438-9973 


WINDOWS  WITHOUT  WIRES 

A  new,  handheld  terminal,  the  Wyse 
Winterm  Wireless  2930.  lets  end  users 
connect  via  radio  to  Windows  applications 
running  on  networked  servers.  Using  this 
thin-client  approach,  doctors,  warehouse 
workers  and  other  end  users  constantly  on  the 
move  can  enter  or  access  data  and  applications. 
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intCast  begins  hunt  for  CEO 


By  Caro!  S!!wa 
Santa  Clara,  Calif. 

Push  pioneer  PointCast,  Inc. 
last  week  introduced  manage¬ 
ment  tools  and  an  updated  cli¬ 
ent,  but  the  news  was  over¬ 
shadowed  by  the  company’s 
acknowledgment  that  it  has 
begun  searching  for  a  new  chief 
executive  officer. 

Preparing  for  its  anticipated 
initial  public  offering  (IPO), 
PointCast  is  looking  to  replace 
34-year-old  company  founder 
Chris  Hassett  as  CEO  with  a 
more  seasoned  executive.  Has¬ 
sett  will  stay  on  as  chairman. 

Conducting  the  search  will  be 
Ramsey/Beirne  Associates, 
Inc.’s  David  Beirne,  who  has 
helped  companies  such  as  Net¬ 
scape  Communications  Corp. 
and  Novell,  Inc.  find  chief 
executives. 

Under  Hassett’s  five- 
year  stewardship,  Point¬ 
Cast  grew  to  265  em¬ 
ployees  and  got  more 
than  one  million  Inter¬ 
net  users  to  try  its  soft¬ 
ware,  which  deliver 
news  updates  to  the 
desktop  when  the  view¬ 
er’s  screen  is  idle. 

“Chris  has  done  a 
good  job,  and  we’re  not  making 
this  change  to  get  somebody 
who’s  just  good.  We’re  getting 
somebody  who’s  got  to  be 
great,”  said  Jonathan  Feiber,  a 
member  of  PointCast’s  board  of 
directors  and  a  general  partner 
at  venture  capital  firm  Mohr 
Davidow  Ventures  in  Menlo 
Park,  Calif.  “The  company’s 
really  pushing  to  grow  as  quickly 
as  it  can  and  to  expand.” 

The  move  will  dovetail  with 
thecompany’s  IPO  plans,  aswell. 


PointCast  recently  brought  in  a 
new  chief  financial  officer,  Phil 
Koen,  who  led  Etec  Systems,  Inc. 
through  its  IPO. 

“If  it  makes  sense  to  do  [the 
IPO]  this  year,  then  it  could  be 
this  year,”  Feiber  said.  “We  just 
don’t  know  for  certain  whether 
it’ll  be  thisyearor  next.” 

On  the  product  front 

PointCast  also  announced 
three  new  tools  —  Corporate 
Broadcast  Manager,  Caching 
Manager  and  Administrator  — 
that  will  help  companies  custom¬ 
ize  and  manage  the  broadcast  of 
internal  corporate  information 
and  external  news  via  any  stan¬ 
dard  Web  server. 

With  Corporate  Broadcast 
Manager,  a  company  can  de¬ 
liver  content  from  intranet  Web 
servers,  corporate  data¬ 
bases  and  Lotus  Devel¬ 
opment  Corp.’s  Notes 
applications  through  a 
private  channel. 

The  Caching  Man¬ 
ager  lets  administrators 
manage  the  external 
information  that  is 
pushed  through  their 
corporate  firewalls. 
And  the  new  Adminis¬ 
trator  lets  network  managers 
configure  PointCast  installations 
for  their  employees  as  well  as 
control  content  that  is  broadcast 
over  their  private  channel. 

The  tools,  which  are  free,  will 
be  available  this  summer  for  beta 
testing  on  Windows  95  and  Win¬ 
dows  NT. 

Caching  Manager  releases  for 
HP-UX  and  Solaris  will  follow 
later  this  year. 

The  tool  set  replaces  the  exist¬ 
ing  PointCast  I-Server  that  com- 
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panies  used  to  broadcast  inter¬ 
nal  news  to  employees  via  the 
PointCast  Network.  I-Server, 
which  sold  for  $995,  will  now  be 
available  for  free. 

The  beta  of  the  company’s 
new  client,  PointCast  Network 
2.0,  also  can  be  downloaded  free 
atwww.pointcast.com. 

Change  the  channel 

The  new  and  faster  32-bit  cli¬ 
ent  supports  open  Web  broad¬ 
casting  via  a  new  “super¬ 
channel”  called  PointCastCon- 
nections,  which  lets  any  Web  site 
broadcast  its  content  through 
the  PointCastNetwork. 

The  client  runs  on  Windows 
95  and  NT  and  features  na¬ 
tive  integration  with  Microsoft 
Corp.’s  Internet  Explorer  Web 
browser. 

It  also  supports  Netscape’s 
Navigator  browser. 

A  16-bit  Windows  3.1  edition 
is  due  later  this  month. 

The  Cupertino,  Calif.,  com¬ 
pany  also  released  a  beta  of  a 
content  creation  tool,  PointCast 
Studio,  that  lets  companies  build 
animated  commercials  and  cus¬ 
tomized  screens  that  appear 
whenever  the  user’s  computer  is 
idle. 

An  Added  Control  client,  also 
due  this  summer  for  beta  testing, 
will  let  companies  screen  out 
advertising.  ■ 


Prolific  gives  Java  clients  access  to  Web  apps 


By  John  Cox 

New  York 

Prolifics  is  readying  a  version 
of  its  development  tool  kit 
that  can  be  used  to  build 
Web-based  transaction  applica¬ 
tions  accessible  via  Java-based 
desktops. 

Until  now,  users  could  only 
download  HTML  pages  via  Web 
browsers  from  servers  running 
applications  designed  with  Pro¬ 
lifics  software. 

The  new  release,  Pr  olifics  Ver¬ 
sion  3.0,  will  be  able  to  detect  if 
an  end  user’s  browser  supports 
Java,  and  if  so,  download  a  new 
Java  applet  to  the  browser.  The 


applet  will  create  and  maintain 
links  to  network  applications 
built  with  the  Prolifics  tools.  The 
applet  will  use  services  provided 
by  Prolifics  software. 

The  applet  also  includes  code 
to  coordinate  changes  made  to 
databases  through  a  version  of 
BEA  Systems,  Inc.’s  Tuxedo  TP 
monitor,  which  is  part  of  the  Pro¬ 
lifics  server. 

JDK  support 

The  Prolifics  release  will  sup¬ 
port  Version  1.1  of  JavaSoft, 
Inc.’s  Java  Development  Kit 
(JDK),  said  Frank  Vafier,  presi¬ 
dent  of  Prolifics,  a  subsidiary  of 


JYACC,  Inc.  This  JDK  features 
improved  graphics  handling, 
enhanced  security  and  the  Java- 
Beans  component  model. 

Also  new  will  be  a  pub¬ 
lish/subscribe  agent,  which  is 
code  that  allows  transactions 
started  by  one  client  to  be  passed 
or  pushed  to  another  as  part  of  a 
workflow. 

Prolifics  3.0  will  run  on 
SunOS  4.X,  Windows  NT  and 
Solaris,  as  well  as  on  other  Unix 
platforms  in  October.  Prolifics 
will  keep  the  price  of  its  software 
the  same;  it  starts  at  $35,000  for  a 
five-developer  system. 

©Prolifics:  (212)  267-7722 


Intranet  management: 
One  size  doesn’t  fit  all 


By  Ellen  Messmer 

Web  servers  have  mush¬ 
roomed  across  corporate  net¬ 
works  during  the  ’90s  like  LAN 
servers  spread  across  companies 
during  the  ’80s. 

And  just  as  MIS  departments 
were  confronted  with  whether 
they  should  centralize  LANs 
throughout  an  organi¬ 
zation  or  allow  each 
department  to  do  its 
own  thing,  network 
managers  today  are  try¬ 
ing  to  determine  the 
best  way  to  manage 
intranet  sprawl. 

“For  a  year,  we  went 
through  that  stage 
where  we  had  Web  PRC's  Wilson 
pages  all  over  the 
place,”  said  Harold  Wilson,  vice 
president  and  general  manager 
of  process  engineering  at  PRC, 
Inc.,  a  McLean,  Va.-based  gov¬ 
ernment  contractor.  “It  was  a 
mess.” 

More  than  100  Web  servers, 
with  contentgenerated  by  multi¬ 
ple  divisions,  sprang  up  almost 
overnight  across  PRC’s  back¬ 
bone  network.  The  uncoordi¬ 
nated  approach  —  togetherwith 
the  fact  that  Web  pages  fell  into 
neglect  when  the  novelty  wore 
off  for  Web  authors  —  con¬ 
vinced  Wilson  and  Cora  Car- 
mody,  PRC’s  chief  information 
officer  and  intranet  team  leader, 
to  put  a  stop  to  the  Web  anarchy. 

Wilson  said  PRC  began  an 
effort  to  create  a  common  look 
and  feel  to  its  pages.  ‘  ‘We  went  to 
individual  managers  and  said, 
‘Here’s  a  structure,  here’s  what 
you  can  do,’  ”  he  said.  “We  now 
have  six  official  Web  servers, 
managed  on  a  24-hour  basis,  for 
business-critical  applications.” 

“As  part  of  our  culture,  we 
naturally  evolve  toward  a  more 
collaborative  environment  and 
more  structure,”  Carmody  said. 
“Why  reinvent  the  wheel  on 
multiple  Web  servers?  We  can 
reuse  the  design  elements  so 
we  can  focus  on  Web  content 
creation.” 

PRC’s  MIS  division  organized 
training  sessions  to  teach  admin¬ 
istrative  staffers  how  to  post 
material  to  the  corporate  Web  as 
part  of  their  jobs.  About  40 
administration  personnel  now 
post  Web  page  updates. 

“Human  resources  at  PRC 
does  almost  everything  on  the 
Web,”  Wilson  said. 

Just  to  ensure  that  the  compa¬ 
ny’s  Web  environment  stays 


under  control,  the  MIS  staff 
occasionally  uses  a  network 
sniffer  to  check  for  renegade 
Websites. 

“This  is  not  like  the  Web 
gestapo,”  Wilson  emphasized. 
“It’s  on  a  collegial  level.” 

One  reason  for  keeping  a 
close  eye  on  Web  server  growth 
is  that  intranet  traffic 
can  have  a  big  impact 
on  network  traffic. 
PRC,  which  already  had 
T-3  links  between 
offices  in  the  Washing¬ 
ton,  D.C.  area,  has 
added  T-l  links  for 
offices  in  Nebraska, 
Pennsylvania  and  Colo¬ 
rado  mainly  because  of 
the  increased  volume  of 
Web-related  traffic. 

Other  companies,  such  as 
package  delivery  firm  DHL  Sys¬ 
tems,  Inc.,  are  taking  a  looser 
approach  to  intranet  manage¬ 
ment. 

“We  have  not  restricted  any¬ 
one  from  putting  up  a  Web 
server,”  said  Vanessa  Lea,  Inter¬ 
net  services  manager  at  DHL, 
which  operates  an  IP-based  net¬ 
work  spanning  220  countries. 
“It’s  a  local  management  deci¬ 
sion.  If  you  have  a  page,  just  let 
us  knowaboutit.” 

DHL  maintains  a  central 
intranet  page  that  advertises  and 
links  to  any  Web  server  within 
the  company,  though  there  are  a 
few  pages  and  sites  to  which 
access  is  restricted.  One  of  the 
most  important  uses  of  Web  serv¬ 
ers  at  DHL  is  to  let  end  users 
download  proprietary  desktop 
software  the  company  designed 
to  run  its  business. 

At  DHL,  the  MIS  department 
acts  like  a  consultant  when  it 
comes  to  managing  internal 
Web  sites.  For  instance,  it  helps 
departments  set  up  manageable 
Web  sites  by  recommending 
development  tools  that  have 
proven  useful,  such  as  Net¬ 
Objects,  Inc.’s  Fusion  tool  kit. 

DHL  demands  uniformity  in 
its  public  Web  servers  that  adver¬ 
tise  the  company’s  delivery  and 
package-tracking  services.  Dup¬ 
licate  Web  sites,  one  in  Burlin¬ 
game,  Calif.,  and  another  in 
London,  provide  redundancy 
and  load  sharing. 

With  DHL  Japan  and  DHL 
Australia  now  eager  to  set  up 
similar  public  Web  servers,  the 
company’s  Burlingame  office  is 
requiring  overseas  divisions  to 
toe  the  line.  ■ 
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'>I£T  INSIDER 

An  evil  empire  returns? 


The  common  enemy  of  the  human 
race  in  the  movie  The  President’s  Analyst 
was  an  organization  known  by  the  initials 
TPC.  This  sinister  organization  was  plot¬ 
ting  to  take  control  of  everyone  on  earth 
and  implant  electronics  in  all  newborn 
babies.  After  some  plot  twists,  it  turned 
out  that  TPC  was  The  Phone  Company. 

In  1967,  when  the 
movie  was  produced,  the 
idea  that  those  “people” 

(rent  the  video  to  under¬ 
stand  the  quotes)  were  try¬ 
ing  to  take  us  over  had  a 
ring  of  truth  to  it,  which 
made  the  idea  even  fun¬ 
nier. 

With  the  breakup  of 
Ma  Bell  and  competition 
creeping  in  for  many  old  government 
monopoly  post,  telegraph  and  telephone 
administrations,  much  of  this  feeling  has 
remained  unexpressed  in  the  past  few 
years.  But  the  rhetoric  may  be  starting  to 
reemerge. 

The  fact  that  there  has  been  no  compe¬ 
tition  for  local  phone  service  in  the  U.S. 


yet,  in  spite  of  last  year’s  telecommunica¬ 
tions  reform  act,  has  raised  die  general 
level  of  annoyance.  Now  some  people  are 
stardng  to  hint  at  global  conspiracies 
again.  One  example  can  be  found  at 
www.arl.wusd.  edu/~jst/TransPrice.html. 

The  Web  site’s  author,  Jonathan 
Turner,  made  an  assumption  that  the 
average  cost  of  fiber 
(including  the  fiber  itself, 
right  of  way  and  installa¬ 
tion)  is  $1,000  per  kilome¬ 
ter.  He  calculated  that 
carriers  are  charging  be¬ 
tween  10  and  100  times 
their  total  installation  cost 
per  year  for  fiber-based  ser¬ 
vices  such  as  155M  bit/sec 
ATM. 

The  implication  is  that  because  all  car¬ 
riers  seem  to  be  charging  about  the  same, 
there  must  be  some  sort  of  conspiracy  that 
can  only  be  corrected  by  reregulating  the 
telecommunications  industry. 

On  very  large  fiber  installations,  such 
as  Qwest  Communications  Corp.’s 
planned  13,000-mile  network  of  96-fiber 
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cables,  the  cost  seems  about  right.  Qwest 
is  spending  $1.4  billion  to  install  about  2 
million  kilometer  of  fiber  or  about  $700 
per  kilometer.  For  most  installations, 
which  are  far  smaller,  the  costs  will  be  far 
higher. 

In  any  case,  figuring  out  what  the  cost 
of  fiber-based  service  should  be  from  the 
cost  of  the  fiber  is  like  determining  the 
cost  of  a  college  education  based  on  the 
professor’s  salary  divided  by  the  average 
number  of  students  in  the  class.  There  are 
one  or  two  other  things  that  should  be  fig¬ 
ured  in. 

Even  if  the  cost  estimate  is  way  off,  what 
about  the  general  allegation  that  carriers 
are  charging  far  more  than  their  cost  for 
these  services?  Turner  points  out  that  the 
fee  structure  seems  to  be  set  by  multiply¬ 
ing  the  fees  for  low-speed  lines  by  the 
number  of  lines  that  could  fit  in  a  high¬ 
speed  one. 

But  I  think  he  missed  the  point  that  car¬ 


riers  fear  wiping  out  their  lower  speed  ser¬ 
vices  if  they  sell  a  few'  high-speed  lines  to 
someone  who  resells  services  or  to  a 
corporation  that  currently  buys  many 
lower  speed  lines. 

There  are  many  things  that  factor  into 
the  price  charged  for  a  service.  The  cost  of 
fiber  is  only  one  small  part.  Management, 
maintenance,  the  cost  of  money,  return 
on  investment  and  many  other  things  add 
into  it.  The  return  of  TPC  as  evil  empire 
reestablishes  a  comfortable  common 
enemy,  but  it  oversimplifies  a  complex 
problem. 

Disclaimer:  At  Harvard,  TPC  is  the 
Technology  Products  Center,  the  campus 
computer  store,  so  the  above  simplifica¬ 
tion  is  my  own. 

Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  via  the  Internet  at 
sob@harvard.edu. 


ON  Technology  stiffens  firewall  security 


By  Ellen  Messmer 

Cambridge,  Mass. 

ON  Technology,  Inc.  last  week 
announced  it  has  loaded  its  signature  fire¬ 
wall  product  with  new  security  features, 
including  URL  blocking,  user  authentica¬ 
tion  and  a  way  to  set  up  extranet  policies. 

ON  Guard  Firewall  2.1 ,  a  free  upgrade 
for  current  customers,  will  enable  compa¬ 
nies  to  make  inappropriate  external  Web 
sites  off-limits  to  employees.  The  software 
will  allow  companies  to  block  specified 
URLs. 

Version  2.1  also  is  designed  to  authen¬ 
ticate  remote  users,  such  as  sales  or  engi¬ 
neering  personnel,  through  dynamic 
password  protection  based  on  Remote 
Authentication  Dial-In  User  Service  and 
the  Challenge  Handshake  Authen¬ 
tication  Protocol.  To  take  advantage  of 
this  feature,  remote  users  have  to  install 
the  company’s  new  ON  Guard  User 
Authentication  software,  which  is  avail¬ 


able  for  Windows  95  and  Windows  NT  cli¬ 
ents  and  servers. 

To  provide  secure  access  to  Web  serv¬ 
ers  for  trading  partners,  ON  Technology 
has  added  support  for  the  56-bit  Data 
Encryption  Standard  as  well  as  the  IP 
Security  standard,  which  lets  trading  part¬ 
ners  identify  each  other  through  X.509 
digital  certificates. 

The  new  functionality  in  ON  Guard 
Firewall  2.1  will  let  corporations  maintain 
private  and  public  Web  servers  directly  be¬ 
hind  the  same  firewall,  said  Phil  Neray, 
ON  Technology’s  director  of  product 
marketing. 

“The  firewall  looks  at  every  single 
packet  coming  through  the  firewall, 
checking  where  the  packet  is  coming 
from  and  where  it’s  allowed  to  go,”  Neray 
said.  “The  key  enhancement  here  is 
being  able  to  set  up  separate  security 
policies.” 

©ON Technology:  (617)  374-1400 
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The  Prominet  P550™ 

Cajun™  Switch  is  the  highest 
capacity  Gigabit  Ethernet 
switch  available.  Now  campus 
LAN  managers  can  migrate 
networks  and  backbones  to 
gigabit  speeds  without  distress. 

A  Ragin’  Recipe.  The  P550 
Switch  has  a  spicy  blend  of  41.6  Gbps 
on  the  backplane,  unique  OpenTrunk 
VLAN  interoperability,  extensive  fault  tolerance  and 
CoS/QoS  support,  all  in  a  high-density  package.  This 
means  more  bandwidth,  no  bottlenecks,  better 
manageability  and  dependable  multimedia  support. 

Chock  Full.  At  two  to  three  times  the  capacity  of 
any  other  gigabit  switch  (41.6  Gbps  backplane,  20.8 
Gbps  throughput),  the  P550  fits  into  10.5"  of  rack  space 
while  switches  with  less  performance  require  double  or 
triple  the  space  and  cost  more. 


The  Big  Easy.  Integration 
of  10/100/1000  Mbps  speeds 
with  various  modules  lets  users 
allocate  bandwidth  where  needed. 
Six  payload  slots  scale  from 
workgroup  to  multithousand- 
node,  multimedia-rich  campus 
backbone  requirements. 

Zesty  Multilayer  Switching. 

The  P550  is  designed  for  multilayer 
switching  that  scales  to  more  than  10  million  packets  per 
second.  A  simple  module  swap  will  provide  Layer  3 
switching  for  IP  and  IPX  routing. 

Hot  Stuff.  To  learn  more  about  the 
first  in  a  family  of  hot  switching 
products  from  Prominet,  point  your 
Web  browser  to: 
www.prominet.com/info/. 


Prominet 


Gigabit-Scaled 
Campus  Networking 


Prominet  Corporation  100  Nickerson  Road  Marlborough,  MA  01752  Tel:  508-303-8885  Fax:  508-303-8161  Web:  www.prominet.com 

©1997  Prominet  Corporation.  All  rights  reserved.  Prominet,  the  Prominet  logo,  P550,  Cajun,  Gigabit-Scaled  Campus  Networking  and  OpenTrunk  are  trademarks  of  Prominet  Corporation. 


Imagine.  A  network  where  everything  is  visible.  Where  you  can  see  an  applications 
view  of  network  performance.  Where  you  can  identify  application  response  time  during 
specific  time  intervals.  Where  you  can  determine  which  application  transactions  are  using 
critical  bandwidth.  And  discover,  measure  and  track  application  traffic  enterprise-wide. 
The  truth  is  now  here.  EcoSCOPE  3.0,  the  truth  about  your  networked  applications. 

To  experience  EcoSCOPE,  visit  our  web  site.  Once  you  see  it,  you  will  believe. 


compuware.com/ecoscope 

1-800-368-4326 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNEin  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  ( 800 )  622-1 1 08,  Ext. 
476,  or  send  your  questions  to  rnut- 
ter@world.std.  com. 

Under  a  NetWare  4.1  environment, 
how  can  I  operate  someone's  com¬ 
puter  overthe  network  from  another 
workstation?  Also,  can  I  see  what 
that  person  Is  doing? 

Via  the  Internet 

The  answer  is  “yes”  to  both  ques¬ 
tions.  The  approach  depends  on  how 
transparent  you  want  the  operation. 

You  could  use  Reachout  Version  7 
from  Stac,  Inc.  or  PC/Anywhere  Ver¬ 
sion  7.5  from  Symantec  Corp.  These 
products  allowyou  to  take  control 
of  a  workstation  from  anywhere  on 
your  network  or,  if  you  have  the 
appropriate  type  of  connection,  via 
the  Internet. 

However,  there’s  a  catch.  Foryou 
to  take  control  remotely,  the  com¬ 
puter  you  want  to  take  control  of 
must  be  running  the  same  software 
you’re  running  on  your  computer.  If 
you  have  a  lot  of  workstations  you 
want  to  remotely  monitor  or  control, 
you’ll  have  an  extensive  rollout. 

Novell,  Inc.  offers  a  potentially 
easier  solution  in  Manage  Wise.  This 
package  allows  you  point-and-click 
access  to  take  control  of  a  worksta¬ 
tion,  potentially  without  the  user’s 
knowledge.  This  choice  also  prevents 
users  from  changing  their  configura¬ 
tions  in  away  thatwould  prevent 
your  ability  to  take  control. 

With  ManageWise,  you  also  can 
get  information,  such  as  the  version 
of  the  client  software  loaded  at  the 
workstation  and  the  drives  mapped, 
without  actually  taking  control  of  the 
workstation. 

Compaq  Computer  Corp.’s  unique 
approach  operates  via  extensions 
to  its  Insight  Manager  program  that 
allow  workstations  to  report  prob¬ 
lems  to  the  server.  This  approach 
provides  a  way  for  you  to  be  pro¬ 
active. 

Stac  and  Symantec  offer  download 
trial  versions  (www.stac.com  and 
www.symantec.com,  respectively) . 
You  also  should  be  able  to  obtain  an 
evaluation  version  of  ManageWise 
from  Novell  or  your  local  Novell 
reseller. 


Technology  Update 

Covering:  Evolving  Technologies  and  Standards 


Using  policy-based  QoS  to  better 
manage  Ethernet  bandwidth 

QoS  capabilities  allow  network  managers  to  control  the  ebb  and  flow  of  network  traffic. 


By  George  Prodan 

Until  recendy,  the  ability  to 
manage  network  resources  and 
control  bandwidth  allocation 
and  traffic  prioritization  on 
Ethernet  networks  has  been 
something  network  managers 
could  only  dream  about.  But 
with  policy-based  quality  of  ser¬ 
vice  (QoS),  the  dream  becomes 
reality. 

Policy-based  QoS  allows  a  net¬ 
work  manager  to  allocate  band¬ 
width  and  prioritize  traffic 
within  the  network  based  on  a  set 
of  administrative  policies  and 
usage  patterns.  This  ability  to 
control  the  ebb  and  flow  is  now 
more  important  than  ever:  Net¬ 
work  traffic  is  at  an  all-time  high 
because  of  the  influx  of  Web- 
based  data  and  video  streams 
crossing  the  corporate  back¬ 
bone. 

Consider,  for  example,  a  man¬ 
ufacturing  company  that  has 
good  network  performance  dur¬ 
ing  normal,  day-to-day  opera¬ 
tions.  But  during  the  crunch  of 
end-of-month  shipping  and 
billing  processes,  the  network 
slows  to  a  crawl  and  other 
company  functions  are  put  on 
hold  to  recover  the  required 
bandwidth. 

With  policy-based  QoS,  band¬ 
width  can  be  allocated  evenly 
across  all  departments  for  the 
first  three  weeks  of  the  month, 
then  preset  to  favor  the  account¬ 
ing  and  shipping  departments 
during  the  last  week.  Traffic  orig¬ 
inating  from  the  manufacturing 
subnet  can  be  given  priority, 
while  ensuring  that  all  other  traf¬ 
fic  continues  to  get  through, 
even  if  at  a  lower  performance 
level. 

What’s  good  for  ATM  .  .  . 

Long  considered  one  of  the 
more  compelling  benefits  of 
ATM,  this  level  of  control  is  new 
to  Ethernet  networks.  Gigabit 
Ethernet  provides  the  speed  and 
bandwidth  needed  for  QoS,  and 
policy-based  QoS  software  pro¬ 
vides  the  prioritization  and 
bandwidth  allocation  schemes  to 


complete  its  delivery  to  the 
Ethernet  network. 

Building  on  emerging  stan¬ 
dards,  including  the  IETF’s  Re¬ 
source  Reservation  Protocol 
(RSVP)  and  IEEE  802.1p  and 
802. lq,  policy-based  QoS  is  a 
high-level  capability  that  adds 
detailed  traffic  grouping,  assign¬ 
ment  of  QoS  profiles  and  map¬ 
ping  to  queues  associated  with 
specific  switch  or  router  ports. 

This  higher  level  capability 
means  added  control  for  the  net¬ 
work  manager.  RSVP  alone,  for 
example,  provides  explicit  QoS. 
Explicit  QoS  is  endstation  initi¬ 
ated  and  gives  the  power  to 
request  bandwidth  to  the  indi- 


the  network  manager  has  when 
assigning  policies,  the  greater 
control  is  gained  over  the  health 
of  the  network.  Traffic  groups 
can  be  based  on  topology  or 
groups  of  users,  individual  sta¬ 
tion  or  application  session  using 
several  variables  (see  graphic). 

These  traffic  groups  are 
mapped  onto  multiple  queues 
associated  with  a  policy-based, 
QoS-enabled  switch.  For  each 
queue,  the  QoS  profile  can  in¬ 
clude  minimum  bandwidth, 
maximum  bandwidth,  peak 
bandwidth,  relative  priority  and 
maximum  delay. 
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Get  more  info  on  policy- 
based  QoS  focEthepiet. 


Mix-and-match  QoS  policy 

To  create  a  policy-based  QoS,  a  network  manager  would  match  a  traffic 
group  to  a  switch  queue  with  a  particular  QoS  profile.  As  show  below, 
traffic  groups  can  be  based  on  topology  or  groups  of  users,  individual  station 
or  application  session.  These  traffic  groups  are  mapped  onto  multiple  queues 
associated  with  a  policy-based,  QoS-enabled  switch. 


Traffic  group 

TCP  or  UDP  session, 
RSVP  flow 

QoS  profiles  for  switch  queues 

Transport 

Minimum  bandwidth 

Maximum  bandwidth 

Protocol,  subnet  or 

IP  address,  VLAN 

Network 

Peak  bandwidth 

MAC  address,  802. Ip 
or802.1q 

Link 

Maximum  delay 

Relative  priority 

Physical  port 

Physical 

vidual  user.  Left  unchecked, 
RSVP-enabled  endstations  can 
usurp  bandwidth  and  starve 
other  —  possibly  more  critical  — 
applications. 

Implicit  QoS  is  policy  based;  it 
returns  control  to  the  network 
manager.  Policies  are  set  cen¬ 
trally  based  on  the  network’s 
unique  traffic  patterns. 

QoS  traffic  groups 

Policy-based  QoS  consists  of 
the  identification  of  a  traffic 
group  plus  the  QoS  profile  for 
that  group.  The  more  flexibility 


Depending  on  the  unique 
needs  of  the  network,  the  net¬ 
work  manager  may  choose  to  set 
all  of  these  variables  or  use  a  sub¬ 
set.  Or  perhaps  only  one  or  two 
traffic  groups  need  QoS  profiles 
assigned  —  all  other  traffic  on 
the  network  would  then  fall  into 
“best  effort,”  as  if  no  QoS 
scheme  were  employed. 

Setting  minimum  and  maxi¬ 
mum  bandwidth  will  guarantee 
average  bandwidth  to  a  particu¬ 
lar  traffic  group  over  time.  Al¬ 
though  short  bursts  of  data  may 
actually  exceed  the  maximum, 


the  system  will  contain  bursts  to 
an  average  over  time.  Setting  a 
limit  on  peak  bandwidth  will  per¬ 
mit  the  bursts  of  data  to  bring  the 
connection  up  to  average  band¬ 
width  more  quickly. 

When  multiple  traffic  groups 
are  assigned  QoS  profiles,  band¬ 
width  is  allocated  equitably 
across  all  queues.  All  things 
being  equal  —  that  is,  when  the 
total  of  all  minimum  levels  of 
bandwidth  assigned  do  not 
exceed  100%  —  each  queue  is 
guaranteed  its  minimum  band¬ 
width. 

The  tiebreaker 

Relative  priority  policies  will 
break  the  tie  when  bandwidth 
allocated  by  the  policy  exceeds 
what  is  actually  available.  This  is 
called  weighted  fair  queuing. 
Bandwidth  is  shared  equitably  so 
that  while  high-priority  traffic  is 
sent  first,  low-priority  traffic  is 
not  forgotten  and  gets  through 
within  an  acceptable  minimum 
performance  range. 

For  delay-sensitive  traffic,  in¬ 
cluding  that  generated  by  appli¬ 
cations  using  an  admission 
control  mechanism  such  as 
RSVP,  a  maximum  delay  setting 
will  ensure  timely  delivery.  This  is 
critical  for  video  and  multimedia 
traffic. 

Because  policy-based  QoS  is 
implemented  through  virtual 
queues  on  the  enabled  switch, 
networkwide  QoS  can  be 
achieved  without  altering  end- 
stations.  This  represents  a  break¬ 
through  in  the  ability  to  manage 
and  control  the  increasing  diver¬ 
sity  of  traffic  found  in  today’s 
LANs. 

Prodan  is  vice  president  of  mar¬ 
keting  at  Extreme  Networks,  a  Layer 
2  and  3  Gigabit  Ethernet  switch 
maker  in  Cupertino,  Calif.  He  can 
be  reached  via  the  Internet  at 
gprodan@extremenetworks.  com. 

Need  information? 

Let  Network  World  provide  a 
quick  primer  on  an  impor¬ 
tant  or  emerging  technol¬ 
ogy.  If  you  have  an  idea  for 
Technology  Update,  contact 
Michael  Cooney  by  phone  at 
(508)  875-6400  or  via  the 
Internet  at  michael_cooney 
@nww.  com. 
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EDITORIAL^ 
Netscape  and  the  ‘A’  word 

A  decision  Netscape  CEOJim  Barksdale  made  a  couple 
years  ago  may  well  save  the  company.  It  wasn’t  when  the 
outfit  decided  to  get  into  e-mail  and  groupware,  and  it 
wasn’t  when  they  decided  to  develop  push. 

No.  It  was  when  Barksdale  realized  that  many  were  using 
the  ‘A’  word  to  describe  his  company.  Like  Barney  Fife,  Barksdale 
decided  to  “Nip  it.  Nipitin  the  bud!” 

The  ‘A’  word  is  not  the  one  you  may  be  thinking  of,  but  it’s  close.  ‘A’ 
stands  fo  r  arrogant. 

Being  a  type  A  company  is  fine  if  you  have  the  power.  Some  chumps 
like  Dennis  Rodman  can  getaway  with  it  because  they  have  a  lot  of  tal¬ 
ent.  They  are  unstoppable. 

Netscape  was  not  and  is  not  that  secure.  More  than  anything,  Net¬ 
scape  needs  solid  partners.  After  all,  Netscape  is  going  up  against  big, 
bad  Microsoft  and  can  use  all  the  help  it  can  get  —  either  to  help  it  on 
the  way  up  or  cushion  the  fall  on  thewaydown.Justlookat  Lotus.  It  was 
arrogant  for  a  while,  but  a  solid  drubbing  by  Microsoft  changed  its 
tune  pretty  fast. 

Shortly  after  Netscape  went  public,  Barksdale  started  hearing  the 
‘A’  word  more  and  more.  ‘  ‘Everyone  wanted  a  piece  of  us,”  Barksdale 
told  me  after  a  recent  press  briefing.  According  to  a  half-serious  Barks¬ 
dale,  everyone  —  even  the  toilet  bowl  maker — wanted  a  “strategic 
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partnership,”  and  when  he  said  no,  they  called  him  arrogant.  "That 
hurt,”  Barksdale  confided. 

He  also  realized  it  could  hurt  the  company,  so  he  vowed  to  turn  its 
image  around.  His  biggest  tool  is  a  quarterly  survey  to  measure  Net¬ 
scape’s  image,  a  trick  Barksdale  learned  at  FedEx.  The  result  has  been 
generally  good. 

Notperfect,  though.  We  still  hear  plentyofgrumblingand  name¬ 
calling,  just  not  as  much.  It  seems  the  biggest  problem  is  still  handling 
growth  and  the  demands  of would-be  partners.  One  partner  simply 
looking  to  update  a  deal  told  me  he  can’ t  get  his  calls  returned.  “They 
are  not  intrinsicallyjerks.  They  arejust  growing  too  fast.”  The  result, 
though,  is  the  same.  “They  are  not  treating  their  family  very  well,”  the 
partner  said. 

But  even  this  is  a  far  cry  from  what  we  were  hearing  six  or  12  months 
ago,  when  nearly  everyone  had  a  bone  to  pick  with  the  browser  boys.  It 
wasn’tjust  that  Netscape  didn’t  have  time  for  people,  they  seemed  to 
act  like  they  didn  ’t  need  them.  Instantcelebrity  will  do  that.  All  it  takes 
is  a  bad  movie  or  two  (orafallingstockprice)  tobringyoubackto 
earth,  and  thankfully  that  is  happening  to  Netscape. 

So  is  Netscape  arrogant?  That’s  not  for  me  to  say.  Butif  they  are,  it  is 
less  than  before. 

Doug  Barney,  news  editor  dbamey@nunv.  com 


On  Security  •  Winn  Schwartau 


Secure  nets  require  a  little 
humility  and  a  lot  of  foresight 

O  client  recently  hired  my  company  to  do  a  security  analysis  of 
some  mission-critical  systems  they  were  installing.  Happy  to 
get  the  contract,  we  prepared  our  ‘  ‘Tiger  Teams”  to  pene¬ 
trate  each  of  the  associated  systems,  not  thinking  twice  about  any 
political  problems. 

Sure ,  some  firms,  especially  large  ones,  get  a  little  antsy  when  they 
hire  Tiger  Teams  to  emulate,  simulate  and  actually  launch  benign 
attacks  against  their  very  infrastructure.  But  out  of  necessity,  they  get 
over  it  and  we  proceed,  poking  and  prodding  into  the  virtual  nooks 
and  crannies  of  their  electronic  shells.  It’s  all  done  in  the  name  of 
good  security  practices. 

But  this  time,  something  went  wrong.  Our  contract  lead,  whom 
we’ll  call  Bob,  called  to  say  that  his  associate,  whom  we’ll 
calljim,  didn’t  want  us  to  try  to  break  into  his  RSS  networks. 
(RSSstandsfor  Really  Secure  System,  a  sassy  algorithm.) 
“Why  not?”  I  asked.  “That’s  whatyou hired  us  to  do.” 

‘  ‘Jim  says  they’  re  secure,”  Bob  chortled.  ‘  ‘That’s  why  he 
calls  them  RSS.” 

“But  how  do  you  know  they’re  secure?’  ’  I  countered. 

‘  ‘Jim  convinced  the  boss  that  since  he  designed  and 
implemented  them,  they  must  be  secure  and  therefore 
don’t  need  your  penetration  testing,”  Bob  replied. 

I  sort  of  laughed,  partly  in  sadness,  pardy  in  pity. 

What  was  wrong  here? 

Let’s  assume  for  a  moment  thatjim  is  the  world’s  bestsystems 
designer,  coder  and  integrator  all  rolled  up  into  a  single  silicon 
genius. 

If  he’s  that  darn  smart,  he  should  know  better  than  anyone  that  a 
double  check  of  his  work  is  the  best  way  to  maintain  his  1 .000  batung 
average  for  building  impeccable  networks. 

Instead,  J im  seems  to  suffer  from  terminal  arrogance.  He’s  basi¬ 
cally  saying,  ‘  ‘  I  am  so  smart  that  no  one  needs  to  check  my  work,  even 
if  the  sanctity  and  security  of  my  organization  is  at  stake.” 

If  I  maybe  so  bold  (and  arrogant?),  I’d  like  to  offerashordistof 
things  to  keep  in  mind  when  it  comes  to  security  management. 

•  Project  managers  are  responsible  for  the  results  of  the  total  pro¬ 
ject,  its  budget  and  performance.  They  should  hire  people  who  know 


their  specialties  better  than  they  do. 

•  Project  managers  are  not  God — even  if  they  believe  they  are  and 
tell  you  so. 

•  Each  of  us  has  expertise  thatotherslack.  Security  design,  imple¬ 
mentation  and  integration  are  specialties,  too.Justbecause  you  know 
C++  really  well  doesn’t  mean  you  can  speak  fluent  crypto. 

•  Design  the  security  into  the  projectfrom  the  beginning.  It’s  a 
whole  lot  cheaper  than  bringing  in  folks  like  me  later  on  to  fix  your  mis¬ 
takes.  We  charge  less  for  helping  you  do  it  right  the  first  time. 

•  Security  is  integral  to  any  quality  information  technology  environ¬ 
ment  today.  Act  accordingly.  Don’t  pretend. 

•  Project  management  is  about  making  all  of  the  pieces  work 
together.  Security  is  a  piece. 

•You  be  ta-testyour  applica¬ 
tions  before  deployment.  Do  the 
same  thing  with  security  for  mis¬ 
sion-critical  and  cost-sensitive 
environments. 

•  If  your  projec  t  manager  tells 
you  the  security  is  perfect  and 
doesn’tneed  testing,  refer  to  the 
second  item  in  this  list. 

•  Test  the  system  thoroughly 
using  people  who  have  expertise 
and  who  do  not  have  an  internal 
corporate  political  agenda. 

There  is  no  magic  here  — just 
some  common  sense,  a  mild  dose 
of  humility  and  the  acceptance 
that  maybe,  just  maybe,  you  might 
overlook  one  tiny  detail,  miscon- 
figure  a  device  or  make  a  mistake. 

Just  maybe. 

That  alone  is  worth  the  peace 
of  mind  of  a  Security  Sanity 
Check. 

Schwartau  is  chief  operations 
officer  at  The  Security  Experts,  a 
security  consulting  firm,  and  pres¬ 
ident  of  Infowar.Com.  He  can  be 
reached  via  the  Internet  at  winn@ 
infowar.com. 
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Send  letters  to  nwnetus@nww.com  or  John  Gallant, 
editor  in  chief,  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 7  01.  Please  include  phone  num¬ 
ber  and  address forverification. 

Don’t  forget  Xylan 

I  read  with  interest  your  article  “3Co 
primes  policy  managementfor VLANs” 
(May  5,  page  42) .  It’s  good  to  see  the 
older  companies  in  our  industry  validat¬ 
ing  what  customers  tell  us  every  day — 
that  virtual  LANs  without  policy  managt 
ment  are  almost  useless. 

Unfortunately,  while  your  article  me 
tions  that  Cabletron  Systems,  Inc.  pro¬ 
vides  policy-based  VLANs  and  Cisco 
Systems,  Inc.  plans  to  do  so,  it  fails  to  not 
that  for  over  a  year,  Xylan  Corp.  has  beei 
shipping  policy-based  VLANs  based  on 
physical  port,  media  access  control 
address,  protocol  type,  IP  subnet,  IPX 
network  number,  multicast  address  or 
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Speaking  the  LANguage 


Linda  Musthaler 


Push  those  viruses  out  of  your  way 


hen  push  comes  to  shove,  McAfee  is  making  it  easier  for  you  to  keep  up-to- 
date  with  information  and  software  designed  to  prevent  and  fight  virus 
attacks. 

In  February,  the  company  launched  Enterprise  SecureCast,  one  of  the  first  cor¬ 
porate  electronic  software  distribution  services  to  use  Internet  push  technology. 
Finally,  an  idea  whose  time  has  come. 

Preventing  and  fighting  viruses  is  not  a  glamorous  assignment.  U nfortunately, 
however,  it’s  an  important  aspect of  any  diligent  network  administrator’ sjob. 

Andjust  installing  software  on  the  network’s  servers  and  connected  desktops 
isn’  t  good  enough  —  this  software  has  to  be  updated  pretty  regularly.  What’s  more, 
you  need  to  keep  apprised  of  new  threats  and  even  hoaxes. 

In  the  past,  you  would  have  to  surf  the  ’Net,  search  a  bulletin  board  system,  or 
wade  through  floppy  disks  or  CD-ROMs  to  find  antivirus  software  updates  and 
upgrades  for  the  corporate  network.  This  new  push  methodology 
simply  delivers  the  timely  updates  you  need  right  to  your  desktop. 

Using  technology  from  BackWebTechnologies.Inc.,  the 
SecureCast  service  establishes  a  broadcast  channel  for  delivering 
McAfee’s  VirusScan  software,  virus  signature  updates,  enterprise- 
enabled  installation  scripts,  Virus  Information  Library  updates, 
news  alerts  and  more. 

The  antivirus  software  market  is  the  ideal  place  for  automatic 
software  distribution  via  the  Internet.  With  more  than  200  new 
viruses  discovered  each  month,  timely  distribution  of  updates  and 
news  alerts  can  save  you  coundess  hours  of  agony  and  thousands  of  dollars  batding  a 
virus  invasion. 

Critics  of  Internet  push  technology  claim  it  will  make  a  network  manager’sjob 
tougher  as  users  begin  receiving  all  kinds  of  broadcasts  from  the  World  Wide  Web. 
But,  unlike  other  broadcast  applications  that  are  directed  at  end  users,  Enterprise 
SecureCast  downloads  software  applications  and  updates  only  to  authorized  peo¬ 
ple,  presumably  a  company’s  network  administrator. 

To  receive  applications,  the  subscriber  must  have  a  valid  grant  number,  which  is 
assigned  when  his  or  her  company  signs  a  license  agreement  with  McAfee  to  pur¬ 
chase  the  VirusScan  software. 

To  initiate  the  SecureCast  service,  you  first  go  through  McAfee’s  online  registra¬ 
tion  process.  This  downloads  the  BackWeb  client  software  —  that  is,  the  tuner  —  to 
your  PC,  designating  SecureCast  as  a  channel  on  the  PC. 

Then  you  select  the  kinds  of  updates  you  want  from  McAfee,  including 
specifying  which  types  and  variations  of  McAfee  software  your  company  uses.  For 
example,  there  is  no  need  to  download  Macintosh  client  software  if  your 


company  has  no  Macintosh  computers. 

From  that  point  on,  everything  is  automatic.  As  updates  and  alerts  become  avail¬ 
able,  a  software  agent  ships  them  to  your  PC  any  time  it  is  connected  to  the  Internet. 
An  icon  appears  on  your  screen  to  tell  you  what  was  delivered.  No  manual  interven¬ 
tion  is  required  to  receive  the  software  updates. 

Once  a  software  update  is  downloaded  to  your  PC,  you  can  decide  whether,  and 
how,  to  distribute  it  to  users.  This  is  where  push  technology  on  a  company’s  intranet 
will  have  great  benefit.  A  service  similar  to  SecureCast  would  be  ideal  to  distribute 
software  internally  to  the  masses.  Rest  assured,  this  point  is  not  lost  on  BackWeb  and 
its  competitors. 

If  you  are  already  a  subscriber  to  McAfee’s  antivirus  software  or  to  the  company’s 
Security  Management  Enterprise  Support  Plan,  you  are  eligible  to  subscribe  to  the 
free  SecureCast  service. 

If  you  don’t  meet  those  criteria  but  your  interest  is  piqued,  get 
more  information  about  SecureCast  atwww.mcafee.com/ secure- 
cast/esc  or  contact  McAfee  at  (408)  988-3832. 

McAfee  offers  a  Web-based  test  drive  that  will  allowyou  to  evalu¬ 
ate  this  time-saving  service.  I  recommend  that  any  company  under 
a  virus  threat  —  and  that’s  virtually  every  company  with  a  computer 
—  check  it  out. 

At  this  writing,  Enterprise  SecureCast  supports  the  distribution 
of  software  updates  and  alerts  for  McAfee’s  antivirus  software, 
VirusScan.  This  summer,  McAfee  will  begin  using  SecureCast  to 
distribute  some  of  its  other  products,  including  its  network  security  and  manage¬ 
ment  tools. 

Clearly,  this  is  the  future  of  software  distribution.  You  will  get  software  directly 
from  the  manufacturer  and  place  it  on  your  own  intranet,  where  it  will  be  pushed 
out  to  users’  desktops. 

Netscape  Communications  Corp.  and  Microsoft  Corp.  plan  to  embed  tuner  soft¬ 
ware  in  their  respective  browsers,  allowing  end  users  to  receive  information  and  soft¬ 
ware  broadcasts  directly. 

The  flood  is  coming.  It  is  time  to  start  thinking  how  it  will  impact  your  routines 
and  procedures  and  howyou  might  configure  end  users’  PCs  to  allowthem  to 
receive  the  right  information  at  the  right  time.  If  you  need  a  little  push  to  get  started, 
give  McAfee’s  test  drive  a  try. 

Musthaler  is  vice  president  of  research  at  Currid  &  Company,  a  Houston-based 
information  technology  consultingfirm.  She  can  be  reached  at  (713)  789-3993  or  via  the 
Internet  at  linda@currid.com. 


custom  VLAN  definition.  The 
VLAN  capabilities  and  manage¬ 
ment  are  identical  across  Xylan’s 
entire  range  of  switches,  since  all 
were  built  rather  than  acquired. 
Douglas  HiU 
Vice  president,  corporate 
communications 
Xylan  Corp. 

Calabasas,  Calif 

Java  hooey 

Regardingyour  editorial 
“Thejava  hooey  patrol”  (May 
12,  page  40): 

Well  said !  While  Java  is  pretty 
cool,  true  100%  portability 
comes  at  the  expense  of  doing 
anything  significant  or  being 
able  to  leverage  operating  sys¬ 
tem-specific  features. 

I  believe  1 00  %  portability  is  a 
myth  anyway.  There  are  almost 
always  tweaks  or  platform-spe¬ 
cific  compromises  needed  when 
crossing  platforms.  Being  all 
things  to  all  people  is  like  being 
the  proverbial  Swiss  Army  knife : 


good  in  a  pinch  for  small  jobs  but 
not  the  tool  you’d  use  for  a  seri¬ 
ous  task. 

If  the  anti-Microsoft  crowd 
devoted  as  much  energy  to  prod¬ 
uct  development  and  enhance¬ 
ment  as  they  do  to  attacking 
Microsoft,  their  products  might 
do  thejob  for  them.  Some  time 
ago,  Bill  Gates  bet  the  farm  on 
Windows  and  won.  Get  over  it! 
Scott  Tumamian 
Greensboro,  N.  C. 


I  agree  with  much  of  your  edi¬ 
torial  onjava  hooey.  However,  I 
choked  when  I  read  your  last  sen¬ 
tence  attributing  the  hooey  in 
part  to  “a  desperate  desire  by  the 
non-Microsoft  camp  to  be  rele¬ 


Go  online  to  read 
more  letters  about 


Java  hooey  and 
other  subjects. 


www.nwfusion.com 


vant.”  Oh,  please! 

Tell  me,  where  would  Micro¬ 
soft  be  without  the  non-Mic  ro- 
soft  camp  doing  their  innova¬ 
tions?  Who  would  Microsoft 
copy or buy? 

The  non-Microsoft  camp  is 
relevant,  and  I  for  one  hope  that 
the  worshipers  at  the  United 
Church  of  Microsoft  don’t  get 
their  way.  Otherwise,  we  canjust 
kiss  the  innovations  goodbye. 
Cassius  Smith 
Huntsville,  Ala. 

Not-so-new  service 

Your  article  on  roaming 
access  to  the  Internet  (“Water’s 
fine  for  surfin’  overseas,”  May 
26,  page  8)  describes  services 
thatjust  now  are  allowing  users 
who  travel  overseas  to  have  dial¬ 
up  access  to  the  Internet  without 
having  to  make  long-distance 
telephone  calls. 

What  the  article  doesn’t  men¬ 
tion  is  that  worldwide  roaming 
access  has  been  available  for 


manyyears  from  CompuServe. 
When  I  went  to  Switzerland 
three  years  ago,  I  could  dial  a 
local  CompuServe  number 
there  and  check  e-mail  and  any¬ 
thing  else  that  required  IP  con¬ 
nectivity,  all  via  a  PPP  connection 

T  e  I  e  t  o  o  n  s 


and  my  regular  WinSock  TCP 
stack.  Aid  the  cost  was  low  com¬ 
pared  to  a  long-distance  call  to 
theU.S. 

Carl  Oppedahl 
Partner 

Oppedahl  &  Larso  n 


Qur  interactive  media  experts 
2, re  just  about  finished  critiquing 
your  Website ,  and  I'd  say  the 
initial  results  don't  Ieoh  ad 
that  cjood-'- 


a 
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Now  you  can  move 
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8000  series  not  only  give  your  end  users  the 


ducing  the  new  expanded  family  of  Compaq 


v;!'  ’  v.  ■ 
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uncompromising  power  they  demand,  but  also  the 


manageability,  expandability,  and  ease  of  inte- . 
gration  that  you  need  as  an  IS/IT  manager.  We 


designed  these  workstations  with  our  innovative 
highly  parallel  system  architecture.  This  architec¬ 


ture  allows  advanced  multiprocessing  so  you  can 


utilize  up  to  two  Pentium  II  processors  or  four 


Pentium  Pro  processors.  Our  dual  PCI  buses  give 


you  parallel  access  to  peripheral  devices,  and 


dual  memory  controllers  provide  you  with  band¬ 
width  that's  two  to  four  times  faster  (1.06GB/s) 


than  competitive  Intel-based  workstations.  Each 
of  our  workstations  has  an  integrated  Wide  Ultra 


SCSI  controller,  built-in  10/100  NICs,  built-in 


manageability,  and  SmartStart  to  get  up  and  run¬ 
ning  quickly.  So  now  that  everyone  will  be  on  the 
same  platform,  your  entire  company  can,  finally, 
share  more  than  just  e-mail.  Try  not  to  let  all  that 
power  go  to  your  head. 
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Eat  no  one's  dust.  Use  Paradyne  digital  network  access  products.  DSU/CSUs,  including  a  group  outfitted  for  frame  relay.  Tough  T1  access 


multiplexors  for  voice  and  data  integration;  thoroughbreds  with  leg  muscles  like  steel  girders.  And  HotWire™  DSL  systems  that  run 


like  they're  possessed 


www.paradyne.com  or  800-Paradyne 
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BUYER’S  GUIDE 


Cabletron’s  the  pick 
of  the  new  generation, 
rich  in  features 
and  performance 


Hubs  grow  up 


E  LINEUP 


BUYER’S  GUI 


Oesterday’s  hubs  are  toys  compared  to  today’s 
souped-up  hardware.  Specialized,  high-end, 
multislot  switching  hubs  have  grown  in  fea¬ 
tures  and  capacity,  sporting  capabilities  you  could 
only  dream  of  five  years  ago.  This  crop  of  hubs  gives 
you  lots  of  flexibility  and  centralized  control  while 
interconnecting  all  manner  of  switched  links. 

For  the  review  portion  of  this  Buyer’s  Guide,  we 
looked  at  systems  that  provide  at  least  1G  bit/sec  of 
switching  capacity,  support  any-to-any  switching 
between  at  least  two  high-speed  switching  tech¬ 
nologies  —  100Base-T,  FDDI  or  ATM  —  and  can 
handle  at  least  eight  100M  bit/sec  switched  LAN 
segments. 

Cabletron  Systems,  Inc.’s  MMAC-Plus  chassis  with 
SmartSwitch  modules  proved  to  be  an  exception¬ 
ally  versatile  system  with  some  impressive  and  use¬ 
ful  advanced  features,  such  as  those  for  switch-to- 
switch  link  redundancy  and  load  sharing.  And  based 
on  the  moderate-to-heavy  test  traffic  loads  we  deliv¬ 
ered,  we  found  it’s  an  exceptional  performer,  too. 
It  captured  our  Blue  Ribbon  for  this  test. 

Cisco  Systems,  Inc.’s  Catalyst  5000  is  oriented  to 
Ethernet  and  Fast  Ethernet  switching.  We  found  some 
limitations  with  the  switching  module  it  offers  for 
FDDI,  and  ATM  wasn’t  provided  by  the  vendor  for 
this  test.  But  for  managing  it  all,  the  other  two  hubs 
couldn’t  match  the  funcdonality  and  intuitiveness  of 
the  CiscoView  management  applicadon. 

Digital  Equipment  Corp.’s  MultiSwitch  900,  which 
we  tested  with  a  variety  of  the  vendor’s  new  VNswitch 
modules,  handles  moderate  loads  of  LAN  traffic  well 
and  provides  easy,  out-of-the  box  switching  between 
Ethernet,  Fast  Ethernet,  FDDI  and  ATM.  However, 
we  found  that  the  system  misfired  under  high- 
traffic  loads.  All  in  all,  Digital  made  a  good  show¬ 


ing,  but  the  compedtion  was  better. 

We  invited  Bay  Networks,  Inc.  to  show  off  its  lat¬ 
est  System  5000  switching  hub.  Bay  declined.  So  did 
3Com  Corp.,  which  claims  to  offer  a  couple  of  dif¬ 
ferent  systems  that  would  seem  to  fit  the  bill.  Some 
other  vendors  couldn’t  satisfy  all  die  requirements  or 
indicated  their  latest  switching  hub  wares  weren’t 
quite  ready  for  tesdng.  FORE  Systems,  Inc.  and  Xylan 
Corp.  both  declined.  IBM  was  also  invited  but  never 
contacted  us. 


Cabletron  Systems,  Inc. 
MMAC-PLUS  WITH  SMARTSWITCH 


Pros 


▲  High  throughput;  top  performer  for  mix  of  100Base-T, 
FDDI  and  ATM  backbone  links 

▲  Nice  graphical  interface  for  VLAN  configuration  and 
management 

▲  Supports  redundant,  load-sharing,  autofailover  100Base-T 
links  between  vendor’s  MMAC-Plus  hubs 


Cons 


▼  Spectrum,  the  main  chassis  management  application, 
is  difficult  to  use,  tedious  and  nonintuitive 

▼  High  priced 


Cabletron:  MMAC-Plus  is  a  winner 

The  MMAC-Plus  comes  in  six-  and  1 4-slot  versions; 
we  had  one  of  each  for  tesdng.  The  six-slot  unit  was 
configured  with  two  10/100Base-T  switching  modules 
as  well  as  an  FDDI  and  an  ATM  module.  It  has  a  list 
price  of  $87,000.  We  were  able  to  set  up  the  system 
and  switch  high-speed  traffic  sUeams  between  diverse 
technologies  in  short  order. 

The  system  has  a  number  of  internal  backplane 
buses  that  collectively  yield  a  lot  of  bandwidth  and  a 
high  degree  of  configuradon  flexibility.  For  example, 


Scorecard:  Page  54 
Complete  product  chart:  Pages  56  -  57 

Cabletron  MMAC-Plus  with  SmartSwitch  8.5 

Cisco  Catalyst  5000  7.5 

Digital  Equipment  Corp.  MultiSwitch  900  with  VNswitch  6.8 

there’s  a  200M  bit/sec,  dual-FDDI  internal  bus  that 
handles  repeater-hub,  token-ring  muldstation  access 
unit  (MAU)  and  concentrator-type  modules.  Then 
there’s  a  72-bit  internal  parallel  bus  —  64  bits  of  which 
are  used  for  data  and  eight  for  access  and  control 
overhead  —  to  which  the  switching  modules  inter¬ 
connect.  There’s  even  a  separate  10M  bit/sec  bus  that 
can  be  used  exclusively  to  cany  all  management  traf¬ 
fic  for  sites  with  dedicated  management  nets.  Indeed, 
it’s  completely  up  to  die  user  whether  management 
traffic  goes  in-band  —  that  is,  along  widi  user  data  — 
or  via  diis  out-of-band  channel,  which  assures  reliable 
management  access  in  die  event  of  network  problems 
or  hardware  outages. 

The  64-bit  switching  bus,  which  operates  at  a  40- 
MHz  clock  speed  and  uses  an  efficient  dme-division 
multiplexing  (TDM)  access  scheme,  yields  an  impres¬ 
sive  2.5G  bit/sec  of  switching  bandwidth. 

Cabletron  offers  some  70  different  modules  for  the 
MMAC-Plus,  which  run  the  gamut  from  token-ring 
MAU  cards  to  ATM  155M  bit/sec  links.  Density  is  also 
impressive.  You  really  can  pack  the  system  with 
switched  network  links  —  more  than  500  switched 
lOBase-T  links  can  be  configured  in  the  14-slot  MMAC- 
Plus  (via  36-port  modules)  or  168  switched  10/100 


AT  A  GLANCE 
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ILLUSTRATION  BY  ELLIOTT  PARK 


When  a  company  is  synonymous  with  the  Web,  it  needs  servers  that  are  synonymous  with  unstoppable. 


Which  explains  why  Netscape™  Communications  chooses  64-bit  Digital  AlphaServer™  systems 
to  help  handle  the  135  million  hits  its  Web  site  receives  daily.  Ultra-reliable  AlphaServer  are  also 
Netscape’s  primary  backup  r^\Vt  £C\tbfll38ttr  8  system-because  netscape.com 


simply  can’t  afford  to  be  down.  Sheer 


muscle  isn’t  the  whole  story,  though. 


May  your  content  be  hot. 
Your  graphics  be  cool. 
And  your  servers  be  DIGITAL. 


Scalability  counts,  too.  Witness  AltaVista71 


the  definitive  Web  search  site.  Zero  to  30 


herculean  task  of  indexing  the  entire,  ever- 


Intemet  Software,  where  AlphaServer  run 


million  hits  a  day,  in  just  16  months.  Plus  the 


expanding  World  Wide  Web.  All  gracefully 


accommodated  by  the  flexible,  expandable  power  of  Alpha.  From  servers  to  software,  from  networks  to 
global,  24-hour  support,  Digital  delivers  total  Internet  and  intranet  solutions.  In  any  size,  with  unlimited 
room  to  grow.  Call  1-800-DIGITAL,  ext  329,  or  surf  to  www.ads.digital.com/web,  and  make  the 


Digital  edge  your  own.  Or  sing  the  Webmaster’s  Lament:  “Gee,  I  guess  we  should  have  gone  with  Digital.” 


d  i  g  i  t  a 


Whatever  it  takes.8" 


©1997  Digital  Equipment  Corporation.  Digital  the  Digital  logo,  AlphaServer  and  AltaVista  are  trademarks  and  Whatever  it  takes  is  a  service  mark  of  Digital  Equipment  Corp.  All  other  names  are  trademarks  or  registered  trademarks  of  their  respective  companies. 
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A!e  i SWITCHING  HUBS  —  CONFIGURATION  LOWDOWN 

Vender 

Product 

Slots 

Mpx.  switched  Ethernet  ports 

Max.  100Base-T  ports 

Max.  FDDI  ports 

Max.  ATM-155  ports 

links  (see  graphic). 

In  our  maximum  load  test,  we  delivered  four  con¬ 
current  100M  bit/sec  traffic  streams.  The  packets  of 
each  stream  were  switched  to  four  destination  ports 
on  a  round-robin  basis  in  rapid  succession:  a  packet 
stream  delivered  at  wire  speed  on  a  Fast  Ethernet  inter¬ 
face  was  broken  dowm  and  switched  by  the  MMAC- 
Plus  to  an  FDDI,  an  ATM  and  two  Fast  Ethernet  out¬ 
put  ports. 

The  MMAC-Plus’  any-to-any  switching  and  through¬ 
put  performance  was  the  best  of  the  three  systems  we 
tested.  We  were  impressed:  400M  bit/sec  of  traffic 
load  being  switched  at  wire  speed  between  Fast 
Ethernet  FDDI  and  ATM  links  and  not  a  single  pack¬ 
et  was  lost  or  misdirected. 

All  data  is  sent  over  the  MMAC’s  switching  bus  in 
the  packet  structure  native  to  token  ring  and  FDDI. 
So  while  packets  to  or  from  Ethernet  or  Fast  Ethernet 
have  to  be  converted,  data  to  or  from  FDDI  or  token 
rings  does  not. 

We  were  impressed  by  the  wealth  of  options  for 
interconnecting  switches.  Some  of  these  rely  on  the 
vendor’s  proprietary  SecureFast  architecture,  which 
embodies  Cabletron’s  virtual  IAN  capabilities. 

One  of  the  SecureFast  options  we  tested  was  the 
ability  to  run  multiple,  parallel  100M  bit/sec  Fast 
Ethernet  links  between  two  switches,  in  which  all  the 
links  share  the  load  and  provide  hot-standby  redun¬ 
dancy  for  each  other.  Such  capabilities  are  not  inher¬ 
ently  supported  by  standard  Fast  Ethernet,  which  many 
consider  a  drawback  to  100Base-T  technology. 

We  configured  three  parallel  Fast  Ethernet  links 
between  two  switches  and  delivered  a  60M  bit/ sec  traf¬ 
fic  load  over  each  one.  Then  we  physically  discon¬ 
nected  one  of  the  links  to  see  what  would  happen. 
It  took  just  slightly  longer  than  one  second,  but  the 
complete  60M  bit/ sec  load  of  the  disabled  link  was 
automatically  shifted  to  the  remaining  two  links.  Total 
traffic  lost  during  the  switchover:  about  100,000  pack¬ 
ets.  Still,  given  this  volume  of  load  and  the  reliability 
of  the  switchover,  this  unique  capability  of  Cabletron’s 
works  well. 

Another  welcome  feature  we  tested,  also  part  of  the 
SecureFast  architecture,  is  the  switch’s  ability  to  resolve 
IP  addresses  between  nodes  on  different  VLANs  and 
selectively  allow  them  to  exchange  traffic  as  a  router 
would.  With  this  feature,  broadcast  traffic  still  does 
not  pass  between  VLANs,  but  point-to-point  IP  con¬ 
versations,  such  as  Web-based  intranet  sessions  or  File 
Transfer  Protocol  file  transfers,  can  occur  between 
nodes  on  different  VLANs  —  and  without  requiring 
a  separate  router. 

Otherwise,  Cabletron’s  VIANs  are  based  mainly 
on  individual  nodes’  media  access  control  addresses. 
This  is  a  level  of  sophistication  above  Cisco’s  and 
Digital’s  VLANs,  both  of  which  are  based  solely  on 
lower  level  port  groupings. 

What  are  Cabletron’s  weaknesses?  Well,  we  weren’t 
too  crazy  about  the  vendor’s  suite  of  management 
offerings.  For  basic  chassis  and  module  management, 
we  had  Cabletron’s  Unix-based  Spectrum.  We  found 
this  software  to  be  complex  and  far  from  intuitive  to 


use.  While  the  full-blown 
Spectrum  on  Unix  is  more  sub¬ 
stantial  than  the  Windows  man¬ 
agement  applications  from 
Digital  and  Cisco  we  used  in  this 
test,  Spectrum  is  appropriate  for 
managing  large  networks  with  a 
lot  of  Cabletron  equipment. 

Cisco’s  equivalent  application, 
CiscoView,  was  by  far  the  best  of 
the  three  tested  for  this  aspect  of  management. 

We  also  examined  Cabletron’s  new  VLAN  Manager 
application  Version  1 .5,  which  runs  as  an  add-on  with 
Spectrum.  Fortunately,  it  has  its  own  intuitive  graph¬ 
ical  user  interface.  Given  the  current  VLAN  man¬ 
agement  wares  from  Cisco  and  Digital,  we  consider 
Cabletron’s  the  best  VLAN  management  application. 

For  traffic  monitoring,  Cabletron  included  its  new 
Remote  Monitoring  (RMON)-based  application, 
which  we  found  rough  around  the  edges.  Unlike 
Spectrum,  though,  we  were  able  to  obtain  accurate 
and  understandable,  real-time  traffic  reports  via  this 
separate  RMON  application.  Still,  the  RMON  pack¬ 
age  leaves  a  lot  to  be  desired  as  far  as  usability.  Digital’s 
RMON  Manager  Version  3.3  was  the  best  of  the  three 
traffic  monitoring  applications  we  examined. 


Cisco  Systems,  Inc. 
CATALYST  5000 


Pros 


a  Best  suited  for  Ethernet  and  Fast  Ethernet  environments 
(high  density,  best  performance  for  this  combination) 

a  Best  chassis  management _ 


Cons 


▼  Switching  throughput  between  Fast  Ethernet  and  FDDI 
limited 

▼  Switching  engine  module  required;  takes  up  1  of  5 
available  slots 


Catalyst  5000:  Ethernet  leader 

With  only  five  slots,  you’d  expect  the  port  density 
of  Cisco’s  Catalyst  5000  wouldn’t  match  that  of 
Cabletron’s  six-  or  14-slot  MMAC-Plus,  or  Digital’s 
eight-slot  MultiSwitch  900.  It  turns  out,  though,  that 
the  Cisco  box  can  still  handle  a  fairly  hefty  load  —  up 
to  96  switched  Ethernet  ports  or  48  switched 
10/100Base-T  ports. 

The  Catalyst  5000  configuration  we  tested  goes  for 
$42,000,  including  the  switching  engine  module,  two 
10/100Base-T  switching  modules  and  an  FDDI  switch¬ 
ing  module.  If  an  ATM  module  were  included  —  mak¬ 
ing  the  configuration  comparable  with  those  of 
Cabletron  and  Digital  —  it  would  have  bumped  the 
list  price  up  by  $10,000,  to  a  total  of  $52,000. 

The  Catalyst  5000’s  top  slot  requires  one  of  Cisco’s 
switching  engine  modules,  leaving  only  four  slots  for 
other  modules.  This  highlights  the  fact  that  switch¬ 
ing  is  more  centralized  with  the  Catalyst,  while  it  is 
more  distributed  to  individual  switch  modules  in  the 
Cabletron  and  Digital  architectures.  The  switching 
engine  module  in  the  Catalyst  5000  can  also  be  viewed 
as  a  single  point  of  failure. 

Switching  in  the  Catalyst  5000’s  top  slot  uses  a  48- 


bit-wide  bus  that  operates  at  25  MHz,  yielding  a  “gross' 
system  switching  bandwidth  of  1 ,2G  bit/sec.  But  imlike 
the  TDM-based  access  mechanism  of  Cabletron’s 
MMAC-Plus,  Cisco  uses  an  arbitration  access  scheme, 
which  tends  to  involve  more  overhead.  Still,  accord¬ 
ing  to  Cisco,  about  1G  bit/ sec  of  “net”  system  switch¬ 
ing  bandwidth  is  available  for  user  data  across  the 
backplane  of  the  Catalyst  5000. 

While  Cisco  now  ships  an  ATM  uplink  module  for 
the  Catalyst  5000  switch,  it  didn’t  include  one  with  the 
model  we  tested.  Cisco’s  ATM  module  cannot  be  used 
to  directly  interconnect  Catalyst  switches;  all  ATM  con¬ 
nections  must  go  through  an  external  ATM  switch. 
Cabletron  and  Digital  support  direct  connection  of 
their  respective  switches  via  ATM. 

Cisco  does  offer  a  broad  assorunent  of  modules  for 
the  Catalyst  5000,  including  various  Ethernet  and 
100Base-T  hub  modules  (as  opposed  to  per-port  switch¬ 
ing  modules) .  However,  certain  technologies,  such  as 
token  ring,  are  not  supported. 

The  Catalyst  5000  is  clearly  oriented  toward  Ethernet 
and  Fast  Ethernet  switching.  All  traffic  is  moved  across 
the  system’s  switching  bus  in  Ethernet  packet  format. 
This  means  there’s  no  reformatting  or  conversion 
required  for  packets  coming  from  or  going  to  Ethernet 
or  Fast  Ethernet  ports,  but  translation  is  needed  for 
data  switched  to  or  from  FDDI  or  ATM. 

Our  performance  tests  showed  that  the  Catalyst 
5000  could  handle  most,  but  not  all,  of  the  heaviest 
traffic  loads  we  delivered.  With  four  100M  bit/sec 
packet  streams,  delivered  via  100Base-T  ports  and 
switched  on  a  round-robin  basis  to  FDDI  and  other 
100Base-T  ports,  we  noted  packet  loss  between  8%  and 
10%. 

Most  of  this  loss,  however,  occurred  with  traffic 
being  switched  between  100Base-T  and  FDDI.  Cisco 
acknowledges  that  its  current  FDDI  switching  mod¬ 
ule  for  the  Catalyst  5000  can  handle  no  more  than 
about  100,000  packet/sec.  Each  of  the  high-volume 
test  traffic  streams  we  delivered  via  Fast  Ethernet  ports 
applied  a  traffic  load  of  nearly  150,000  packet/ sec,  so 
we  were  overloading  the  FDDI  switch  module  by  about 
50,000  packet/ sec. 

We  observed  that  throughput  for  the  Catalyst  5000 
was  best  for  traffic  switched  between  Ethernet  and 
Fast  Ethernet  ports,  as  expected,  because  no 
conversion  of  packet  format  is  needed  in  that  case. 
Indeed,  when  we  switched  a  couple  of  100M  bit/sec 
traffic  streams  between  just  Fast  Ethernet  ports  with¬ 
out  any  FDDI  in  the  picture,  there  was  no  packet  loss. 

As  noted,  we  regard  Cisco’s  CiscoView  applica¬ 
tion  as  the  best  of  the  three  vendors’  packages  we 
examined  for  hub  chassis  and  modules  management. 
Cisco’s  new  VLAN  Director  software  Version  1.3  is  a 
bit  complex  and  takes  some  getting  used  to.  For  con¬ 
figuring  VLANs  across  Catalyst  5000s,  we  preferred 
to  use  the  more  basic  VLAN  components  of  CiscoView 
rather  than  the  VLAN  Director  application. 

For  traffic  monitoring,  Cisco’s  suite,  collectively 
called  CiscoWorks  for  Switched  Internetworks,  now 
also  includes  Traffic  Director.  This  is  a  version  of 
Frontier  Software  Development,  Inc.’s  RMON  appli¬ 
cation,  which  Cisco  adopted.  This  software,  like  VLAN 


ScoreCard 


Overall  score 

Installation  and  configuration  (25%) 
Features  and  functionality  (25%) 
Management  and  administration  (25%) 
Performance  (25%) 


MMAC-Plus 


Catalyst  5000 


7.5 

7 
6 
9 

8 


MultiSwitch  900 


6.8 

6 

7 

8 
6 


Scores  based  on  a  scale  of  1-10.  Percentages  are  the  weight  given  each  category  in  determining  overall  score. 


Cabletron 

Cisco 

Digital 

MMAC-Plus  Catalyst  5000 

MultiSwitch  900 

6  or  14 

5 

8 

216  (6-slot)  or  504  ( 14-slot) 

96 

192 

72  (6-slot)  or  168  (14-slot) 

48 

16 

18  (6-slot)  or  42  (14-slot) 

4 

8 

12  (6-slot)  or  28  (14-slot) 

4 

8 
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GIGABIT  ETHERNET 
DIRECTIP ™  SWITCHING 


MegaSwitch  II 

The  only  backbone  switch  to 
provide  10/100/1000  Ethernet 
and  ATM  on  a  single  platform. 


MegaSwitch  GX 

The  only  workgroup  switch  to 
provide  10/100/1000  Ethernet 
and  ATM  on  a  single  platform. 


MegaSwitch  G 

The  most  cost  effective 
10/100  workgroup  switch  with 
support  for  large  Networks. 


NBase  has  the  fastest  and  most  innovative 
networking  solutions:  Our  dual  speed 
10/100  Ethernet  switch  has  become  the 
industry’s  standard  and  the  only  one  in 
the  market  to  offer  Gigabit  Ethernet  and 
ATM  connectivity.  Our  fiber  optic 
capabilities  allow  you  to  extend  your 
Local  Area  Network  beyond  100  km! 
And  now,  our  revolutionary  DirectlP ™ 
Switching  brings  switching  performance  to 
the  world  of  routing. 


DirectlP  ™Switch 

The  first  Switch  to  provide 
IP  routing  functionality  at 
switching  performance. 


GigaHUB  ™  Switch 

A  modular  Enterprise  system 
providing  shared  and  switched 
solutions  for  all  speeds  and 
topologies  (Token  Ring,  FDDI, 
10/100/1000  Ethernet,  and  ATM). 


ALL  THE  SPEED  YOU  NEED 


So  whatever  your  needs  are,  call  us  at  any 
of  the  locations  listed  below  or  visit  our  Web 
site  at  http://www.nbase.com,  and  let 
us  move  your  network  to  the  fast  lane. 


N 


C  O  M  M  I'  N  I  C  A  I  I  O  N  S 


Corporate 

Tel:  818-773-0900 
Fax  818-773-0906 


Europe 

Tel:  49-6074-4994-0 
Fax:49-6074-27974 


International 

Tel:  972-4-993-6200 
Fax  972-4-989-2743 


BUYER  S  GUIDE 


_ 


witching  rises  to  the  top 
f  tiie  hub  buyer’s  checklist 


By  Faui  Desmond 

sk  the  experts  what  is  the  most 
important  thing  to  look  for  in  a 
high-end  hub,  and  most  likely  they 
will  say  it  is  switching. 

Switching  is  where  it’s  at,  even  if  you’re 
talking  hubs.  Shared  bandwidth  just  does¬ 
n’t  cut  it  anymore.  Fortun-ately,  all  the 
products  listed  in  the  Buyer’s  Guide  chart 
at  right  do  indeed  support  switching, 
albeit  to  varying  degrees. 

Esmerelda  Silva,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framingham,  Mass., 
says  to  look  for  a  product  diat  supports 
Layer  3  switching,  which  means  it  will  han¬ 
dle  some  form  of  IP  switching  or  routing 
protocols  such  as  Routing  Information 
Pro-tocol  and  Open  Shortest  Path  First. 
This  will  help  you  segment  your  networks 
to  avoid  the  broadcast  storms  and  other 
pro-blems  associated  with  bridged  net¬ 
works.  With  the  exception  of  hubs  from 
Allied  Telesyn  International  Corp.  and 
Optical  Data  Systems,  Inc.  and  the 
Centillion  100  from  Bay  Networks,  Inc.,  all 
the  products  on  the  chart  support  some 
type  of  Layer  3  switching. 

Switching  capacity  is  also  key.  What  you 
need  to  pay  attention  to  is  the  aggregate 
nonblocking  capacity,  which  refers  to  the 
amount  of  bandwidth  you  can  pour  into  a 


Check  out  Network  World 
Fusion  for  more  hub  product 
info: 


►  The  Interactive  Buyer's 
You  pick  the  features  that  are 
most  important  to  you  and  we 
search  our  database  to  find 
the  products  that  best 
meet  your  needs. 

►  An  expanded  Buyer's 
Guide  product  chart  that 
lists  network  management  features,  specialized 
hub  modules  and  more. 


switch  without  haring  any  of  it  choked  off. 

There’s  no  magic  number  to  look  for 
here,  according  to  Glenn  Gabriel  Ben- 
Yosef,  president  of  the  Boston  consultan¬ 
cy  Clear  Thinking  Research,  Inc.  You  sim¬ 
ply  have  to  add  up  how  much  bandwidth 
will  be  feeding  into  the  hub  and  make 
sure  you  pick  a  hub  with  the  backplane 
capacity  to  handle  it. 

That’s  not  to  say  you  shouldn’t  think 
ahead  and  try  to  anticipate  future 
requirements.  For  example,  if  you  expect 
to  use  Gigabit  Ethernet  in  the  near 
future,  you’ll  likely  want  to  check  out 
!  products  from  vendors  such  as  Cabletron 
Systems,  Inc.,  NBase  Communications, 
Inc.  and  3Com  Corp.  As  the  chart  shows, 
all  of  these  vendors  offer  hubs  with  at 
least  1 0G  bit/ sec  capacity. 


If  you’re  not  sure  what  your  require¬ 
ments  will  be,  Ben-Yosef  recommends 
staring  away  from  these  high-end  behe¬ 
moths  and  sticking  with  a  stackable  hub 
or  switch.  “High-end  hubs  are  still  suitable 
for  large  companies  that  have  pretty 
much  a  static  number  of  users,  like  if 
you've  got  a  floor  of  100  traders,”  he  says. 
But  if  your  business  is  more  voladle,  he 
says  it’s  easier  to  grow  or  shrink  your  net 
as  necessary  using  stackables. 

As  with  switching,  all  the  hubs  listed  in 
the  chart  support  virtual  LANs,  although 
it’s  a  mixed  bag  in  terms  of  the  exact  type 
and  extent  of  support  offered.  Most  sup¬ 
port  VLAN  groupings  based  on  port,  but 
beyond  that,  things  vary.  Only  four  ven¬ 
dors  —  Cabletron,  IBM,  NBase  and  Xylan 
Corp.  —  support  all  the  options,  includ¬ 
ing  the  ability  to  configure  VLANs  based 
on  your  choice  of  IP  address,  media 
access  control  address  and  port  and  hav¬ 
ing  VLANs  span  switch  modules  and 
hubs.  The  rest  offer  only  a  subset  of  those 
configuration  options. 

Even  though  many  users  aren’t  yet  tak¬ 
ing  full  advantage  of  VLANs,  in  part 
because  multivendor  standards  are  still 
being  hashed  out,  it’s  an  important  fea¬ 
ture  to  keep  in  mind.  “People  will  want  to 
take  advantage  of  the  capabilities  of 
VLANs  as  they  redesign  their  business 
processes  and  require  technologies  that 
make  grouping  much  more  effective,” 
Ben-Yosef  says. 

In  terms  of  network  management,  there 
are  a  few  basics  to  look  for.  SNMP  is  pretty 
much  a  given,  although  only  about  half 
the  vendors  support  the  newer  SNMP 
Version  2.  All  the  contenders  offer 
Remote  Monitoring  in  at  least  some  of 
their  hub  models,  and  Silva  says  it’s  a  must 
in  a  high-end  box. 

You’ll  also  find  some  variation  in  terms 
of  whether  vendors  require  a  separate 
management  module,  thus  chewing  up  a 
valuable  hub  slot,  or  if  management 
processors  are  loaded  onto  each  hub 
module.  All  of  the  high-end  hubs  can  be 
managed  from  popular  management 
platforms,  including  Hewlett-Packard 
Co.’s  OpenView  and  SunSoft,  Inc.’s 
SunNet  Manager. 

As  for  pricing,  let’s  just  say  these  things 
aren’t  cheap.  “It’s  still  in  the  $600-per-port 
range  for  a  high-end  switching  solution,” 
Silva  says.  She  expects  the  price  to  drop 
below  the  $400-per-port  mark  by  year-end. 

Keep  in  mind  that  these  high-end  units 
are  highly  fault-tolerant,  flexible,  scalable 
devices  intended  for  duty  in  the  core  of 
the  network.  For  that  reason,  Silva  says  it’s 
not  fair  to  compare  them  in  price  to  some¬ 
thing  like  Bay’s  BayStack  350  line,  which 
comprises  low-density  triring  closet  units 
priced  from  $250  to  $300  per  port.  ■ 


HIGH-END  CHASSIS-BASED  SWITCHING  HUBS 


Company 


Allied  Telesyn  Int’l  Corp. 

(800)  424-4284 
www.alliedtelesyn.com 


Bay  Networks,  Inc. 

(800)  776-6895 
www.baynetworks.com 

(408)  988-2400 


Cabletron  Systems,  Inc. 

(603)332-9400 

www.cabletron.com 


Cisco  System,  Inc. 

(408)  526-4000 
www.cisco.com 


Digital  Equipment  Corp. 

(800)  859-1758 
www.digital.com 


FORE  Systems,  Inc. 

(888)  404-0444 
www.fore.com 


IBM 

(800)  426-3333 
www.ibm.com 


Madge  Networks,  Inc. 

(408)  955-0700 
www.madge.com 


NBase 

Communications,  Inc. 

(818) 773-0900 
www.nbase.com 


Newbridge  Networks,  Inc. 

(800)  368-4843 
www.vivid.newbridge.com 


Optical  Data  Systems,  Inc. 

(888)  637-7770 
www.ods.com 


3Com  Corp. 

(800)  638-3266 
www.3com.com 


Xylan  Corp. 

(800)  999-9526 
wwwjrylan.com 


Xyplex  Networks 

(800)  338-5316 
www.xyplex.com 


TurboStack  Series  of 
Managed  Hubs  and 
Switches 


System  5000 


Centillion  100 


MMAC-Plus 


Catalyst  5000 


MultiSwttch  900 


GigaSwitch/FDDI  3.2 


PowerHub  7000 
Multilayer  Backbone 
Switch  2. 6.4.1 

PowerHub  6000 
Multilayer  Departmental 
Switch  2. 6.4.1 


8274  Nways  LAN 
Route  Switch 


8260  Nways  Multi¬ 
protocol  Switching  Hub 


8270  Nways  LAN  Switch 
Model  800 


LANswitch  (LET-36) 
Revision  G 


GigaHub 


VIVID-MLS  500, 
G5-E17M 


InfiniteSwitch  6000 
Series  1.0 


CoreBuilder  5000 


OmniSwitch  3.0 


Network  9000 
Edge  Hub 


No.  of  slots 


14 


14 


2, 5, 13 


11 


5,9 


17 


18 


12 


14 


12 


17 


3, 6, 15 


Aggregate 

capacity 


Bit/ sec 


80M 


7.8G 


3.2G 


10G-70G+ 


1.2G-8.6G 


5.6G 


3.6G 


1.6G 


800M 


960M 


1.6G-9.7G 


512M 


2.56G 


16G 


7.2G 


1.28G 


10.6G 


(2) 


8.4G 


Maximum  number  of  LAf 
types  per  backplane 


cl 

s  i  |  5  ?  5 

2  2  2  e  £  2 


12  12  9  5  5  12 


88  20  24 


24 


504  168  168  168  168  28 


264  134  11  39 


12  2  4  4  4 


34  34  22 


48  24  16 


48  2 


96  64  48  16  64  16 


8  17  8 


30 


128  64  18  18  18  8 


216  144  12  12  12  12 


352  132  11  11  11 


352  132  22  4 


8  4  10  34  28 


96  16  48  16  16  64 


280  28 


Products  highlighted  in  colors  were  tested.  •  Blue  Ribbon  Award  winner. 

Footnotes:  (1)  Hardware:  12;  Software:  3  (2)  Frame  bus:  960M  bit/sec;  Cell  bus:  400M  bit/ sec  -  13.2G  bit/sec 


56  »  Network  World  •  June  9, 1997  •  www.nwfusion.com 


BUYER  S  GUIDE 


Maximum  port  capacity 
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Switch  module  ■  Bridging 
redundancy  ■  protocols 
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Virtual  LAN  support  1 

Price 
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MAC  address 

Port 

VLANs  span  switching  modules 
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tedious  to  set  up  and  use.  Also, 
•  :  'O!  appear  to  be  well-integrated  with 
V  viP  or  R.MON  components  in  the 
..H.iiyst  .5000.  Rather,  it  seems  oriented 
■  toward  use  with  separate,  stand-alone 
RMON  probes. 


Digital:  Mixed-port  ace 

Digital  has  invested  a  lot  in  making  its 
four-year-old,  eight-slot  MultiSwitch  900 
chassis  into  a  high-end  switching  hub.  It  has 
accomplished  this  mainly  with  a  series  of 
new-  modules  called  the  VNswitch  series. 

VNswitch  modules  are  offered  in  switched 


Ethernet-only  versions  and  in  combinations 
of  switched  Ethernet  and  your  choice  of 
Fast  Ethernet,  FDDI  or  ATM  ports.  The 
modules  plug  in  to  and  interconnect  over 
the  400M  bit/sec  VNbus  of  the  MultiSwitch 
900.  Each  module  contains  its  own  switch¬ 
ing  intelligence,  thus  distributing  intelli- 


BROWSER-BASED 
HOST  ACCESS 
LETS  YOU  DO  WHAT 
YOU'VE  ALWAYS 
WANTED  TO  DO: 


DIRECT. 


Now  you  can  access  your  host  applications  and  data,  and  make  them  perform.  OC://WebConnect  Pro"  delivers  secure, 
browserbased  access  to  your  mainframe  and  midrange  systems.  And  lets  you  direct  the  power  of  your  enterprise  to  a  whole  new 
set  of  users.  You'll  instantly  Vvbbenable  your  enterprise  systems  without  changing  a  line  of  code.  You'll  add  appealing,  easy- 
louse  graphical  navigation  capabilities.  You'll  give  secure,  authorized  access  to  users,  whelher  they're  employees,  partners  or 
customers.  And  you'll  leverage  existing  applications  to  compete  more  effectively  and  lower  costs.  So  sit  in  the  director's  seat.  Call 
for  more  informaton.  Or  visit  our  web  site  and  download  your  free  demonstration  of  the  new  direction  in  Inter/intranet  integration. 


□penConnect 

S  Y  S  T  l  M  S 

Securely  Integrating  SNA  With  The  InterlintraNET ' 


Digital  Equipment  Corp. 
MULTISWITCH  900  WITH  VNSWITCH 


Pros 


▲  Plug  and  play  for  mixed  LAN  switching 
(100Base-T,  FDDI  and  ATM) 

▲  Good  traffic  monitoring  application  and  user 
interface 


Cons 


▼  Limited  high-speed  port  density  (8-slot 
DEChub  900  chassis  supports  a  maximum 
of  only  16  Fast  Ethernet  or  8  FDDI  ports) 

▼  Some  switching  performance  problems 
under  high  load 


gence  evenly  across  modules,  in  additiom 
to  its  own  SNMP  agent  for  management. 

An  array  of  other  hub-type  modules  is 
offered  for  the  same  MultiSwitch  900  chas¬ 
sis,  so  this  is  a  fairly  flexible  and  configurable 
system.  These  other  modules  include  token¬ 
ring  MAU,  Ethernet  repeater  and  FDDI 
concentrator  modules. 

However,  Digital  doesn’t  offer  a  high-den¬ 
sity  1 0/100Base-T  MultiSwitch  900.  Instead, 
two  switched  100Base-T  ports  come  on  a 
switch  module  along  with  12  switched 
Ethernet  ports,  so  a  fully  configured 
MultiSwitch  900  can  support  a  maximum 
of  16  100Base-T  ports.  Our  test  unit  includ¬ 
ed  three  Ethernet/Fast  Ethernet,  one 
Ethernet/FDDI  and  one  Ethernet/ATM 
module.  Its  list  price  was  $51,000. 

While  the  MultiSwitch  technically  sup¬ 
ports  a  total  gross  switching  bandwidth  of 
1.2G  bit/sec,  this  is  distributed  over  three 
400M  bit/sec  channels.  And  all  switched 
traffic  passing  between  ATM,  FDDI, 
Ethernet  and  Fast  Ethernet  goes  over  just 
one  channel  —  the  VNbus.  Digital  says  it 
plans  for  future  switch  modules  to  also  use 
the  other  backplane  channels. 

The  vendor  describes  the  VNbus  as  a  ser¬ 
ial,  cell-based  bus,  although  variable-length 
chunks  of  data  are  transported,  not  fixed- 
length,  ATM-type  cells.  Access  is  arbitrated, 
as  with  the  Cisco  architecture.  According 
to  Digital,  it  is  the  sending  module’s  job 
to  perform  conversion  of  the  data,  if  nec¬ 
essary;  for  example,  on  packets  going  be¬ 
tween  a  switched  Ethernet  and  a  switched 
FDDI  module.  A  tagging  protocol  is  used 
internally  to  designate  what  technology 
—  and,  if  applicable,  what  VLAN  —  the  data 
is  associated  with. 

The  ATM  module’s  capabilities  are  fair¬ 
ly  rich.  Switches  can  be  directly  linked  via 
ATM  using  a  variety  of  tunneling  tech¬ 
niques,  or  data  can  be  shipped  via  an  ATM 
uplink  to  an  external  ATM  switch  using  stan¬ 
dard  ATM  LAN  Emulation  1 .0. 

By  far  the  most  significant  advantage 
of  the  MultiSwitch  900/VNswitch  system 
we  found  is  its  plug-and-play  ability.  We 
simply  plugged  in  a  random  mix  of  Ether- 

For  a  recent  review  of  VLAN 
capabilities  in  switching  hubs,  as 
well  as  a  primer  on  hubs  in  general, 
see  Network  World  Fusion. 
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Racal  Data  Group 


Frame  Relay  Products  Save  You 
Money  on  Network  Costs! 


If  you're  thinking  about  Frame  Relay  -  Think  Racal. 
Racal's  new  FastFrame™  digital  access  products  give 
you  the  confidence  you  need  to  migrate  your  existing 
network  to  frame  reiay. 

With  FastFrame™  digital  access  products,  frame  relay 
networks  are  reliable,  flexible  and  SNMP  manageable! 
With  Racal,  Frame  Relay  is  as  easy  as  riding  a  bike. 


•  Easy  to  configure  with  Racal's  Wizard 
configuration  software! 

•  Easy  to  Install  -  Plug  and  Play 

•  Easy  to  monitor  your  network's 
performance  with  performance  monitoring 
applications.  Racal  makes  it  easy  for  you  to  do 
data  collection  and  data  analysis  for  cost  effective 
frame  relay  utilization! 


To  place  your  order,  or  for  additional  information  on 
Racal  products,  call  1-800-RACAL-55  Ext.  800  today! 
Ask  for  your  free  Frame  Relay  network  brochure  or  visit 

us  at  http://www.racal.com/rdg/ 


Products 
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-  ;  : is i  Lihernet,  ATM  and  FDDI  mod- 

•:k  ,;nd  wen:  immediately  able  to  send 
witched  t  raffle  between  any  ports.  All  the 
■i  .n  ation  and  translation  is  done 
!  automatically. 

However,  while  traffic  of  small  to  medi¬ 
um  loads  is  switched  neatly  and  automati¬ 


cally  between  different  types  of  LANs,  the 
system  exhibited  some  peculiar  behavior 
under  heavy  loads. 

With  the  heaviest  load  test — four  streams 
of  100M  bit/sec  each  delivered  on  Fast 
Ethernet  ports  and  switched  on  a  round- 
robin  basis  to  FDDI,  ATM  and  other  Fast 


Ethernet  ports  —  there  was  usually  some 
loss  of  data  packets  switched  between  Fast 
Ethernet  and  FDDI  and  also  between  Fast 
Ethernet  ports.  It  appeared,  however,  that 
an  excess  of  data  was  switched  onto  the  ATM 
link.  In  other  words,  not  all  packets  were 
forwarded  correctly  at  high-traffic  loads. 


Some  outbound  ports  received  too  few  pack¬ 
ets,  others  received  too  many.  Our  conclu¬ 
sion:  The  system  cannot  reliably  handle  this 
load. 

Digital’s  management  software  suite, 
called  clearVISN,  also  includes  separate 
applications  for  chassis/module  manage¬ 
ment,  VLAN  management  and  traffic 
monitoring.  The  VLAN  Manager  Version 
1.0  we  tested  was  quirky  and  generally 
nonintuitive,  even  though  all  user  actions 
are  accomplished  via  point-and-click 
operations. 

We  found  Digital’s  MultiChassis  Manager 
Version  6.1  to  be  an  effective  tool  for  chas¬ 
sis  and  module  management,  but  for  this 
purpose,  not  quite  as  sophisticated  or  easy 
to  use  as  CiscoView. 

Digital’s  traffic  monitoring  application, 
RMON  Manager  Version  3.3,  was  the  best 
of  the  management  tools  for  this  purpose, 
compared  with  the  equivalent  traffic  mon¬ 
itoring  applications  from  Cisco  and 
Cabletron.  Digital’s  RMON  application  is 
intuitive  and  integrates  well  with  the  traffic 
monitoring  components  integral  within 
each  VNswitch  module. 

Mier  is  president,  Smithers  is  manager  of  lab 
test  services  and  Scavo  is  lab  test  coordinator  at 
Mier  Communications,  Inc.,  a  Princeton 
Junction,  N.J.-based  network  consultancy  and 
product  test  center.  They  can  be  reached  at  ( 609) 
275-7311  or  via  e-mail  to  ed@mier.com, 
roh@mier.com  or  tom@mier.com. 


As  you  would  expect,  these  are  complex,  high- 
end  systems.  Thoroughly  evaluating  them 
involves  not  just  passing  traffic  through  the  vari¬ 
ous  switched  ports,  but  also  exercising  their  vari¬ 
ous  management  applications,  as  well  as  under¬ 
standing  each  one’s  unique  backplane,  bus  and 
switching  architecture. 

We  found  that  there  are  really  three  discrete 
aspects  to  managing  these  complex  switching 
hubs:  chassis  management,  including  configura¬ 
tion;  VLAN  management;  and  traffic  monitoring. 
It  turns  out  that  each  of  the  vendors  offers  dis¬ 
crete  management  applications  for  these  three 
functions. 

For  comparing  performance,  we  delivered 
streams  of  data  packets  using  Shomiti  Systems, 
Inc.  Century  Analyzers  to  the  switching  hubs’ 
100Base-T  ports,  which  had  to  be  switched  to 
other  Fast  Ethernet  ports  and  to  FDDI  and  ATM 
ports.  In  the  heaviest  load  test,  four  streams  of 
100M  bit/sec  each  were  delivered  on  Fast 
Ethernet  ports  and  switched  on  a  round-robin 
basis  to  other  Fast  Ethernet  ports,  FDDI  and  ATM 
ports,  depending  on  the  switch’s  configuration. 
The  maximum  delivered  load  was  about  600,000 
packet/sec. 

For  assessing  the  throughput  of  traffic  deliv¬ 
ered  via  100Base-T  and  switched  to  FDDI,  we 
used  Hewlett-Packard  Co.’s  Internet  Advisor  ana¬ 
lyzers.  We  used  Net2Net  CellBlaster  analyzers  to 
measure  the  throughput  of  traffic  switched  to 
ATM  155M  bit/sec  ports. 
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Los  Angeles  Convention  Center 


0 


aitse  it  s  not 


business  as 
lisiial  any  more. 

Your  future  is  tied  to  doing  business  on  the  Internet  and  the  World 
Wide  Web.  Internet  Commerce,  Extranets  and  corporate  Intranets 
have  changed  the  world  of  business  as  we  know  it.  Whether 
you're  a  vendor  with  an  Internet  solution  for  the  Enterprise...  or 
a  corporate  decision  maker  looking  for  productivity  enhancing 
products,  you  need  to  be  at  ICE. 

For  Exhibitors:  a  proven  to  deliver  event. 

Thousands  of  corporate  buyers  will  be  there  looking  for  the  new 
products  and  services  that  make  Intranets,  Extranets  and  Internet 
commerce  practical  and  secure. 

For  Attendees:  the  coolest  way  to  find 
the  hottest  Internet  solutions. 

Leading  Internet  vendors  and  solution  providers  will  show  you 
howto  increase  productivity  and  profitability  using  the  latest 
Internet  technology. 

Join  your  peers  at  this  business-critical 
Expo  and  Conference. 
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Philadelphia  utility  zips 
LAN  traffic  over  radio- 
based  SONET  net, 


Philip  Adelizzi  and  Ted  McDermott  ( center  and  right )  helped  build  PECO’s  SONET  net,  which  Joe 


By  Charles  Bruno 

hilip  Adelizzi  and  Ted  McDermott 
had  reason  to  panic. 

They  were  in  the  midst  of  a  rad¬ 
ical  project  at  the  utility  firm 
PECO  Energy  Co.,  deploying  un¬ 
proven  Synchronous  Optical  Net¬ 
work  (SONET)  microwave  radios 
to  ferry  data  from  corporate 
offices  to  remote  power  generation  facili¬ 
ties.  Hanging  over  their  heads  was  the  threat 
that  industry  deregulation  could  derail  their 
project  or  wreak  havoc  with  its  payback  cycle. 
There  also  was  a  major  resmjcturing  of  the 
IS  department  to  deal  with.  Oh,  and  the 
SONET  microwave  radios  showed  up  four 
months  late. 

But  Adelizzi  and  McDermott  kept  their 
collective  cool.  Now,  two  years  later,  PECO 
Energy  is  reaping  the  benefits  of  their 
efforts.  Instead  of  cramming  16M  bit/sec 
token-ring  traffic  onto  leased  T-l  lines,  the 
data  flows  freely  across  45M  bit/sec 
microwave  radio  links,  resulting  in  less 
buffering  at  crucial  router  points. 

PECO  already  was  familiar  with 
microwave  technology;  the  company  oper¬ 
ated  an  analog  radio  net  that  passed  data 
over  a  60-mile  stretch.  But  PECO  was  build¬ 
ing  a  fiber-based  OC-48  backbone  in  the 
heart  of  metro  Philadelphia  and  wanted  to 
complement  it  with  SONET  links  to  remote 
nuclear  and  hydroelectric  power  genera¬ 
tion  plants  and  other  offices  (see  graphic) . 

PECO  network  executives  say  they  built 
the  microwave  radio-based  SONET  net  for 
one-third  to  one-fifth  what  it  would  have 
cost  to  lay  fiber.  Altogether,  PECO  spent  an 
estimated  $10  million  for  its  microwave  and 
fiber  SONET  facilities.  It  is  expecting  a 
seven-year  return  on  that  investment,  both 
from  migrating  existing  leased  lines  to  the 
SONET  net  and  using  the  SONET  net  to 
support  new  requirements. 


Peach  Bottom  Conowingo,  Md. 

Nuclear  Plant  Unit  1  power  plant 


The  lure  of  radio 

PECO’s  microwave  odyssey  began  in  1994 
when  the  company  first  laid  plans  for  its 
OC-48  backbone  and  was  searching  for  ways 
to  extend  high-speed  links  to  facilities  then 
being  served  by  the  analog  radio  net  and 
T-l  leased  lines.  The  lure  of  150M  bit/sec 
OC-3  bandwidth  compelled  PECO  to  inves¬ 
tigate  the  then  unproven  SONET  radios. 

“We  could  have  run  fiber  down  those 
paths,  but  with  the  existing  towers  in  place, 
fiber  just  didn’t  make  sense  from  an  eco¬ 
nomic  perspective,”  says  Adelizzi,  a  senior 
engineer  in  the  company’s  Telecommuni¬ 
cations  Division. 

Even  though  SONET  microwave  radios 
had  not  reached  the  market  in  1994,  PECO 
floated  its  request  for  proposal.  They  found 
two  companies  —  Lucent  Technologies, 
Inc.  (then  AT&T  Network  Systems)  and 
Alcatel  Systems  —  that  said  they  could  meet 
the  equipment  criteria. 

PECO  selected  Lucent,  which  bid  a 
SONET  radio  it  was  codeveloping  with 


MegaStar  (OC-3  microwave  radio) 

6-GHz  SONET  microwave  path 

Fiber  SOURCE:  PECO,  PHILADELPHIA 


Harris-Farinon  Corp.  The  kicker  was 
Lucent’s  packaging  of  the  MegaStar  2000 
OC-3  microwave  radios  with  AT&T  DDM- 
2000  fiber  multiplexers  and  integrated  net¬ 
work  management  that  handled  both  the 
radio-  and  fiber-based  SONET  nets. 

The  radios  were  set  for  installation  in 
June  1995  but  were  delayed  until  October 
of  that  year.  PECO  engineers  used  that  time 
to  build  out  the  OC-48  backbone  and  make 
sure  it  was  fully  stabilized  before  introduc¬ 
ing  the  SONET  microwave  variable. 

PECO  is  still  waiting,  however,  for  the 
integrated  network  management  system 
Lucent  promised.  The  utility  is  currently 
using  separate  management  programs  for 
the  radio-  and  fiber-based  nets. 

“It’s  a  matter  of  a  software  release,  and 
we’re  expecting  that  shordy,”  Adelizzi  says. 

One  huge  advantage  to  SONET,  he  says, 
is  its  ability  to  support  ring  switching,  which 
allows  the  SONET  ring  to  heal  itself  in  the 
event  of  a  cable  cut  or  radio  outage.  Data  is 
sent  in  opposite  directions  around  a  ring, 
but  each  switch  or  radio  receives  the  data 
from  only  one  direction. 

The  TR496  path-switched  ring  algorithm 
calls  for  reestablishing  switching  links  in  60 
msec  or  less.  That  means  all  the  T-ls  in  a 
path-switched  ring  (a  maximum  of  84)  must 
be  switched  within  that  allotted  60  msec. 
The  MegaStars,  Adelizzi  says,  have  handled 
reroutes  in  closer  to  20  msec. 

“We’ve  [also]  drastically  reduced  the 
burden  on  our  Cisco  7000  routers,”  says 
McDermott,  a  telecommunications  spe¬ 
cialist  in  the  company’s  Telecommunica¬ 
tions  Division.  With  a  SONET  infrastruc¬ 
ture  in  place,  PECO  streams  16M  bit/sec 
LAN  data  over  the  wide  area  using  High 
Speed  Serial  Interface  cards  in  its  routers. 
Previously,  that  data  was  chopped  up  and 
buffered  in  router  queues  awaiting  passage 
over  T-l  links.  Now  it  is  sent  immediately 
over  one  of  three  45M  bit/ sec  wide-area 
links,  eliminating  the  WAN  botdeneck. 


Kwasizur  now  operates  day  to  day. 

The  most  arduous  task  PECO  faced  was 
the  up-front  needs  assessment  that  paved 
the  way  for  project  approval. 

While  admitting  it  is  not  an  exact  science, 
Adelizzi  projected  the  company’s  T-l  needs 
for  20  years  and  multiplied  them  by  a  con¬ 
servative  five-year  estimate  on  circuit  prices 
to  create  a  present  worth  analysis  of  the 
existing  T-l  net. 

PECO  then  measured  those  costs  against 
the  projected  capital  ouday  and  associated 
overhead  and  administration  costs  for  build¬ 
ing  the  SONET  microwave  network.  From 
that  analysis,  PECO  developed  an  inter¬ 
nal  rate  of  return  for  the  SONET  project 
and  found  it  would  pay  back  in  seven  years. 

Is  SONET  foryou? 

While  PECO  deployed  its  SONET  gear 
over  the  wide  area,  Adelizzi  says  the  tech¬ 
nology  has  some  applicability  in  a  metro¬ 
politan-area  setting  —  provided  you  own 
or  can  rent  the  rights  of  way  needed  to  build 
microwave  towers. 

In  a  campus  situation,  he  says,  most  users 
would  turn  to  fiber,  but  they  should  con¬ 
sider  SONET  microwave  for  unusual  cir¬ 
cumstances  —  such  as  dying  to  link  two  sites 
across  a  highway. 

For  their  part,  McDermott  and  Adelizzi 
agree  they’ve  got  a  winner  in  SONET  radio. 
“My  view  is  it’s  stable,”  Adelizzi  says. 

Now  when  internal  customers  request  a 
T-l  to  a  remote  site,  they  get  routed  over  the 
SONET  net  instead  of  leasing  a  private  line 
for  $500  to  $700  per  month. 

In  addition,  the  company  hopes  to  reduce 
its  reliance  on  about  200  leased  lines  it 
already  uses  by  cutting  over  users  to  the 
SONET  facilities. 

“There  isn’t  much  difference  between 
being  on  the  microwave  and  the  fiber  por¬ 
tions  of  the  network,”  Adelizzi  says.  “If  the 
paths  are  designed  correcdy,  in  a  digital 
world  there  will  be  no  degradation  of 
service  quality.”  ■ 


|  I  THE  LAY  OF  THE  WAN  -  PECO’S  AIRBORNE  SONET  NET 
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OC-3  SONET  microwave  radios  transmit  data  over  the  equivalent  of  three  DS-3 
microwave  links  from  PECO’s  Berwyn,  Pa.,  data  center  60  miles  away  to  its  Peach 
Bottom  microwave  tower. 
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eb  Management- 

^  Are  you  Prepared? 


Zero  Administration- 

Are  you  Close? 


Are  you  able  to  Deliver? 

Special  keynote  presentations  by: 

F rank  Moss,  President  and  CEO ,  Tivoli  Systems 

Russell  Artzt,  Co-Founder/VP  of  Technology,  Computer  Associates 

Joseph  A.  Marengi,  President  and  COO ,  Novell 

Olivier  J.  Helleboid,  General  Manager,  Hewlett  Packard 

Lloyd  Carney,  Executive  Vice  President,  Bay  Networks 


Conference  Chairmen: 

Rick  Villars  and  Paul  Mason,  International  Data  Corp 


Call I  (508)  470-3880  for  more  information  or  visit  our 


site  at  www.dciexpo.com.  Please  mention  priority 
JtWAWN05,  when  calling 
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Software  superior  by  design 
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Networks  That  Go  the  Distance 
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Briefs 


■  The  Burton  Group,  a  network 
computing  consultancy,  and 
the  Network  Applications  Con¬ 
sortium  user  group  will  host  the 

Catalyst  Conference  97 
in  San  Francisco  July  16 
to  18. 

The  event  will  focus  on  direc¬ 
tory  interoperability  and  imple¬ 
mentation.  It  will  also  address 
the  challenges  of  using  public  key 
security  and  certificates  in  the 
intranet  environment  and  the 
impact  of  the  emerging  intranet 
server  platform  on  application 
building. 

The  complete  conference  costs 
$1,595 for  The  Burton  Group  cus¬ 
tomers  and  $1, 795 for  noncus¬ 
tomers. 

©  The  Burton  Group:  ( 800) 
824-9924,  Ext.  121 

■  KnowledgePool,  an  inter¬ 
national  IT  training  consortium,, 
has formed  a  new  facility  in 
Dallas. 

The  location  will  offer  Micro¬ 
soft-accredited  courses  for 
Windows  NT 4.0,  Exchange, 
TCP/IP  and  SQL,  via  instructor- 
led,  CD-ROM  and  online  train¬ 
ing.  The  program  will  also 
provide  trainees  with  24-hour 
online  support  from  an  existing 
global  network  of  KnowledgePool 
instructors. 

In  addition,  KnowledgePool 
has  announced  plans  to  roll  out 
the  service  nationwide  over  the 
next  two  years. 

Individual  courses  cost  $400 
to  $2,000. 

©  KnowledgePool:  ( 888 )  215- 
3872 

■  New  Riders  Publishing 

has  released  its  MCSE  Training 
Guide:  Windows  95. 

The  tome  features  informa¬ 
tion  on  Microsoft  certification 
programs  and  on  the  technical 
wizardry  needed  to  install,  con¬ 
figure  and  run  Windows  95 
applications. 

The  companion  CD-ROM  con¬ 
tains  several  Windows  95  test 
engines  to  help  network  adminis¬ 
trators  and  other  IT  profession¬ 
als  prepare  for  the  exam. 

The  book/CD-ROM  set  costs 
$59.99. 

©  New  Riders:  (800 )  428-5331 


It’s  time  to  check  your  career’s  vital  signs 

Visit  a  specialist  for  a  thorough  checkup  and  assessment  of  your  professional  health. 


ASK  THE  RIGHT  QUESTIONS 

Be  sure  to  interview  prospective  career 
counselors  to  learn  about  their  experience 
and  expertise.  And  remember  that  no  matter 
how  impressive  a  counselor’s  credentials  are, 
it’s  important  to  choose  someone  you  feel 
comfortable  with.  Here  are  some  good 
questions  to  ask: 

►  What  specific  licenses  and  accreditations 
do  you  have? 

►  What  previous  work  have  you  done  in  this 
field? 

►  Have  you  worked  in  a  corporate  setting? 

►  Have  you  worked  with  people  that  possess 
my  functional  expertise? 

►  Have  you  personally  undergone  a  career 
transition? 


By  Frank  Schoff 

Most  of  us  would  agree  that 
it’s  not  wise  to  wait  until  we’re 
faced  with  a  life-threatening  ill¬ 
ness  to  get  a  thorough  physical 
checkup,  but  few  people  realize 
the  importance  of  preventative 
maintenance  to  ensure  their 
professional  well-being. 

Every  year,  thousands  of  peo¬ 
ple  undergo  diagnosis  after  their 
careers  have  been  dealt  poten¬ 
tially  life-threatening  blows. 
That  process  is  called  outplace¬ 
ment.  As  its  name  suggests,  out¬ 
placement’s  emphasis  is  on  the 
word  “out”  —  out  of  a  job  and 
on  the  outside  looking  in. 


That’s  not  a  knock  on  out¬ 
placement;  it’s  a  valuable  re¬ 
source  that  you  should  use  if  it’s 
available. 

In  fact,  many  of  the  steps 
involved  in  outplacement  are  so 
helpful  and  effective  that  they 
should  be  used  for  proactive 
career  management  by  those 
who  are  gainfully  employed. 
Don’t  make  the  mistake  of  wait¬ 
ing  for  an  employer  to  send  you 
to  outplacement  to  revitalize 
an  ailing  career.  Instead,  take 
the  initiative  and  schedule  a 
checkup. 

Consult  the  experts 

Just  what  is  a  career  checkup? 
It’s  a  comprehensive  review  of 
your  career’s  present  status  and 
direction,  your  motivations  and 
desires,  and  your  future  options. 
Like  a  physical  exam,  this 
checkup  is  conducted  by  a  pro¬ 
fessional.  And  it’s  an  assessment 
that  is  most  effective  when  it  is 
routinely  conducted  rather  than 
performed  as  a  one-time  fix  for  a 
specific  career  affliction. 

Career  counseling  is  also  sim¬ 
ilar  to  medical  care  in  that  nei¬ 


ther  is  inexpensive.  Depending 
on  the  counselor’s  credentials 
and  geographic  location,  it 
could  cost  $100  to  $300  per  hour. 
Based  on  an  average  initial  con¬ 
sultation  length  of  eight  hours,  a 
comprehensive  career  checkup 
could  set  you  back  $800  to 
$2,400,  with  a  periodic  mainte¬ 
nance  cost  of  $200  to  $600. 

Is  it  worth  it?  That  answer  is  a 
very  personal  one.  How  much 
would  you  pay  to  have  a  career 
that  is  truly  rewarding  and  satis¬ 
fying?  Is  it  worth  that  much  to 
optimize  your  income-produc¬ 
ing  potential  or  to  avoid  six 
months  of  lost  income  resulting 
from  a  career  misstep? 

Just  as  you’ve  got  to 
pay  a  physician  to  main¬ 
tain  your  physical 
health,  it  makes  sense  to 
invest  in  your  career 
health.  After  all,  your 
job  satisfaction  can  also 
impact  your  physical 
and  mental  health. 

And  just  as  you  prob¬ 
ably  put  some  thought 
into  selecting  a  doctor, 
it’s  also  prudent  to  select  the 
right  career  caregiver.  Choose 
a  formally  trained  and  licensed 
career  counselor 
who  has  experience 
in  a  work  setting. 

Be-cause  the  coun¬ 
selor  should  ideally 
un-derstand  and 
relate  to  your  spe¬ 
cific  functional 
expertise,  psychol¬ 
ogists  or  psychia¬ 
trists  who  provide 
general  therapy 
may  not  be  well- 
suited  to  thejob. 

How  do  you  find  a  career 
counselor?  The  best  resources 
are  likely  to  be  personal  refer¬ 
rals. 

Someone  who  has  success¬ 
fully  worked  with  a  professional 
career  counselor  can  serve  as  an 
excellent  resource.  Outplace¬ 
ment  services  may  also  be  able 
to  suggest  leads,  as  may  human 
resources  professionals.  If  you 
are  uncomfortable  asking  at 
your  own  workplace,  get  a  friend 
to  ask  his  or  her  employer  on 
your  behalf. 


In  addition,  check 
libraries  or  the  Internet 
for  professional  associa¬ 
tions  that  can  provide 
referrals.  Beware  of 
basic  yellow  pages  list¬ 
ings  —  career  counsel¬ 
ors  can  hang  up  a 
shingle  in  many  states 
without  having  any  spe¬ 
cific  credentials  to  back 
up  the  title. 

The  career  checkup 
consists  of  extensive  in¬ 
terviews  plus  a  compre¬ 
hensive  battery  of  tests, 
followed  by  a  formal 
report  and  feedback. 

This  initial  process  typi¬ 
cally  takes  six  to  10 
hours  to  complete  and, 
as  a  result,  could 
require  more  than  one  meeting 
with  the  counselor. 

Follow-up  meetings  generally 
occur  every  12  to  24  months  and 
last  approximately  two  hours.  A 
career-  or  life-altering  event, 
such  as  a  change  in  jobs,  a  new 
boss,  or  a  more  personal  event 
such  as  an  inheritance,  marriage 
or  divorce,  usually  triggers  these 
appointments. 

Although  some  workers  may 
prefer  the  conve¬ 
nience  of  a  checkup 
that  does  not  re¬ 
quire  face-to-face 
contact,  counselors 
agree  that  there 
should  be  at  least 
one  initial  meeting 
in  person.  However, 
follow-up  sessions 
can  be  conducted  by 
telephone. 

An  objective  pro¬ 
fessional’s  insights  and  advice 
should  help  you  gain  a  wealth  of 
knowledge.  You’ll  understand 
the  nature  and  underlying  cause 
of  your  work  relationships,  the 
aspects  of  your  career  that  you 
enjoy  most  and  the  aspects  at 
which  you  are  most  successful. 

Equally  important,  you’ll  rec¬ 
ognize  the  elements  that  are  the 
least  rewarding  and  satisfying. 
All  this  introspection  will  im¬ 
prove  your  ability  to  relate  your 
career  to  other  life  values,  such 
as  family  values,  spiritual  values 
and  your  own  self-image. 


You’ll  also  receive  advice  on 
tactics  to  employ  to  optimize 
your  strengths,  as  well  as  sugges¬ 
tions  for  handling  or  avoiding 
unsatisfying  and  unrewarding 
situations  and  relationships. 

Use  this  advice  and  take  steps 
to  develop  a  strategic  career 
plan.  As  you  go  through  this  pro¬ 
cess,  you  may  even  identify  and 
choose  to  pursue  career  options 
that  are  not  straight-line  pro¬ 
gressions  of  your  current  career 
direction.  And  by  developing  a 
relationship  with  a  career  coun¬ 
selor,  you’ll  have  an  ongoing 
resource  to  use  as  a  checkpoint 
as  you  move  forward. 

No  magic  pill 

No  matter  how  much  you  pay, 
don’t  expect  a  counselor  to  carry 
you  down  the  road  ahead  — 
you’ll  need  to  pull  some  of  your 
own  weight.  You  will  probably 
not  get  a  specific  career  destina¬ 
tion  with  a  detailed  map  of  how 
to  get  there,  nor  will  you  be  told 
what  to  do.  A  career  counselor 
cannot  remove  your  self-im¬ 
posed  limitations,  and  most  cer¬ 
tainly,  a  career  counselor  will  not 
findyouajob. 

Schoff  is  president  of  Man¬ 
agement  Recruiters  in  Cedar  Moun¬ 
tain,  N.C.,  and  specializes  in  the 
placement  of  networking  profes¬ 
sionals.  He  can  be  reached  at  (704) 
884-4118  or  by  fax  at  (704) 
884-3512. 


Go  to  Fusion  for: 

►  More  tips  on  how  to  develop 
a  winning  career  game  plan 

►  Our  special  section  on 
career  management  published  last  spring 

►  A  link  to  the  Career  Resource  Center,  the 
mother  of  all  indexes  for  career-related 

\A/ph  citpc 

www.nwfusion.com 


Just  as  you’ve  got  to 
pay  aphysician  to 
maintain  your 
physical  health,  it 
makes  sense  to 
invest  in  your 
career  health. 
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Making  w 

W  0\V\  1  Mo  1/e  Faster. 


Since  the  dawn  of  time,  the  earth  has  been  revolving  at  the  same  deliberate  pace  - 
but  corporations  wish  it  would  move  faster.  Where  does  the  world  of  business  get 
the  technological  push  it  needs?  International  industry  leaders  seek  out  the  universally 
renowned  information-management  expert:  Unisys  Corporation.  At  Unisys 
Global  Customer  Service  (GCS),  we  provide  network  integration,  desktop 
services,  and  other  support  services  that  help  clients  maximize  the  availability  and 
effectiveness  of  their  distributed  computing  environments.  If  you  are  interested  in 
helping  develop  strategic  solutions  to  our  global  customers'  needs,  consider  joining 
our  Blue  Bell,  PA  headquarters  as  a: 


Providing  second  tier  networking  support,  this  highly  skilled  professional  will  capitalize 
on  their  expertise  as  they  manage/troubleshoot  network  devices  using  tools  such 
as  HP  Openview,  ITO,  ITA,  Ciscoworks  and  Network  Sniffers,  monitor  network 
performance  and  ensure  the  smooth  running  of  our  innovative,  multitier  Network 
Management  Center.  The  CCIE  CERTIFIED  expert  we  select  will  have  8  years 
total  experience  with  many  of  the  following:  Large  scale  TCP/IP  Networks:  Routers/ 
Hubs/LAN  switches;  FDDI,  Ethernet,  Token  Ring;  ISO  7  layer  model  and  related 
protocols;  ATM,  Sonet,  Routing  protocols;  TCP/IP  and  related  protocols/services. 
Experience  in  managing  network  performance  and  device  configurations  in  addition 
to  the  installation  and  administration  of  the  tools  is  required;  knowledge  of  UNIX 
system  administration  and  UNIX  operating  systems  fundamentals  as  they  relate  to 
networks  a  definite  plus. 

Unisys  offers  the  competitive  salary/benefits  and  unlimited  professional  opportunity 
and  growth  that  you  would  expect  from  a  company  of  our  stature.  To  apply,  please 
respond  using  one  of  the  following  options:  e-mail:  garylcozin@unn.unisys.com 
(no  file  attachments),  also  cc:  jobs@unn.unisys.com;  FAX:  201-331- 
3816;  mail:  Unisys  Corporation,  GCS  Recruiting  &  Staffing,  P.O.  Box 
730,  Montville,  NJ  07045-0730.  For  consideration,  you  must  reference 
the  Dept.  #  NWW060997.  We  are  an  equal  opportunity  employer  committed  to 
work  force  diversity. 


UNISYS 


When  Information  is  Everything 


http://www.corp.unisys.com/Jobs 


DON’T  MISS  THESE  GREAT 
ADVERTISING  OPPORTUNITIES  IN 


JUNE/JULY 

ISSUE 

SPECIAL 

FEATURE 

SPACE 

CLOSE 

6/23 

Extras:  HARVEY  STUDY;  Review:  Performance  modeling/capacity  planning  software; 
Special  Focus:  Ipv6;  Technology  Update:  Browser-based  management  June  11th 

6/30 

Server  Review  Series;  Special  Focus:  Java  Application  Development; 
Technology  Update:  Gigabit  Switching  routers 

June  18th 

7/7 

Review:  Security  Products 

June  25th 

7/14 

Buyer's  Guide:  High-end  Routers 

July  2nd 

7/21 

Special  Section:  Telecom  in  Transition 

July  9th 

August 

Intnjnet  Magazine 

July  18th 

FOR  MORS  INFORMATION  OR  TO  PLACE  AN  ADVERTISEMENT, 
PLEASE  CALL  PAM  VALENTINAS  AT  1-800-622-1108. 


Information  Technology 
Entertainment  Industry 

An  $8  Billion  diversified  Entertainment  company  focused  on  recreating  itself 
is  looking  for  expectional  IS  people  to  lead  that  charge.  We  offer  a  fast  paced, 
dynamic  and  evolving  work  environment  with  tremendous  potential  for  per¬ 
sonal  and  collective  career  development.  We  seek  high  calibre  individuals 
who  desire  an  opportunity  to  display  their  individual  talents  in  a  team  envi¬ 
ronment. 

Seeking  Information  Technology  (IT)  professionals  serving  at  a  Project  Man¬ 
ager,  Senior  System  Analyst,  Systems  Analyst  and  Business  Analyst  level  who 
will  participate  in  a  significant  Reengineering  Implementation  initiative  for  a 
major  diversified  entertainment  organization  based  in  Southern  California. 

To  be  effective  in  these  positions  the  individuals  must  combine  outstanding 
technical  competence  and  professional  business  acumen.  A  thorough 
knowledge  in  defining,  designing,  and  implementing  IT  solutions.  Excel¬ 
lent  project  and  program  management  skills  are  essential  to  success. 
Demonstrated  track  record  in  creating  systems  from  scratch,  managing 
change  and  meeting  deadlines. 

Please  submit  your  resume,  including  salary  information  in  confidence  to:  P.O. 
Box  90635,  Los  Angeles,  CA  90045  or  fax  to  310-338-5484  or  310-338-5472. 

Equal  Opportunity  Employer 
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account 

itives 

WorldCom’s  aggressive  expansion  reflects  our 
singular  ability  to  offer  our  customers  one  stop 
solutions  to  their  data  and  telecommunication  needs 
including  local  access,  long  distance  access, 
Internet  access,  and  global  communications 
“bundling." 

We  offer  a  highly  competitive  base  salary, 
commissions,  bonuses,  auto  allowance,  benefits 
package  and  the  opportunity  to  watch  your  career 
grow  in  a  dynamic  industry  and  company.  We  have 
opportunities  throughout  the  US  with  major  hubs  in 
Atlanta,  Chicago,  Dallas,  Houston,  New  Jersey,  New 
York,  San  Mateo,  Seattle  and  Washington.  Please 
take  an  opportunity  to  call  us  for  a  candid  and 
confidential  discussion  to  explore  what  WorldCom 
can  offer  you  to  expedite  your  professional  and 
financial  growth. 

The  ideal  candidate  will  have  a  successful  track 
record  and  be  top  ranked,  with  a  minimum  of  4  years 
telecom  experience,  with  2  years  data  communica¬ 
tion  experience  preferred. 

Please  call  Kim  Clark  at  (888)  506-DATA; 
or  fax/mail  credentials  to:  5120  W.  Goldleaf  Circle, 
Suite  300,  Los  Angeles,  CA,  90056; 
fax:  (213)  299-1647;  Principals  Only.  EOE. 

wYrld 

COM 

Voice  Data  Video 


We  are  the 
cutting  edge.. .and 
we’re  sharpening 
ourselves  every 
minute. 

We’re  the  fourth 
largest 

Telecommunications 

Company 

today. 

We’re  focused, 
driven,  innovative 
and  growing. 


"WorldCom  is  proudly  known  as  one  of  the  world's  premier  business  communications  companies,  and  a  leading  provider 
of  local,  long  distance,  data  and  Internet  services." 


We  currently  have  openings  for  Voice  and  Data  Systems  Engineers  In  the  following  cities:  San  Francisco,  San  Mateo,  and 
Irvine  CA,  Seattle  WA,  Houston  and  Dallas  TX,  St.  Louis,  Philadelphia,  New  York  City.  East  Rutherford  NJ,  Nashville  TN, 
and  Minneapolis.  MN. 

DATA  SYSTEMS  ENGINEER  -  ,san  FRANCISCO,  SAN  MATEO,  SEATTLE, 

ST.  LOUIS,  PHILADELPHIA,  NEW  YORK  CITY,  L  RUTHERFORD  N),  NASHVILLE,  MINNEAPOLIS) 

The  Systems  Engineer  for  WorldCom  will  provide  sales  support  for  Data  Communication  Services. 


Skins: 

•  BS/MS  in  Electrical  Engineering,  Computer  Science. 
Telecommunications,  or  related  degree 

•  3  to  5  years  of  direct  Industry  experience 

•  Exceptional  presentation  and  communications  skills 

•  A  strong  knowledge  of  LAN  Switches.  Routers.  Bridges, 
FRADS,  and  CSU/DSUs 


•  Working  knowledge  of  analog/digital  private  line. 
Frame  Relay,  and  ATM  technology 

•  In  depth  knowledge  of  LAN  and  WAN  protocols 
Including  TCP/IP.  IPX,  SNA,  OSPF.  RIP.  and  IGRP 

•  Ability  to  travel 


VOICE  SYSTEMS  ENGINEER  -  (IRVINE  CA,  HOUSTON,  DALLAS) 


You  will  provide  technical  expertise  for  Network  designs  in  a  pre-sale  (80%)  and  post  sale  (20%)  sales  environment. 
Skills:  A  strong  knowledge  of  PBX's.  ACD's,  predictive  dialers,  as  well  as.  DMS  250  switches.  Must  be  well  versed  in 
5DN.  SS7.  and  analog  signaling  protocols  Must  be  experienced  In  T-l  provisioning  from  a  Telco  view-point. 

To  be  considered  please  send  current  resume  with  salary  history  to: 


w~)rld 

COM. 


WorldCom  -  SE  Opportunities 

C/0  ]ohn  Biggs,  System  Engineering  Manager 

12500  San  Pedro,  Suite  300,  San  Antonio,  TX  78216 

EQUAL  OPPORTUNITY  EMPLOYER  M/F/D/V 


Software  Developer.  Design  & 
develop  software  for  transporta¬ 
tion  &  freight  management  to 
support  order  tracking  &  pro¬ 
cessing.  inventory  control  & 
activity  scheduling  at  ware¬ 
houses  and/or  distribution  cen¬ 
ters;  design  interfaces  for  Sybase 
&  Informix  applications,  develop 
custom  module  specs,  develop 
algorithms  &  math  modules  to 
simulate  ratings  &  convert  orders 
into  shipment  sequences  using 
C  &  SQL  on  Unix  (HP9000/ 
HP-UX)  in  a  windows  environ¬ 
ment;  analyze  transportation  net¬ 
works  &  design  module  to 
combine  &  coordinate  RS/6000 
system;  debug  on  VAX/VMS. 
542,000/yr.  40  hrs/wk.  B.S.  in 
Computer  Sc.  or  Computer  Eng. 
or  Math  or  Mechanical  Eng.  &  2 
yrs.  exp.  in  job  offered  or  2  yrs. 
related  exp.  as  System  Analyst 
or  Programmer  Analyst  to 
include  use  of  skills  listed  in  job 
duties.  M.S.  in  noted  disciplines 
&  1  yr.  exp.  accepted  in  lieu  of 
B.S.  &  2  yrs.  exp.  Submit 
resume  to  Job  Service,  500  W. 
Trade  St..  Charlotte,  NC  28202. 
Resume  or  cover  letter  must 
include  Social  Security  #,  Job 
Order  #NC2667626  and  DOT 
Code  030.062-010. 


Systems  Administrator:  Migrate 
local  area  network  operating 
system  from  SunOS  4.1.4  to 
Solaris  2.5.1  running  on  Ultra- 
Sparc  II;  install  world-wide 
web  server;  develop  applica¬ 
tions  using  JAVA,  ORACLE, 
and  JAM.  Position  requires 
master’s  degree  in  Computer 
Science  or  similar  major  & 
working  knowledge  of  Sun 
operating  systems  and 
INFORMIX  or  ORACLE 
database.  40  hrs/wk;  8am- 
5pm;  salary  of  $35,000.00/yr. 
Send  resume  with  Social 
Security  No.  to  Indiana  Dept, 
of  Workforce  Development, 
ION.  Senate  Ave.,  Indianapo¬ 
lis,  IN  46204-2277,  Attn: 
Gene  R.  Replogle,  Include 
ID#3450505  with  response. 
Applicants  must  be  eligible  for 
permanent  employment  in  the 
United  States. 


Systems  Engineer.  Design,  develop 
and  implement  Computer  Net¬ 
works  (LAN/WAN)  and  application 
software  pertaining  to  secured 
communication  for  Windows  NT. 
Involved  in  the  application  of  net¬ 
work  protocols,  routers,  hubs,  and 
operating  systems.  Develop  soft¬ 
ware  components  like  device 
drivers,  application  software,  com¬ 
munication  and  telephony  applica¬ 
tions  using  C,  visual  C++  or 
Visual  Basic.  Fine  tune  system 
level  programming  and  database 
applications.  M.S.  degree  in  Com¬ 
puter  Science  or  Electrical  Engi¬ 
neering.  1  year  of  experience  in 
the  job  offered.  Salary:  $47,500 
per  year.  Apply  at  the  Texas  Work¬ 
force  Commission,  Dallas,  Texas, 
or  send  resume  to  Texas  Workforce 
Commission,  1117  Trinity,  Room 
424T,  Austin,  TX  78701,  JO# 
TX7856720.  AD  paid  by  an  Equal 
Opportunity  Employer. 
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A  Software  Only  32-bit  Network  Analysis  Application 


So  Full  of  Features,  You  Won't  Believe  the  Price. 


Capture  and  Decode  Protocols 
Monitor  Bandwidth  Utilization 
Grade  LAN  Efficiency 


View  LAN  Errors  (vital  signs) 
Monitor  Web  Servers 


$695._ 

Ethernet  and  Token  Ring 


Track  Long-term  LAN  Statistics 


Track  Router  Traffic  in  Real  Time 


Stop  |  Peat  | 

Observer  not  licensed  Running  in  Pomp  mode  Adapter  PQ  Ethernet  DECchip  21041  Baaed  Adap 


Full  32-bit  Application  (95/NT  only) 


Observer™  4.0 


If  you  have  network  slowdowns,  would  you 
know  if  they  were  due  to  overloaded  bandwidth, 
broadcast  storms,  or  errors?  Observer  can  show 
your  LAN  traffic  in  real  time,  and  with  this 
information,  pinpoint  problems.  Once  the  source 
and  cause  is  found,  solutions  and  action  plans 


become  clear.  Start  seeing  what  you  have  been 
missing!  Call  800-526-7919  for  a  FREE 
DEMO  or  Download  • 
from  our  web  site.  ^■NETWORK 

INSTRUMENTS 

www.networkinstruments.com 


©1997  NETWORK  INSTRUMENTS,  LLC  CORPORATE  HEADQUARTERS  (612)  932-9899  FAX  (612)  932-9545,  UK  AND  EUROPE 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  INTERNET  lnfo@ne1workinstruments.com 
www.networkinstruments.com  OBSERVER™  IS  A  TRADEMARK  OF  NETWORK  INSTRUMENTS,  LLC  MINNEAPOLIS,  MN  USA 


Reader  Service  No.  290 


Free  Product  Information 


To  receive  more  information  circle  the  reader  service 
numbers  of  products  that  interest  you. 

Send  this  coupon  to:  Network  World  P.O.  Box  5090, 
Pittsfield,  MA  01203  or  Fax  (413)  637-4343- 


Expires  9/29/97 
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A  Hub? 

Or  a  Power  Controller? 


ISA's  7500  Series  model  7511 
Intelligent  Hub  lets  you  have  both! 


Intelligent  Hub  with  power  control 
All  with  SNMP  functionality 
ISA  7500  Series  model  7511 


Typical  vm  for  Hm  mod.17511 

Home  office, 

computer 

center 

/(& 

WAN 

e 

Remote 

•ermine! 

HE 

tk  ^ 

taw 

lAN 

Remote  office  A 


“1 

7510 

ISA  Co.,  Ltd. 

Home  Office  :  Nissay  Bldg., 
6-24-16,  Shinjuku,  Shinjuku-ku, 
Tokyo  160 

Tel  :  (+81)03-3208-1563 
Fax  :  (+81)03-3208-1335 
Web  site:http://www.isa-j.co.jp 
e-mail:info@isa-j.co.jp 
Overseas  offices  :  Hong  Kong, 
Houston, 
Paris 


Reader  Service  No.  304 


Agents  Wanted! 

ISA,  Japan's  premier 
power  management  solution  provider, 
is  looking  for  sales  agents  in  conjunction 
with  its  overseas  expansion. 

If  you're  interested, 
fax  for  details  on 
Overseas  Dept. 

FAX:  81-3-3208-1335 

e-mail:taka@isa-j.co.jp 


Pie  Edit  M»p  Log  Manage  Cowflg  Window  Help 


History  Meter 


A j ante,  ePortStatPaedaOieFreme*  i  1  -  (500) 
Current  •  2686  !  10  aeconds  Peak  ■ 


I  John  (Generic  SNMP)  In  UNTITLED 
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i  To  be  truly 
the  DACS 


versatile 

must  first  know 


generosity.” 


I  Ching 

The  Book  of  Migration 


The  DNX  -  Digital  Network  Exchange 


Ir  has  been  said  that  a  certain  Eastern  Research  DACS  shall  be 
truly  remarkable.  Known  as  the  DNX- Digital  Network  Exchange,  it  is 
a  communications  platform  that  addresses  today’s  DACS  requirements, 
yet  is  capable  of  supporting  the  higher  speeds  and  protocols  of  the 
rapidly  approaching  millennium. 


The  DNX  can  terminate  up  to  44  interfaces  - 
either  T1  with  CSU,  or  high  speed  data. 

It  then  provides  non-blocking  switching 
down  to  the  DSO  level. 

Major  features  include: 

B  Full  Redundancy 
B  SNMP  and  TELNET  Management 
B  Event  Driven  Reconfigurations 
B  Integral  Test  Access 


'  '—'•*(«*_  * 

*  t 

#7. . 


i .. 
«•  i  • 


i  f  I } 


*  *  * 


Seek  the  wisdom  of  the  WAN.  Call  us  today  for  more 


Ule  have  500  unique  products 
to  get  you  out  of  this  jam. 

Solutions  for  all  your  remote  site  management  needs: 

b*  Alarm  monitoring  &  reporting 
b>*  A/C  power  management 
b*  Remote  switch  control 
b>»  Line  &  port  sharing  &  sparing 
b*t  Circuit  &  equipment  back-up 

B*  Custom  solutions  —  call  and  talk 
to  an  applications  engineer. 


information  on  all  our  WAN  access 
and  internetworking  products. 


For  a  preview,  visit  our  web  site 
http://www.dataprobe.com 


SEE  US  AT  SUPERCOMM  '97 
BOOTH  #3718 


Products  as  Solutions 


225  Executive  Drive,  Moorestown,  NJ  08057 
1  -800-337-4374  609-273-6622  E-mail:  info@erinc.com  http://www.erinc.com 


11  Park  Place  •  Paramus,  NJ  07652  USA  •  (201)  967-9300 
Fax  (201)  967-9090  •  E-mail:  sales@dataprobe.com 


■ 
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» 

C0MPEX  100Mbps  Fast  Ethernet 


Snap 


Link 


mmmrm  .in--- 


Connect  lour  hubs 
without  external  cables. 

Connect  1 0Mbps.  to 
100Mbps.  networks. 

Extend  hub-to-hub 
connection  to  100  meters. 


\ 


Conventional 

TX  HUB  TX3216 


HUB 
$  maters 


* 


1 0Mbps  HUB. 


(~ 


TX32I6 


100  meters 

113214^ 

SMCOMI 


Ingram  Micro  Micro  Supply  Globelle  Comstor  CPU  Distributing  HB  Corp.  Bass  Corp. 

(800)  456-8000  (800)  804-5684  (800)  465-1616  (800)955-9590  (800)  880-4200  (800)  929-0280  (713)  789-2973 

©  1997  (  ‘imfit'j,  hit.  Cumpej  and  the  Compel  logo  are  registered  trademarks  of  Ctmpej,  Ine  All  trademarks  and  copyrights  are  the  property  of  their  respective  holders. 


ffl 


9 

MICROSOFT. 

WINDOWS 

COMPATIBLE 


Yes 


NetWare. 


With  the  Compex  MicroHub  Plus  100  Series 
it's  a  snap!  Available  as  a  16-port  Fast  Ethernet 
TX3216,  or  an  8-port  TX3208,  the  Compex  MicroHub  Plus 
100  Series  offers  a  combination  of  unique  features  that 
make  it  the  most  versatile  and  cost-effec¬ 
tive  fast  Ethernet  hub  you  can  buy.  In 
addition  to  its  exclusive  SnapLink,  SuperLink  and 
Space  Link  features,  only  the  Compex  MicroHub  Plus  100 
Series  provides: 

■  Auto-sensing  10/100  uplink 

■  Lifetime  Warranty  backed  by  a  worldwide  company  with  over 
10  years  experience 

■  Universal  input  power  supply 

■  Stackable  up  to  four  hubs  high  and  manageable  (SNMP) 

If  you  want  to  put  your  network  on  the  fast  track,  contact  Compex 
or  leading  distributors  throughout  the  world  now! 


COMPEX 


Networks  that  work! 


Http:// 

www. (px.com 

Compex,  Inc. 

(714)  630-7302 
Fax  (714)  630-6521 
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Don't  Compromise  on 
Network  Printing  Performance 


HIGH  performance  with  300k 
characters  per  second  aggregate 


operating 

environments 


Novell  NetWare  LAN  Manager 


FIRST  external  box  printer  server  supporting  four 
major  operating  systems  (Novell,  unix,  Apple,  Digital)  1992 


Supports  the  MOST  Novell  file  servers  and  queues 

\ 


18+ UNIX  OS's  LAN  Server 
UNIX  "Ipd"  Windows  NT 

AppleTalk  Digital-licensed  LAT 


le_ Stiver  Options  window  Help 


1NJAFEDCB2 


NJAFEDC82  1 
NJAFEDC82_2 
SLIPTEST 


ACCTPS 

ALANPRO 


1 -800-EMULEX1 


Emulex  NET  wizard  administrator 


•  Graphical  User  Interface 

•  Point-and-click  simplicity 

•  Manages  SNMP  over  IP  or  IPX 

•  Password  protection 

•  End-user  read  only  mode 


e-mail:  literature@emulex.com 
Internet:  http://www.emulex.com 
Costa  Mesa,  CA  (714)  662-5600 
Wokingham,  U.K.  (44)  118  977  2929 


EMULEX 


NETWORK 

SYSTEMS 


Munich,  Germany  (49)  89  961  2026 
Paris,  France  (33)  1  69  41  90  90 
Wanchai,  Hong  Kong  (852)  2  528  6681 
Manly,  Australia  (61 )  2  9976  2997 


>9? 


sbwBS 


*NETQue™Mate  $329  and  IMETJet™  $389  U.S.  list  while  supplies  last. 

This  ad  refers  to  various  companies  and  products  by  their  trade  names.  In  most,  if  not  all  cases,  these 
designations  are  claimed  as  trademarks  or  registered  trademarks  by  their  respective  companies. 

KEY  CODE:  97-004 


Reader  Service  No.  255 


Upgrade  your  Old  KVM  to  the  New  AutoView 
Commander  with  On-Screen  Display  Capability! 

Introducing  the  KVM  switch  with  state-of-the-art  AutoView 
technology!  The  AutoView  Commander  features  easy-to- 
use  pop-up  menus  for  naming  and  selecting  your  servers! 
No  more  complicated  key  sequences  or  codes  to  memorize. 
Just  choose  a  server  from  the  menu  and  press  enter!  You 
can  even  keep  your  active  computer  name  on  screen  for 
easy  identification. 

Fits  Easily  into  your  Existing  Configuration  for  a 
Quick,  Hassle-Free  Transition 

At  only  1.75"  high  (1 U),  the  AutoView's  sleek  chassis 
fits  easily  into  your  existing  server  rack,  freeing  up 
valuable  rack  space.  A  built-in  power  supply  means 
no  bulky  transformers.  In  most  cases,  you  can  even 
use  your  existing  cables!  If  you're  already  using 
a  Cybex  switch,  there's  never  been  a  better  time 
to  trade-up! 


Don't  Miss  the  Only  Novell  and  Microsoft  NT  Approved 
KVM  Switch  on  the  Market! 

Take  a  close  look  at  those  network  partnership  logos  down 
below,  because  you  won't  see  them  anywhere  else.  AutoView 
is  Microsoft  NT,  Novell,  Banyan  and  Lantastic  approved.  Don't 
miss  the  chance  to  trade-up  to  the  only  KVM  switch  certified 
compatible  with  all  industry  standard  network  software! 

OK.  Here's  THE  DEAL  ... 

Trade-in  switches  from  other  KVM  suppliers  including  Compaq, 
HP,  DEC,  Apex,  Rose,  Black  Box  and  more -even  older  mechanical 
switches!  Trade  a  qualifying  2-,  4-,  6-  or  8-port  switch 
and  get  our  8-port  AutoView  Commander  for  only 
$495!  Call  your  authorized  Cybex  reseller  or  (888) 
X4CYBEX  for  a  complete  list  of  eligible  switches.  But 
hurry,  this  offer  is  for  a  limited  time  only.  After  all, 
why  stay  behind  with  the  pack  when  you  could  be 
the  lead  dog? 


NetWare.  BANYAN’  Compatible 


Microsoft- 

WindowsNT™ 

COMRCTIBLE 


(888) X4CYBEX  (942-9239) 

Cybex  Computer  Products  Corporation 

4912  Research  Drive  Huntsville,  Alabama  35805  USA 

http://www.cybex.com 


*  MSRP  $895.  Offer  valid  in  US  and  Canada  only.  Offer  expires  June  30, 1997. 


Cybex,  the  Cybex  logo,  AutoView  and  Commander  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation.  Compaq,  HP,  DEC,  Apex,  Rose  and  Black  Box  are 
trademarks  or  registered  trademarks  of  their  respective  companies. 


See  us  at  PC  Expo,  June  17-19,  New  York,  Booth  #  5026 
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FACTORY  DIRECT  SAVINGS 


'lifotcUitte  *)hc. 

*  '  MaWa  la  IIC  « 

State  of  the  Art  Ethernet 
AUITO  10  BASE  FI 
Fiber  Optic 
Transceiver 


Made  in  U.S.A. 


FTX-A11  Pricing 


Qty 

Unit  Price 

1-5 

$131.00 

6-20 

$124.00 

21+  Call  (800)  894-9694 

^FIBERDYNE  LABS,  INC. 

818  Park  Lane  Dr.,  Herkimer,  NY  13350 
(315)  866-0310  Fax  (315)  866-0341 
www.fiberdyne.com 
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LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC 


Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 

We  carry  all  manufacturers,  call  John,  ext.  101. 


://www.psyber.com/~adcs 

PHONE 
1-783-8979 


FAX  (916) 
6962 


SAVE  50%  ft  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

5  RENT  S 

Reconditioned  With  Warranty 

Multiplexers  •  T-1/E-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232 . $99 

Newbridge  Channel  Banks . $2995 

Micom  Marathon  lK,5K,5KTurboJ0K.50%  off 

Routers  (NEW!) . $895 

Kentrox  T-Serv  D . $499 

T-1  CSU’s . $250 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

T-1  CSU  w/Drop/lnsert  NEW . $995 

Stat  Muxes  4, 8, 16,  32,  port . LOW 

T-1  CSU/DSU  V.35 . $495 

Fraction/Full  T-1  CSU/DSU . $595 

Channel  Bank  Rentals . $  199/month 

IMETROCQMI 

|  THE  SUPPLIERS’  SUPPLIER  | 

(800)  364-8838  or  (713)  495-6500 
FAX  (713)  495-8449  24  HRS 
_ HTTP  ://www.Metrocomlnc. Com 
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Novell  Upgrades 

TO  4.1 1  INTRANETWARE 

5 

User... 

.  $340 

10 

User... 

.  $575 

25 

User.... 

.  $725* 

50 

User... 

.  $975 

100 

User.... 

.  $1295* 

250 

User... 

.  Call 

-Limited  time  offer 

Netware  for 

Microsoft  NT 

SAA  v2.0 

Microsoft  Office  97 

16  sessions 

. Call 

Call  us  First!  i 

64  sessions 

. Call 

We  accept 

128  sessions...  Call 

Government  and 

254  sessions.  ..  Call 

School  P.O.s 

Check  with  us  for  all  of  your  Cisco,  3Com, 

SMC  and  Shiva  hardware  needs 
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CZO IV/1 1  -800-251  -0170 
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MICROSOFT  NT  -  v4.0 

NT  Server  -  5  Clients  .  $445 
NT  Server  - 10  Clients  $575 
NT  Server  -  20  License  $295 
NT  Wotkstation-SingIe$175 
NT  Wnkstatkm-License.  $99 
MS  Office  Std ‘97 — $189 
MS  Office  Pro ‘97....  $238 
MS  Back  Officev2.5  $1595 
MSB/Office  5  User  Lic$895 
MSB/Off.  20  User  Lic$1045 
MS  SQL  Server  5  User  $895 
MS  SQL  Ser.  5  User  Lic$445 
MSSQLSec20UserLk$1045 


UPGRADES  UP 
TO  60%  OFF 


Call  on  your 
Network  needs, 
we  will  compete!!! 


SAFE  SYSTEMS  9SM 

Tel:  800-599-2808  3 
Fax:  310-246-9646  gfg| 
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NOVELL  S/B  PACKS 

IntranetWare  -  5  User 
Lie:  w/8port  Netware 
connect  Sport  Hub/2 
NIC  Cards  . ....  .  $480 
5  User  Conv:  Pack/SB  5 1 90 

NOVELL  -  UPGRADES 

v4.ll  -5 User... $325 
v4.11  -  lOUser. . $540 
v4. 11 -25  User..  $775 
50  User..  $995 
100User$1295 
250User$1995 
500  User  $2495 


v4.ll 

v4.ll 

v4.ll 

v4.11 


NOVELL  -  RETAIL 

"  ~  “  . . .  $5« 


v4.11 

v4.11 

v4.ll 

v4.11 

v4.ll 


5  User... $595 
10  User.  $1195 
25  User.  $2195 
50  User.  $2995 
100  User  $3995 


v4.11  -  250  User  $6995 


ROUTERS  •  DSU/CSU  •  HUBS 
TERMINAL  SERVERS  •  SWITCHES 


BUY/SELL/LEASE 


cisco 


LIVINGSTON  •  ADTRAN  •  ADC/KENTROX 
BAY  NETWORKS*  3COM*  CISCO 


H  Fox:  805-964-5649  H 


http://www.networkhardwore.(om 


Network  Hardwabe  Resale,  Inc. 

1800  Tie  Strabo  •  Heimosa  Beach,  CA  90254 
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REFURBISHED  PRODUCTS 

NETWORKING 

ROUTERS  •  SWITCHES  •  HUBS 


BAYNETWORKS,  CHIPCOM, 
XYPLEX,  WELLFLEET,  IBM, 
KALPANA,  NETWORTH,  XYLOGICS, 
3COM,  DIGITAL,  PROTEON, 
MADGE,  HP 


Business  Information 
Zygoun  IntemoSonol  Inc.* 


NY 

Tel:  (315)  458-9606 
Fax:  (315)  458-9493 
MA 

Tel:  (508)  667-4926 
Fax:  (508)  663-0607 
http://www.bizint.com 


On  parle  francais.  -  Hablamos  espanol  Wir  sprechen  deutsch 
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USED  CISCO  DIRECT 


NETfAST 


Save  up  to  80%  on  new/used: 

>-  Routers  >- Switches  Ml  CSU/DSUs  >Hubs  E ,  s  c  t  S  y  s  t  e  m  s 
>  ISDN/ATM  >-  Frame  Relay  >  Modems  WE  BUY  USED 


>  CISCO  >-  Bay  Networks  >-  3COM  >-  Ascend  >-  Livingston  vIBM 

►  ADCKendrox  >-  Adtran  >-  USRoboTics  ►  Shiva  >HP 

www.digitalwareh0use.com  >  Newbridge  >-  Cabletron  >-  Sun 

DIGITAL  WAREHOUSE  ►  Motorola  >-  Madge  ►  Intel 

Your  Information  Superhighway  Discount  Source ® 


210-20  23rd  Ave.  Suite  12,  Bayside,  NY  11360  Phone:  718-428-3139  Fax:  718-281-1186 

Circle  Reader  Service  No.  259 
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^  HUGE  INVENTORY 

WE  TEST  ALL  PARTS 
BEFORE  WE  SHIP 


"TECK" SUPPORT 

AUTHORIZED  PRODUCT 
&  SERVICE  CENTER 


NEW  /  USED  3  COM  PARTS 


(m 

..ONE  YEAR. 

VarrantY 

X  USED  EQUIPMENT 


S  NEW* 


3C900-TPO 
■  FMS  12-PORT  HUB....  $295. 
I  FMS  24-PORT  HUB....  $495. 
I  FMS2  1 2\2 4-PORT.....  Call 

“  LANPLEX  2500 . $2795. 

*  NetBuilder2  4-SLOT...  $1300. 


$59.ea 

3C6022A  . 

$600. 

$79.ea 

S.M.C.  12-PORT. . 

.$275. 

$79. 

6-PORT  100BT  HUB.. 

.$495. 

3C905TX . $84. 

3C250BTX/I . $1050. 

3C589D-TP . $105. 

3C16900A . $2295. 

3C16901A . $1975. 


ERGONOMIC  ENTERPRISES  INC. 

(4  7  WCRMAN  C.T  |  |  fPI^MNv'lEW.  NY  |  |  (ITaoTj 


O 


PH:  5  16-293-5200 


FAX:  5  16-293-53251 

f  sjtVi*! 


caaerRon 

 sYsrems 

nasi 

[flwj 

a 

||  Kalpana  j| 

CHiPCQM  I  ^sbynOptics  I  SMC 


Circle  Reader  Service  No.  271 


roteoni 

Bay  Networks! 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 


MSI  Communications 

Nationwide  Services  •  24-Hour  Technical  Sui 
CNE/MCSE  Services  •  Trade-In  Credit 


LAN  AVAN 

3Com 

Bay  Networks 

Cisco 

Codex 

Madge 

Motorola 

Newbridge/ ACC 

Sun  Microsystems 


Remote  Access  Internet 

Ascend  Bay  Networks 

Citrix  BSDI 

Livingston  Livingston 

US  Robotics  TIS 

Specialized  Products 

Refurbished 
Cisco  Systems 

7500s,  7000s,  4500s,  4000s 
2500s,  AGS+,  Catalyst 


MultiService 

Adtran 

Ascend 

Cray 

Kentrox 

Madge 

MICOM 

N  ewbridge/ACC 

Paradyne 


“  Bay  Networks  weufLeerjYv 


Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 

•  Bay  Networks  Trained  •  Proven  Track  Record  C3BL0TROD 

•  Bay  Networks  Authorized  •  One  Year  Warranties 


SYsrems 


The  Complete  Networking  Solution™ 


Hundreds  of  pieces  in  stock  •  Design  and  Install  Services 
New  and  Used  Equipment  •  Technical  Support 

On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


National  LAN  Exchange  800-243-5267 

1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://www.nle.com 

C.O.D.'s  •  VISA  •  Mastercard  •  Discover  •  Terms 


Premium  Patch  Cords 

Our  Patch  Cords  exceed  the  EIA/TIA 
568a  specification. 

•  Contacts:  50m  gold  platin 

•  Wire:  24  Awg.  stranded,  Category  5 

•  Stranded  wire  is  very  flexible 

•  Molded  strain  reliefs  available 

•  Available  in  Black,  Ivory,  White,  Red, 
Gree,  Blue,  Yellow,  Gray,  Hot  Pink, 
Orange  &  Purple 

3  ft  . 1.45 

6  ft  . 1.90 

10  ft . 2.50 

15  ft . 3.25 

25  ft . 4.75 


In  Lots  of  5 
11  Colors  Available 


Bulk  Wire 

CAT  5  pvc  AS  LOW  AS  $65.00 
CAT  5  plenum  AS  LOW  AS  $1 90.00 
19”  Data  Rack  $126.00 

CAT  5  Patch  Panels 

12  PORT  Mini . $55 

24  PORT  . $85 

48  PORT . $170 

96  PORT . $330 

All  Patch  Panels  are  UL  &  ElAITIA  Verified 

Outlets 

CAT  5  Inserts . 3.20  ea 

Faceplate . 1 .00  ea 


Fiber  Optic  Cords 

5T-ST  Duplex  62.5/1 25  . $23.00 

EIectro  PRoducTS*  Call  1-800-423-0646 

_ Or  fax  your  request  to  (206)  859-9101 
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DIRECTORY  OF  SERVICES 


Network  World  Technical  Sem  mars  a  re  one  and 
two-day,  intensive  seminars  in  cities  nationwide 
coveringthe  latest  networking  technologies.  All  of  our 
seminars  are  also  available  forcustomized  on-site 
training.  Forcomplete  and  immediate  information  on 
i,ir  current  seminaroffermgs,  dial  our  instant  fax-back  service  at  800-756-9430  from  your  touch  tone  phone  or 
call  a  seminar  representative  at  800-643-4668. 
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Clip  Aft  for  Building  Network*  ' 


Create  diagrams,  proposals  and  network 
upgrade  "what-if"  scenarios  fast  and  easilywith 
Network  World's  NetDraw  and  NetDraw  Plus 
software.  At  yourfingertips,  you  will  find  over  1,700  full  color  network  images,  many  the  exact  replicas  of 
manufacturer-specific  equipment.  New  in  NetDraw  Plus  v3.0  are  library  search  by  keyword  to  speed 
access  to  the  right  image,  the  ability  to  attach  text  to  lines,  full  image  rotation,  custom  zoom  level  for  exact 
frame  of  reference  and  way  more!  Call  800-643-4668  to  orderyourcopy  today  for  only  $  149 1  Or  get 
immediate  fax-backinformation  by  dialing  800-756- 9430  and  request  document  code  #10. 


Network  Worid 

RE  ** 

—  prints": 


Publicize  your  press  coverage  in 
Network  World  by  ordering  reprints 
of  youreditorial  mentions.  Reprints 
make  great  marketing  materials  and 
are  available  in  quantities  of  500 
and  up. 


To  order,  contact  Reprint  Services  at  612-582-3800  or 
315  5th  Ave.  N.W.,  St.  Paul,  MN  55112. 

* 

Cm  instant  fax-back  service  delivers  information  on  many  of  these  products.  Dial  800-756  9430  from  your  touch  tone  phone  and  use  the  appropriate  document  code  to  have  information  faxed  right  back  to  your  fax  machine! 
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News 


Telcos 

Continued  from  page  1 

Now  try  doing  that  with  your 
carrier.  Just  the  opposite  is 
bound  to  happen:  You’ll  be  get¬ 
ting  exactly  the  same  metropoli¬ 
tan-area  or  wide-area  trans¬ 
mission  capacity  —  at  a  higher 
price.  Yet  carriers,  like  custom¬ 
ers,  have  access  to  ever-higher 
capacity  switching  systems. 

From  private  lines  to  frame 
relay  ports  and  virtual  voice  net¬ 
works  to  toll-free  services, 
telecom  prices  have  been  march¬ 
ing  steadily  higher 
recently,  in  direct 
contrast  to  the 
computer  industry’s 
Moore’s  Law.  That’s 
the  dictum  that 
states  the  computer 
processing  power 
available  for  a  con¬ 
stant  amount  of 
money  doubles  every 
18  months.  It’s 
not  just  computers. 

Everything,  it  seems, 
including  software, 
printers  and  basic 
networking  gear,  is 
getting  less  expen¬ 
sive  and  more  power¬ 
ful  all  the  time. 

If  Moore’s  law  did 
affect  carriers,  T-l 
circuits  that  were 
first  tariffed  in  1985  would  either 
cost  about  $20  per  month  by  now 
or  would  pump  data  at  well  over 
300 M  bit/sec. 

Of  course,  many  users  have 
discovered  they  can  get  lower 
voice  and  data  services  prices  but 
notbystandingaround  and  wait¬ 
ing  for  them.  Instead,  they  have 
to  expend  blood,  sweat  and  tears 
in  repeated  negotiations  with 
their  carriers,  usually  involving 
threats  to  bolt  to  another  carrier 
—  if  they  can  Find  one  offering 
the  same  services. 

But  even  then  the  carrier 
price  cuts  are  marginal  rather 
than  geometric  in  nature. 

“When  they  say  something  is 
supposed  to  be  cheaper,  like  bet¬ 
ter  long-distance  or  local  calling 
plans,  we  don’tsee  much  change 
year  to  year,”  says  Ron  Kopi tow- 
sky,  director  of  technology  plan¬ 
ning  at  New  York’s  Metropolitan 
Transportation  Authority.  “We 
would  like  to  see  more  innova¬ 
tive  prices  from  the  telecom 
world  that  we  see  from  the  PC 
world.” 

Experts  say  the  reasons  that 
doesn’t  happen  —  and  isn’t 
likely  to  happen  anytime  soon  — 
boil  down  to  regulation,  equip¬ 
ment  depreciation  cycles  and 
Wall  Street,  where  big  carriers 


TELCOS  DON’T 
OBEY  MOORE’S 
LAW 

In  1965,  Gordon 
Moore  observed  that 
memory  chips  double  in 
capacity  every  18 
to  24  months.  This 
observation  has  been 
used  to  predict 
the  dramatic 
price/performance 
gains  made  over  the 
years  by  PCs  and 
PC-based  servers. 


have  to  answer  to  millions  of 
shareholders. 

Take  regulation.  According 
to  national  policy,  all  Americans 
are  entitled  to  telephone  service 
at  a  reasonable  rate.  But  the  true 
cost  of  running  wire  to  rural  resi¬ 
dents  is  several  times  higher  than 
the  cost  of  serving  urban  and 
suburban  residents.  As  a  result, 
local  phone  companies  are  subsi¬ 
dized  for  providing  universal  ser¬ 
vice,  largely  through  explicit  and 
hidden  surcharges  on  local  and 
long-distance  telephone  bills. 

This  was  supposed  to  be  Fixed 
by  the  Telecommunications  Act 
of  1996.  Yet  the 
immediate  effect  of 
the  law  appears  to 
be  the  opposite. 
The  Federal  Com¬ 
munications  Com¬ 
mission  is  using  the 
new  law  to  justify  a 
new  entitlement: 
Internet  access  at 
schools  and  librar¬ 


ies. 

The  issue  boiled 
over  last  week  at 
a  hearing  of  the 
Senate  Commerce 
Committee,  where 
Committee  Chair¬ 
man  John  McCain 
said  the  new  subsidy 
program  is  too 
expensive. 

“Phone  rates  are 
going  to  go  up  across  the  coun¬ 
try,”  Mc-Cain  scolded  outgoing 
FCC  Chairman  Reed  Hundt. 
“You  know’  it  and  I  know  it,  and 
there’s  going  to  be  a  backlash.  ” 
Analysts  also  complain  that 
regulators  often  unintentionally 
prevent  carriers  from  innovat¬ 
ing.  “There  are  some  technol¬ 
ogies  that  haven’t  taken  off 
because  the  regulations  just 
make  it  stupid  to  pursue,”  says 
Mark  Langner,  senior  telecom 
research  associate  at  San  Fran¬ 
cisco  invesunent  banking  firm 
Hambrecht&  Quist,  LLC. 

For  example,  Langner  says, 
the  high  cost  of  wireless  connec¬ 
tions  might  be  much  lower  today 
if  the  government  had  allowed 
nationwide  cellular  services  to 
duke  it  out  from  the  beginning. 
“But  instead,  die  government 
split  up  cellular  into  230  differ¬ 
ent  areas,”  he  says. 

Regulators  also  generally  for¬ 
bid  carriers,  especially  regional 
Bell  operating  companies,  from 
taking  the  profits  from  one  ser¬ 
vice  and  using  them  to  subsidize 
another,  says  Brett  Azuma,  an 
analyst  with  Dataquest,  Inc.  in 
San  Jose,  Calif.  Some  carriers 
bend  over  backwards  to  keep  the 
prices  of  services  such  as  ISDN, 
frame  relay,  ATM  and  network- 


based  voice  mail  artificially  high 
to  avoid  regulators’  accusadons 
of  using  consumer  phone-line 
revenue  to  subsidize  advanced 
data  services,  Azuma  says. 

Sometimes  bringing  those 
new  services  to  market  is  a  finan¬ 
cial  drain  for  carriers,  at  least  at 
first.  Despite  the  change  from 
mechanical  to  electronic  central 
office  switching  in  the  1970s  and 
1980s,  such  CO  switches  still  cost 
several  hundred  thousand  dol¬ 
lars  apiece  for  the  telephone 
companies  to  install.  And  AT&T 
revealed  earlier  this  year  that  it 
will  take  $8  billion  to  $9  billion  to 
complete  its  upgrade  to  Syn¬ 
chronous  Optical  Network 
(SONET)  and  ATM  switching 
over  the  nextfewyears. 

As  a  result  —  unlike  PC  and 
internetworking  vendors  —  at 
any  given  moment,  large  carriers 
have  enormous  embedded  in¬ 
vestments  in  legacy  systems. 
That  makes  forklift  overhauls 
nearly  impossible,  many  experts 
note.  What's  worse,  generally 
accepted  accounting  practices 
insisted  on  by  auditing  firms  for 
the  telecom  industry  require 
carriers  to  depreciate  their  net¬ 
work  equipment  using  seven-, 
10-  and  15-year  schedules,  says 
Thomas  Nolle,  president  of 
CIMI  Corp.,  a  technology  assess- 
mentfirm  in  Voorhees,  N.J. 

Consider  the  adoption  by 
MCI  Communications  Corp., 
Sprint  Corp.  and  WorldCom, 
Inc.  of  dense  wavelength  divi¬ 
sion  multiplexing  (DWDM). 

The  latest  DWDM  products 
will  let  carriers  break  one  fiber¬ 
optic  cable  into  16  separate 


DIGGING  DEEPER  INTO  USERS’ POCKETS 

Even  with  a  dedicated  access  line,  the  basic  per-minute  prices  for  popular 
Big  3  outbound  business  calling  services  have  been  rising  steadily  for  five  years. 
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(In  cent/min). 


mm  AT&T  MCI  mb  Sprint 

Services  used  for  comparison  are  AT&T’s  UniPlan,  MCl’s  Vision  and  Sprint’s 
Clarity.  Prices  shown  are  taken  from  the  month  of  January  for  each  year.  Term 
and  volume  discounts  are  not  included. 

SOURCE:  HTL TELEMANAGEMENT,  BURTONSVILLE,  MD. 


channels,  essentially  boosting  a 
carrier’s  fiber  capacity  to  16 
times  its  original  capacity.  Yet 
users  should  not  expect  to  see 
financial  benefits  anytime  soon, 
according  to  Fred  Briggs,  MCI’s 
chief  engineering  officer.  Why 
not?  Because  MCI  wants  to  com¬ 
pete  on  value-added  features 
rather  than  price. 

“If  the  vision  of  universal, 
high-bandwidth  data  services  — 
which  the  carriers  so  like  to  pro¬ 
mote  in  their  corporate  advertis¬ 
ing  —  is  ever  to  become  a  reality, 
prices  for  transmission  band¬ 
width  will  have  to  drop  by  at  least 
a  factor  of  100,”  says  Jonathan 
Turner,  a  member  of  the  com¬ 
puter  science  department  at 
Washington  University  at  St. 
Louis  in  a  recent  ’Net  posting. 


“Breaking  this  impasse  requires 
a  new  approach  to  pricing  of 
long-distance  circuits  —  one  that 
is  based  on  real  costs,  not  some 
outdated  accounting  rule.” 

But  even  more  pressure  to 
avoid  price  cuts,  even  when  they 
would  be  technologically  feasi¬ 
ble,  comes  from  Wall  Street,  says 
Joseph  Kraemer,  head  of  the  tel¬ 
ecom  consulting  practice  at  EDS 
Corp’s  A.T.  Kearney  division. 

AT&T  must  satisfy  stockhold¬ 
ers  with  activities  that  are  profit¬ 
able  today  or  will  turn  an  imme¬ 
diate  profit  tomorrow,  he  says. 

Senior  Writer  Tim  Greene  con¬ 
tributed  to  this  story. 

Get  more  info  online  at  www. 
nwfusion.com.  DocFinder:  2325 


SBC  threatens  FCC  over  access  charges 


By  David  Rohde 

Washington,  D.  C. 

Huge  regional  Bell  operating 
company  SBC  Communications, 
Inc.  last  week  told  the  Federal 
Communications  Commis-  sion 
in  writing  that  it  will  sue  the 
agency  if  the  FCC  does  not  revise 
major  parts  of  its  recent  access 
charge  and  universal  service 
decisions. 

SBC  also  asked  the  FCC  not  to 
exempt  long-distance  carriers 
from  paying  access  charges  if 
they  enter  the  local  exchange 
market  by  purchasing  RBOC 
network  elements. 

The  FCC  ruled  in  early  May 
that  RBOCs  and  other  large  local 
exchange  carriers  must  reduce 
their  per-minute,  long-distance 
charges  in  exchange  for  new  flat- 
rate  fees  imposed  on  long-dis¬ 
tance  carriers  and  business  end 
users. 


The  FCC’s  goal,  acting  on 
provisions  of  the  Telecommuni¬ 
cations  Act  of  1996,  was  to  bring 
long-distance  access  charges 
more  in  line  with  the  RBOCs’ 
actual  costs  while  still  raising 
funds  to  expand  universal  ser¬ 
vice  to  include  Internet  access  at 
schools  and  libraries. 

SBC  essentially  said  the  FCC 
should  leave  per-minute  access 
charges  alone  and  let  local 
exchange  competition  drive 
them  down. 

Because  it  is  considered  ex¬ 
tremely  unlikely  that  the  FCC 
will  grant  SBC’s  request  for  a  stay 
of  its  own  rules,  a  lawsuit  is 
now  considered  a  near  certainty. 
“The  commission  will  say  no, 
and  they  will  no  doubt  go  to 
court,”  said  Colleen  Boothby,  a 
Washington,  D.C.  userattorney. 

The  stay  request  was  actually 
filed  by  SBC’s  three  principal 


telephone  company  subsidiar¬ 
ies.  Following  SBC’s  recent 
merger  activity,  those  telcos  now 
encompass  the  dominant  local 
carriers  in  the  Soudiwest  and 
West  Coast  (see  graphic). 
Observers  said  it  was  significant 
that  SBC  is  the  first  RBOC  to 
move  toward  suing  the  FCC  in 
light  of  its  reported  recent 
merger  talks  with  AT&T. 

Boothby  said  she  was  appalled 
that  SBC  would  sue,  given  the 
“softball”  nature  of  the  access 
charge  reductions.  Numerous 
user  groups  complained  around 
the  time  of  the  FCC  decisions 
that  the  agency  should  have 
gone  further  in  reducing  per- 
minute  charges.  The  user  com¬ 
plaints  were  a  result  of  the  FCC 
imposing  an  increase  on  month¬ 
ly  subscriber  line  charges  that 
appear  directly  on  users’  phone 
bills  (AW,  May  1 2,  page  1 ) .'  ■ 
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Rapid  City 

Continued  from  page  1 

Last  month,  House  an- 
j  nounced  that  the  company 
would  support  Gigabit  Ethernet 
technology'  across  its  product 
line  as  part  of  Bay’s  Adaptive  Net¬ 
working  strategy,  but  he  did  not 
provide  details  about  where  Bay 
would  get  the  technology  (NW, 
May  12,  page  6). 

Done  deal? 

Although  the  situation  re¬ 
mains  fluid  and  any  deal  could 
still  fall  apart,  a  source  familiar 
with  the  sale  said,  “A  deal  is 
probably  a  week  away.  ’  ’ 

In  addition,  Rapid  City  Presi¬ 
dent  and  CEO  Joe  Kennedy 
recently  raised  about  $12  million 
in  its  second  round  of  funding, 
but  that  financing  was  put  on 
hold  so  Rapid  City  could  enter¬ 
tain  the  Bay  deal. 

Speaking  of  financing,  Bay 
may  not  be  in  a  position  to  pay 
big  bucks  for  anything  given  that 
the  company’s  stock  was  hover¬ 
ing  at  only  $22  per  share  at  press 
time. 

Bay’s  52-week  stock  price  has 
taken  a  beating,  ranging  from  a 
high  of  $30.62  to  a  low  of  $15.37. 
In  January  1996,  Bay’s  stock  was 


up  to  around  $48  a  share. 

Bay’s  low  stock  price  is  only 
one  of  a  host  of  problems  with 
which  the  company  has  been 
struggling. 

In  the  past  12  or  so  months, 
Bay  has  had  flat  to  negative  reve¬ 
nue  growth  and  has  undergone  a 
wholesale  change  of  its  executive 
staff,  including 

a  new  CEO,  a  new  chief  tech¬ 
nology  officer,  a  new  chief  finan¬ 
cial  officer  and  a  new  executive 
vice  president  of  sales  and 
marketing. 

Some  industry  analysts  said 
an  acquisition  of  red-hot  Gigabit 
Ethernet  start-up  Rapid  City 
could  give  Bay  just  die  spark  it 
needs  to  turn  things  around. 
Others  said  the  company  is  roll¬ 
ing  dice  to  place  such  a  high 
value  on  unproven  products 
from  a  start-up. 

Rapid  City  demonstrated  its 
FIRST  family  of  Gigabit  Ethernet 
devices  at  NetWorld+Interop  97 
last  month  in  Las  Vegas.  Rapid 
City’s  box  was  “zipping  7M 
packet/sec,  so  we  know  the  pro¬ 
cessor  works,”  according  to 
John  Armstrong,  principal  net¬ 
work  analyst  at  Dataquest,  Inc. 
in  Sanjose,  Calif. 

The  start-up,  however,  is  not 
yet  shipping  product.  So  it  is 
hard  to  tell  what  works  and  what 


does  not,  analysts  said.  Rapid 
City  is  expected  to  ship  product 
later  this  month. 

Still,  Dataquest  expects  to  see 
Bay  make  an  acquisition  to  com¬ 
pete  in  what  is  expected  to  be  a 
highly  competitive  market.  The 
Gigabit  Ethernet  switch  market 
has  been  projected  by  Menlo 
Park,  Calif.-based  consultancy 
Dell’Oro  Group  to  reach  $980 
million  in  worldwide  revenue  by 
the  year  2000.  More  than  a  dozen 

PROFILE:  RAPID  CITY 

COMMUNICATIONS 

Founded:  April  1996 

Products:  Gigabit  Ethernet  switches 
with  built-in  routing 

Employees:  35 

Revenue:  Not  available, 
privately  held 

Financing:  Raised  $6.25  million  in 
first-round  private  funding 

vendors  —  start-ups  and  large, 
established  players  —  are  in  this 
market. 

Todd  Dagres,  a  partner  at  Bat¬ 
tery  Ventures  in  Boston,  said  Bay 
needs  to  make  an  acquisition  in 
the  Gigabit  Ethernet  arena  but  is 
not  convinced  Rapid  City  is  the 
best  choice. 


“Bay  should  acquire  the  com¬ 
pany  that  has  the  best  product 
and,  in  my  opinion.  Rapid  City  is 
not  the  technical  leader  in  [the 
Gigabit]  space,”  he  said.  Dagres 
said  other  upstarts,  including 
Extreme  Networks,  Inc.,  Packet 
Engines,  Inc.  and  Prominet 
Corp.,  have  technically  superior 
products. 

But  Armstrong  disagreed 
with  that  assessment. 

“There’s  a  good  fit  between 
those  two  companies  because 
both  Bay  and  Rapid  City  believe 
that  the  switch  should  also  per¬ 
form  a  routing  function,”  Arm¬ 
strong  said. 

If  Bay  were  to  acquire  a  Giga¬ 
bit  Ethernet  start-up,  it  could 
plug  some  product  line  holes. 

“Bay  would  get  a  higher  end 
Gigabit  switch  with  Layer  3  capa¬ 
bility  to  complement  its  existing 
ATM  solution,”  he  said.  “This 
would  be  important  strategically 
for  Bay  to  try  to  reassert  itself  in 
the  backbone.” 

Bay  would  gain  Rapid  City’s 
entire  family  of  products,  includ¬ 
ing  a  high-end  backbone  chassis, 
a  midrange  wiring  closet  switch 
and  a  desktop  device. 

In  addition,  Bay  would  in¬ 
herit  from  Rapid  City  an  unan¬ 
nounced  workgroup  switch  that 
will  support  four  to  eight  Gigabit 


Bay 

Continued  from  page  1 

access  and  routing  modules. 

In  the  channel-attached  gate¬ 
way  arena,  Bay  will  go  up  against 
some  familiar  competitors: 
Cabletron  Systems,  Inc.,  Cisco 
Systems,  Inc.  and  IBM. 

Cabletron  has  been  shipping 
Channel  Interface  Modules, 
which  support  parallel  and  IBM 
fiber-based  Enterprise  Systems 
Connection  (ESCON)  attach¬ 
ments,  for  its  MMAC-Plus  switch 
for  about  four  years. 

The  modules  provide  main¬ 
frame  connectivity  for  users  on 
Ethernet,  token-ring,  FDDI  and 
ATM  nets. 

Cisco  has  been  shipping 
Channel  Interface  Processors 
(CIP)  for  its  7000  and  7500  rout¬ 
ers  for  almost  three  years.  The 
CIP,  which  also  supports  parallel 
and  ESCON  connections,  ap¬ 
pears  to  the  mainframe  as  a  chan¬ 
nel-attached  3 1 72  controller  and 
routes  incoming  TCP/IP  traffic 
to  T(  P/IP-based  applications  on 
the  mainframe.  The  CIP  also  sup¬ 
ports  SNA  traffic,  which  allows 
Cisco  routers  to  replace  FEPs. 

IBM’s  2216  Multiaccess  Con¬ 
troller  is  a  router  that  can  sup¬ 
port  SNA  and  TCP/IP  con¬ 


nectivity  with  ESCON-only  main¬ 
frame  channels.  CNT’s  Chan- 
nelink  supports  parallel  and 
ESCON  links. 

Other  players  in  the  channel- 
interconnect  market  include 
Microsoft  Corp.  and  Polaris 
Communications,  Inc.,  which 
have  products  that  attach  Win¬ 
dows  NT  servers  to  IBM  main¬ 
frame  channels.  Microsoft’s 
products  are  based  on  technol¬ 
ogy  from  Bus-Tech,  Inc.  in  Bur¬ 
lington,  Mass. 


Go  online  to  read 
more  about  the 
competition  in  the 
channel-attach  market. 


Sources  said  Bay  originally 
approached  Bus-Tech  —  which 
supplies  channel  technology  to 
Cabletron  —  but  Bus-Tech  did 
not  have  the  right  products  for 
the  System  5000.  Bus-Tech  Vice 
President  Joe  Makoid  declined 
to  comment  but  seemed 
enthused  about  Bay’s  entry  into 
the  channel-attach  market. 


“If  they  are  doing  that,  it  is 
the  right  thing,”  Makoid  said. 
“It  consolidates  redundant 
pieces  of  hardware.  You  no 
longer  need  a  front  end,  you 
don’tneed  a3174controller,you 
don’t  need  a  gateway  PC.  It’s  eas¬ 
ier  to  manage.  It’s  going  to  give 
you  better  performance,  and  it  is 
less  expensive.” 

That  might  be  why  it  is  grab¬ 
bing  the  attention  of  Bay  users. 

“We’re  looking  at  consolidat¬ 
ing  our  31 74  network,  getting  rid 
of  [Synchronous  Data  Link  Con¬ 
trol  lines],”  said  Eric  Ferguson, 
network  engineer  at  Maryland 
Casualty  in  Baltimore.  “So  this 
would  be  of  interest  to  me,  of 
course.” 

“We  do  see  a  requirement” 
for  channel-attached  switches 
and  routers,  said  David  House, 
chairman,  president  and  CEO  of 
Bay.  House  declined  to  com¬ 
ment  beyond  that  though,  as  did 
Bayspokespeople. 

Mark  Knittel,  vice  president 
of  product  and  business  develop¬ 
ment  at  CNT,  said  there  is  “no 
formal  relationship  between 
CNT  and  Bay.”  He  would  not 
commentbeyond  that. 

As  a  result,  details  on  Bay’s 
channel  module,  such  as  pro¬ 
cessing  power,  number  and  type 
of  channel  attachments,  and 


number  of  supported  sessions, 
could  not  be  learned  by  press 
time.  Sources  said  the  module 
will  run  CNT’s  Brixton  SNA  gate¬ 
way  software  and  provide  Web 
browser  access  to  mainframe 
data. 

The  Brixton  software  in¬ 
cludes  a  package  called  PU2.1 
SNA  Server,  which  makes  main¬ 
frame  applications  and  data 
available  to  users  on  TCP/IP. 
CNT  also  makes  the  Channelink 
Integrated  Gateway,  which  com¬ 
bines  Brixton  software  with 
Channelink  channel-attach¬ 
ment  hardware  to  provide  users 
with  access  to  SNA  applications 
over  TCP/IP  networks. 

When  fitted  with  CNT  tech¬ 
nology,  Bay’s  System  5000  can 
emulate  an  IBM  3172  gateway,  if 
users  want  to  run  TCP/IP  appli¬ 
cations  on  the  IBM  mainframe, 
or  function  as  a  TN3270  server 
for  access  to  native  SNA  applica¬ 
tions  from  TCP/IP  nodes, 
sources  said.  This  would  elimi¬ 
nate  the  need  to  run  a  TCP/IP 
stack  on  the  mainframe. 

Sources  expect  Bay  to  ship  its 
channel  attachment  module 
before  the  end  of  the  year. 
Although  Cabletron  and  Cisco 
have  been  shipping  for  years,  the 
market  for  interconnect  control¬ 
lers  is  still  ripe.  ■ 


Ethernet  ports. 

“Bay  is  a  big  enterprise  ven¬ 
dor,  and  you  would  expect  that 
they  would  have  a  big  presence 
in  this  market,”  Armstrong  said. 
“They  shouldn't  drag  their  feet 
because  they  just  might  get 
caughtshort.”  ■ 
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Vitria 

Continued  from  page  1 
implement.” 

While  it  looks  like  push, 
Vitria’s  technology  is  properly 
described  as  publish/subscribe, 
which  has  been  around  commer¬ 
cially  for  about  10  years.  The  idea 
is  this:  Applications  publish  data 
and  subscribers  tune  in  to  chan¬ 
nels  of  interest  and  receive  that 
information  in  real  time.  To 
date,  however,  the  technology 
has  been  limited  to  LANs  and 
typically  did  notscale  well. 

Vitria,  founded  by  some  of 
the  pioneers  of  publish/sub¬ 
scribe  technology,  is  extending 
the  technology  to  the  Internet 
and  intranets  with  its  new  Busi- 
ness-in-Realtime  product  family. 

A  retailer,  for  example,  might 


use  Vitria’s  first  product,  Velo- 
citi,  to  transmit  data  from  a 
scanned  bar  code  to  an  applica¬ 
tion  that  tracks  inventory  stocks. 
Companies  used  to  have  to 
batch-process  most  of  that  type 
of  information,  which  could  take 
hours,  if  not  days. 

Through  the  use  of  the  pub¬ 
lish/subscribe  technology,  data 
can  be  pushed  out  and  acted  on 
within  seconds.  “It’s  actually  the 
true  push,”  said  JoMei  Chang, 
Vitria’s  president  and  CEO,  not¬ 
ing  that  what  commonly  passes 
for  “push”  today  is  really  a 
scheduled  pulling  of  stored 
information. 

Vitria  executives  helped  cre¬ 
ate  publish/subscribe  while 
working  for  other  companies. 
Chang  earned  patents  at  AT&T’s 
Bell  Laboratories  for  reliable 


multicast  protocols  relating  to 
pushing  information  from  one 
source  to  many.  Chang  later 
cofounded  Teknekron  Software 
Systems,  Inc.  with  Dale  Skeen, 
principal  author  of  the  first 
distributed  publish/ subscribe 
patents. 

Skeen  and  Chang  left  Tekne¬ 
kron,  which  is  now  TIBCO,  Inc., 
to  found  Vitria.  Whereas  the 
TIBCO  technology  was  devel¬ 
oped  for  LANs  and  now  has  to  be 
adapted  for  WANs,  Vitria’s  prod¬ 
uct  was  built  from  the  ground  up 
with  WAN-based  intranet  and 
extranet  applications  in  mind, 
Vitria  officials  noted. 

“Requirements  have  scaled 
since  TIBCO  was  created,”  said 
Mitch  Kramer,  a  contributing 
editor  with  Boston-based  Patri¬ 
cia  Seybold  Group,  Inc.  “The 


WHO  WANTS  DSL? 

Fifty-one  Fortune  1,000  companies  were  asked  whether  they  would  be  interested 
in  DSL  at  certain  speeds  and  prices:  _ _ 


Between  128K  bit/sec  and 
1.5M  bit/sec? 

40% 

30%  -jjj! 

20% -pi 


Maybe  No 
At  what  price? 


0  <$100  <$500  <$700  Don’t 
know 


Between  1.5M  bit/sec  and  45M 
bit/ sec? 


50% 

40% 

30% 

20% 

10% 


Maybe  No 
At  what  price? 


°<$500  <$2,500  <$15,000  Don't 
know 


SOURCE:  FORRESTER  RESEARCH,  CAMBRIDGE,  MASS. 


GIANT 

Continued  from  page  1 

broadband  Internet  and  LAN-to- 
LAN  service. 

GIANT  ordered  200  pairs  of 
the  copper  lines  from  US  WEST, 
Inc.,  signed  up  an  apartment 
developer  to  beta-test  the  service 
and  began  wooing  customers, 
such  as  a  law  firm,  the  University 
of  Iowa  Medical  Center,  several 
private  businesses  and  the  Uni¬ 
versity  of  Iowa.  GIANT  projected 
it  would  need  500  copper  pairs 
within  a  year. 

Then  late  last  month,  US 
WEST  dropped  a  bomb.  It  was 
taking  the  burglar  alarm  circuits 
off  the  market  throughout  its 
entire  14-state  region.  GIANT 
could  have  the  200  lines  it 
already  ordered,  but  could  order 
no  more  afterjuly  1 . 

“What  it  really  effectively 
does  is  eliminate  anyone  else 
from  selling  DSL  service  but  US 
WEST.  That  would  not  bother 
me  too  much,  except  they  won’t 
be  doing  that  in  this  area  for  sev¬ 
eral  years,”  said  Sajan  Sahu,  a 
principal  with  GIANT. 

US  WEST  says  it  is  not  trying 
to  stifle  competitors  in  the  DSL 
market.  It  just  wants  to  protect 
the  overall  performance  of  its 
network  by  keeping  down  cross¬ 
talk  interference  among  DSL 
lines  wrapped  in  the  same  trunk¬ 
ing  cable. 

With  relatively  few  lines  being 
used  this  way,  the  risk  of  interfer¬ 
ence  is  low,  admitted  Joe  Glynn, 
director  of  network  design  for 
US  WEST.  But  if  a  high  percent¬ 
age  of  wires  in  a  bundle  are  used 
for  DSL,  the  risk  goes  up  that  two 
such  circuits  will  interfere.  “It’s 
just  statistics  that  this  hasn’t  hap¬ 
pened  yet,”  Glynn  said. 

It  has  not  happened  yet  in 


Chicago  or  Boston,  either,  where 
two  Internet  service  providers 
are  using  the  same  model 
GIANT  is  using  to  offer  high¬ 
speed  Internet  access.  In  fact, 
GIANT  and  the  other  DSL  pro¬ 
viders  put  their  offices  as  close  to 
phone  company  switching 
offices  as  possible  on  purpose, 
minimizing  the  possibility  of  the 
crosstalk  problem. 

Neither  Ameritech  Corp.  in 
Chicago  nor  NYNEX  Corp.  in 
Boston  has  told  the  ISPs  they 
plan  to  follow  US  WEST’S  lead 
and  cut  off  availability  of  their 
burglar  alarm  circuits,  but  SBC 
Communications,  Inc.  is  crack¬ 
ing  down. 

Leonard  Conn,  president  of 
ioNET,  Inc.,  an  ISP  in  Oklahoma 
City  with  plans  to  sell  DSL  Inter¬ 
net  access,  said  SBC  is  enforcing 
tariff  restricuons  that  prevent 
running  DSL  on  alarm  circuits. 

“This  is  a  change  in  enforce¬ 
ment  that  is  specifically  aimed  at 
this  service,”  said  Conn.  An  SBC 


spokesman  said  he  was  un¬ 
aware  of  any  such  enforcement 
change.  But  Conn  has  thought 
of  a  workaround.  His  company 
will  get  carriers  that  have  the 
legal  status  to  negotiate  the  lease 
of  copper  phone  lines  from  the 
monopoly  local  exchange  carri¬ 
ers  to  lease  the  lines  it  needs. 

Meanwhile,  GIANT  is  still 
waiting  to  get  the  200  alarm  lines 
it  already  ordered.  The  lines 
have  been  trenched  across  the 
street  from  the  US  WEST  switch¬ 
ing  office  to  GIANT’s  side  of  the 
street  but  have  been  sitting  there 
for  a  couple  of  weeks  waiting  to 
be  terminated  at  GIANT. 

Regardless,  GIANT  remains 
confident  it  can  do  well  against 
US  WEST.  “The  real  issue  is  that 
we’re  more  agile  than  they  are,” 
Sahu  said.  “They  don’t  have  the 
teams  to  install  any  of  this. 
Wecan.”B 

Get  more  info  online  at  www. 
nwfusion.com.  DocFinder:  2326 


difficulties  the  older  products 
have  are  going  from  tens  of  users 
to  thousands  of  users.”  But  Kra¬ 
mer  said  TIBCO  has  “a  pretty 
good  strategy  for  getting  that 
done,”  partnering  with  compa¬ 
nies  such  as  Cisco  Systems,  Inc. 
“Ninety  percent  of  the  world  has 
Cisco  routers,”  he  said. 

Vitria  promises  guaranteed 
delivery  of  information  with 
three  classes  of  service  possible 
(reliable,  guaranteed  or  transac¬ 
tional)  ,  scalability  to  the  tune  of 
at  least  10,000  messages  per  sec¬ 
ond,  and  interoperability  with 
multiple  languages  and  data¬ 
bases  through  the  use  of  distrib¬ 
uted  object  technology. 

The  product  complies  with 
the  Common  Object  Request 
Broker  Architecture’s  Internet 
Inter-ORB  Protocol.  Plans  call 


for  support  of  IP  Multicast  in  the 
third  quarter  and  Microsoft 
Corp.’s  Distributed  Common 
Object  Model  in  the  fourth  quar¬ 
ter.  The  product  also  features  a 
Java-based  management  tool  for 
integrating  applications  and 
databases. 

Velociti,  with  prices  starting  at 
$4,995  for  a  single  server,  is  avail¬ 
able  on  Windows  NT  and  Unix. 

Two  application  processing 
engines,  code-named  Martini 
and  Ice,  are  due  in  the  second 
half  of  the  year.  Using  the 
engines,  companies  can  refine 
the  published  information  and 
enable  decision  support  systems 
to  take  action,  Skeen  said. 

©Vitria:  (415)  237-6900 
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Another  ISP  loses  independence 

Intermedia  snatches  up  Digex for  $150  million. 


By  Denise  Pappalardo 

Tampa,  Fla. 

The  number  of  independent 
Internet  service  providers 
dropped  by  one  last  week  after 
Intermedia  Communications, 
Inc.  (ICI)  announced  its  plan  to 
acquire  Digex,  Inc.  for  $150  mil¬ 
lion. 

Digex,  a  national  ISP  based  in 
Washington,  D.C.,  is  the  fourth 
ISP  to  be  acquired  by  a  carrier. 

ICI  will  buy  51%  of  Digex 
stock  for  $  1 3  per  share,  equaling 
roughly  $150  million,  said  David 
Ruberg,  president  and  CEO  of 
ICI. 

Digex  adds  2,000  business 
and  government  customers  to 
ICI’s  approximately  16,000 
users. 

By  the  end  of  1998,  ICI  plans 
on  transferring  all  Digex  custom¬ 
ers  to  its  network.  The  first  target 
areas  will  be  those  where  Digex  is 
leasing  costly  DS-3  connections 
from  other  carriers. 

It  is  generally  believed  that 
ISPs  like  Digex  will  benefit  from 
having  a  parent  that  owns  its 


fiber  lines  (NW,  May  19,  page 
27),  but  users  don’t  believe  it  is 
going  to  have  a  strong  impact  on 
theirservice  needs. 

Tod  Bryant,  director  of  infor¬ 
mation  systems  at  New  York  Life 
Benefit  Services,  Inc.,  a  subsid¬ 
iary  of  New  York  Life  Asset  Man¬ 
agement,  lived  through  the 
acquisition  of  UUNET  Technol¬ 
ogies  by  MFS  and  later  by  World¬ 
Com,  Inc. 

Bryant  said  he  did  not  notice 
any  significant  changes  based  on 
the  merger. 

Although  ISPs  owned  by  facil- 
ities-based  carriers  should  have 
deeper  pockets,  an  ISP’s  overall 
success  is  really  not  a  money 
issue,  Bryant  said. 

“Any  growing  company 
needs  to  manage  their  growth 
well  .  . .  UUNET  has  shown  that 
with  good  services  and  customer 
attention,”  he  said. 

The  ICI-Digex  deal  has  al¬ 
ready  been  approved  by  the 
boards  of  both  companies  and  is 
expected  to  be  final  by  the  end  of 
the  summer.  ■ 
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Chapter  and  worse:  Why  trouble  is 
good  for  Gates  and  the  rest  of  us 


Chapter  1:  Of  caffeine  and  carrots 

I  have  written  abouljavaacoupleof 
times  in  the  past,  and  in  the  intervening 
months,  it  has  begun  to  look  like  a  run¬ 
away  freight  train.  Every  day  someone  an¬ 
nounces  something  aboutjava,  and  the 
world  greets  it  with  open  arms  and  open 
checkbooks — particularly 
investors. 

This  rampant  enthusiasm  is 
very  interesting.  Whilejava is 
an  excellent  language  and 
has  some  features  that  make 
itacompellingvehicle  for 
cross-platform  development 
in  client/ server  and 
Web  environments, 
that’s  not  why  it’s  so 
powerful.  It’s  the  competitive 
dynamics  that  surround  the  language 
that  are  really  fascinating. 

The  carrot  for  vendors  in  this  market¬ 
place  is  the  opportunity  to  weaken  Micro¬ 
soft’s  stranglehold  on  PC  standards. 

Chapter  2:  In  which  Bill  gets  a  message 

Out  in  the  computer  industry,  there  are 
one  or  two  companies  that  don’t  care  for 
Microsoft  too  much.  All  right,  all  right, 
there  are  hundreds,  but  the  real  point  is 
that  untiljava,  these  guys  were  all  blowing 

Nozv  that  they  have  a 
rallying  flag  to  follow  . . . 
all  of  Microsoft ’s  enemies 
have  started  to  form  armies. 

smoke.  Since  the  start  of  the  PC  revolution, 
they  have  had  no  tool  with  which  to  erode 
Microsoft’s  hegemony  of  the  market  and 
standards.  Then  along  came  the  Internet, 
then  the  World  Wide  Web,  and  then  Sun’s 
Java. 

By  the  timejava  had  become  so  power¬ 
ful,  and  done  so  with  amazing  speed,  Micro¬ 
soft  had  no  choice  but  to  follow.  Although  it 
tried  to  manipulate  the  market  as  it  had 
done  successfully  so  many  times  before, 
perhaps  for  the  first  time  in  its  corporate 
life,  Microsoft  wound  up  toeing  someone 
else’sline. 

Now  that  they  have  a  rallying  flag  to  fol¬ 
low,  sporting  the  image  of  a  steaming  coffee 
cup,  all  of  Microsoft’s  enemies  have  started 
to  form  armies. 

Leading  the  pack  that  wants  to  rip  out 


Microsoft’s  throat  is  the  industry’s  pinup 
vendor,  Netscape.  Following  close  behind 
in  the  baying,  bloodthirsty  pack  are  the  likes 
of  Novell  and  Sun  (now  thick  as  thieves) . 
Then  there’s  IBM  pouring  a  gazillion  dol¬ 
lars  (or  thereabouts)  intojava-related 
development  and  porting  the  language  to 
every  computer  system  it  sells. 

Alliances  between  Sun  andjust 
about  anyone  who  has  the 
vaguest  reason  to  dislike 
Microsoft  are  the  order  of 
the  day.  And  to  top  it  all  off, 
SunSoft,  (the  division  of  Sun 
thatownsjava)  hasjust  effec¬ 
tively  pulled  the  mg  out  from 
under  Microsoft  by  making 
the  specifications  for  thejava 
Virtual  Machine  (the  platform-spe¬ 
cific  run-time  forjava)  incompatible 
with  Microsoft’s  current  implementation. 

The  message  to  Bill  is  that  this  is  a  market 
he  can’ t  own,  and  a  lot  of  companies  will  go 
out  of  their  way  to  ensure  he  never  gets  a 
chance. 

Chapter  3:  He  who  lives  by  the  sword 

Is  this  a  good  thing?  Is  it  in  our  interests 
to  see  Microsoft  lose  control?  I  would  argue 
that  to  the  degree  Microsoft’s  plans  have 
been  thwarted  so  far,  it  is  very  good  for  the 
market  and,  strangely,  very  good  for 
Microsoft. 

Losing  control  of  certain  aspects  of  the 
market,  most  notably  standards,  will 
sharpen  Microsoft’s  competitive  instincts 
—  it  will  make  the  company  try  harder.  This 
is  good  because  challenging  Microsoft  has 
been  such  a  daunting  prospect  that  most 
vendor  offensive  forays  have  had  little 
impact. 

For  the  market, Java  is  a  newstimulus 
and  is  perhaps  the  first  truly  generalized, 
multivendor,  cross-platform  technology 
we’ve  ever  had. 

This  technology  provides  a  new  way  of 
thinking  about  computers  and  the  markets 
they  serve  and  creates  new  niches  thatwill 
enrich  end-user  choices  and  drive  prices 
down. 

This  promises  to  be  a  story  thatwill  rival 
WarandPeace  for  length  and  complexity. 
Java  will  force  major  changes  in  computer 
and  network  technology  and  architectures 
over  the  course  of  this  year  and,  fora 
change,  the  real  winners  will  be  IT  groups. 

Java:  Soul  of  the  new  IT  or  spawn  of  the 
devil?  Learned  philosophical  treatises  to 
nwcolumn@gibbs.  com  or  lecture  me  at  ( 800) 
622-1108,  Ext.  504. 


The  latest  on  the  Intemet/intranet  industry 


By  Chris  N e r n e y 


AN  ALLIANCE  GONE  AWRY  a  few  weeks  ago,  we  got  in  some  digs  regarding  what 
we  perceived  to  be  a  lack  of  fervent,  widespread  support  for  the  Internet  Society’s 
(ISOC)  plan  to  expand  the  number  of  top-level  Internet  domains  and  registries. 

Nonetheless,  we  Daily  do  believe  ISOC  deserves  credit  for  assembling  a  wide- 
ranging  coalition  of  organizations  to  sign  on  to  the  proposal.  This  is  no  small 
feat,  for  cyberspace  alliances  can  be  difficult  and  fleeting. 

Just  ask  Karl  Denninger  and  Eugene  Kashpureff,  the  two  most  persistent  and 
vocal  critics  of  the  existing  Domain  Name  System  (DNS).  In  March,  the  pair 
joined  forces  to  announce  a  rival  scheme  called  the  Enhanced  Domain  Name 
Service(eDNS). 

Now,  only  three  months  later,  their  alliance  has  devolved  into  a  fusillade  of 
bitterness,  acrimony  and  finger-pointing — just  the  kind  of  thing  ’Net  Buzz 
loves  to  report. 

Denninger,  who  runs  a  Chicago-area  Internet  service 
provider,  launched  the  first  public  salvo,  posting  his  resignation 
as  president  of  eDNS  to  the  NewDom  mailing  list  in  late  May. 

He  also  accused  Kashpureff  —  who  runs  the  renegade 
Alter.NIC  registry  out  of  Bremerton,  Wash.  —  of  trying 
to  destroy  die  alliance  by'  removing  eDNS  top-level 
domains  from  Alter.NIC’s  root  servers.  He  then 
called  Kashpureff  nothing  more  than  “a  pirate  who 
will  extort  money  or  favors  from  people.” 

Bill  Gates,  are  you  hiring? 

Kashpureff  responded  by  demanding  that 
Denninger  return  an  Alter.NIC  CPU  in  his  possession,  vowing  to  refer  the  matter 
to  “the  proper  authorities”  in  Chicago. 

The  dialogue  then  degenerated  into  a  volley  of  “did  nots”  and  “did  sos.”  All 
of  which  makes  ISOC  and  its  allies  look  (choose  one  or  more):  a)  reasonable, 
b)  responsible,  or  c)  adult. 


ALL  EYES  ON  INTERVU  Web  site  operators  who  offer  video  content  to  customers 
constantly  face  what  could  be  called  The  Format  Dilemma  —  trying  to  decide 
which  format  will  work  for  the  most  customers. 

Now  a  San  Diego-based  video  sei vices  company  says  it  has  a  new  feature  that 
allows  any  user  to  watch  any  video  on  your  site,  no  matter  what  kind  of  video 
player  resides  on  their  computer. 

InterVU,  Inc.  provides  a  turnkey  service  that  encodes  and  hosts  customer 
videos  on  its  network  for  access  by  end  users  through  the  customer’s  Web  site. 
The  company  targets  entertainment  companies  and  advertisers,  and  counts 
among  its  clients  Major  League  Baseball,  Court  TV  and  Turner  Broadcasting. 

InterVU  today  will  announce  integration  of  an  “All  Eyes”  feamre  into  its 
network.  All  Eyes  identifies  each  PC’s  player  software  and  downloads  a  compatible 
video  format,  whether  it’s  MPEG,  AVI,  Vivo  or  QuickTime. 

Doug  Augustine,  vice  president  of  marketing,  says  InterVU  eliminates  the 
need  for  customers  to  pay  for  video  servers,  client/server  software  or  maintenance. 
The  service  is  priced  on  a  usage  basis,  so  Web  site  operators  pay  only  for  video 
that’s  viewed  from  their  pages.  Examples  of  InterVU’s  services  can  be  found 
at  www.intervu.net. 

Of  course,  InterVU  can’t  help  if  no  one  wants  to  view  your  video.  That’s 
where  production  values  and  an  “A-list”  director  come  in. 


CROSSING  THE  PLffTFORM  DIVIDE  Broadening  its  reach  beyond  Unix,  Cambridge, 
Mass.-based  VirtuFlex  Software  Corp.  has  unveiled  a  Web  applications  platform 
that  works  with  Windows  95  and  NT. 

The  start-up’s  VirtuFlex  2.0  is  designed  to  generate  dynamic  Web  pages  from 
HTML  templates  containing  embedded  macro  tags.  Features  include  Web  form 
processing,  SQL  database  integration,  validity  and  security'  checking  as  well  as 
e-mail  and  fax  capabilities. 

The  Windows  version  will  be  availablejune  15  for  $495.  The  Unix  version 
will  cost  $2,495. 

'Net  Buzz  almost  staired  in  a  video  once.  Actually,  we  had  a  walk-on  part  that  ended 
up  on  the  cutting  mom  floor.  But  if  you  send  us  your  best  Internet  and  intranet  news,  we’ll 
do  all  we  can  to  make  you  a  star,  if  only  to  grab  onto  your  coattails  at  a  later  date.  Contact 
Chris  Nemey  at  cnemey@nww.com  or  (508)  820-7451. 
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